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State of the Newey Economy: 
Up 

U. 3. Propucron 
billien in the ” il-June period, 
compared with 2 billion in the 
fest three montis of the year, ac- 
eordiag to Department of Com- 
merce, 

Tee SHiIpments — Increased in 
Jame 517 percent to 8,110,788 
ives from 17,711,909 in May, ac- 
cording to Rubber Manufacturers 
Aasn. Truck and bus tire ship- 
yients, however, declined 5.04 
ver@ent during the same period. 

\efomotive OutpuT— Last week 
tetaled 154,573 cars and trucks, ac- 
cording to Automotive News esti- 

_tf ites, or 19,158 more than the pre- 
reding week. 

Srie. Output — Operating rate 
lest week was 96.9 percent against 
“4 percent the preceding week. 
‘Preduction for the first seven 
months was a record 67,229,936 net 
tons, July output totaled 9,824,000 
tons. 

Ramroap Prorirs— Net income 

‘ “lass I railroads for the first 
sia months was $100 million 
higher than a year before, ac- 
cording to Assn. of American 
Railroads. It totaled $418 million, 
compared with $310 million last 
veer. 

_ Ores Surments—Totaled 16,236,- 

#16 met tons in July, compared with 
12,492,113 a year ago. 
* 


Totaled $372 


Down 
Rosser OutPpuT—Was 827,500 tons 
the end of the first six months, 
compared with 857,500 tons a year 
age. 
Srores Sates— Dropped 1 per- 
cemt during week ended Aug. 1, 
aecording to Federal Reserve 
Board, marking the first time 
in six weeks that sales had fallen 
below levels of the like 1952 week. 
WHo.esate Prices— Declined 0.2 
bereent during week ended Aug. 4 
te 110.3 percent of the 1947-49 level. 
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DETROIT, AUGUST 17, cee | 
Sparks |G M Fire May Ease Sales Push 


As Car Stocks Hit Postwar High 


Loss of Hydra-Matic Output 
To Affect Seven Makes 


By Tom Hewitt 


Writer 


HE $40 million fire which destroyed General Motors’ 
Detroit Transmission plant last Wednesday will have 

far-reaching effects on the auto industry. 
The fire, probably the worst disaster in automotive his- 
tory, hit GM in one of its most vulnerable spots—production 
—* of Hydra- Matic transmis- 


All But 2 Makes 
Lose Sales Share 
As GM Gains 


By Sam Sampson 
Staff Writer 

wi a competitive auto market 

well under way, six-month sales 
figures revealed last week that 
nearly all makers lost a share of 
the market to the powerful sales 
drives of the General Motors divi- 
sions. 


The exceptions were Lincoln and 
Willys. 

In some cases, uncontrollable 
circumstances such as supplier 
strikes appeared responsible for 
market losses. But in most cases, 
the losses could be chalked up to 
competition. 

After being outdistanced in per- 
centage - of -industry gains during 
the first quarter of 1953 by Ford 
Motor Co., General Motors’ dealers 
came back during the second quar- 
ter to lead all others at the end of 

(Continued on Page 69, Col. 1) 


les by Makes 


For (First Half) '53-"52 


Total 


Share of 


Percent Change in 
Share of 
1952 
Sales 


Percent Total 


Market 
(Pet. Pts.) 
—115 


Sales 
1953 Ist Half 
Sales 1952 

21.07 475,497 
2.83 
2.17 
5.57 
10.50 
2141 
16.51 
15 
4.15 
46.35 
8.22 
1.96 
23.27 
5.84 
7.06 
80 
25 
01 
54 


PEL ieee +tIt+it+i tl 


14 
07 


1.34 
3.00 
1.55 
2.92 
95 
-40 
100.00 


17,724 
9,543 
2,139,875 


—Automotive News compilations from R. L. Polk & Co. 


sions. The plant was the sole 


producer of the mechanism. 

Cadillac has been putting Hydra- 
Matic on all its 1953 cars, Oldsmo- 
bile on 98.5 percent and Pontiac on 
85 percent. 


* * *” 
ADILLAC, Pontiac and Oldsmo- 
bile temporarily suspended as- 
sembly operations in order to sur- 
vey their inventories of Hydra- 
Matics, which are believed in short 
supply. 

The impact will not be confined 
to these divisions. All competitive 
makers have been feeling the heat 
of the production drive by GM. 
Now a good deal of the steam ap- 
pears to have been removed, 

As a result, sales may pick up 
somewhat for other makers, al- 
though some will feel a more direct 
effect of the fire. GM supplied 
Hydra-Matics to Hudson, Nash, 
Kaiser, Lincoln and GMC truck. 

a” * * 


Cc WAS only two weeks ago that 
Hydra- Matic production was 
halted at the smaller Riopelle plant 
in Detroit and machines were 
moved to Livonia. 

GM officials were hopeful that 
some of the machinery could be 
salvaged so that production could 
be resumed at the Riopelle loca- 
tion. 

If the equipment at Livonia can- 
not be salvaged, and there is doubt 
that it can be, it might be months 
before the machines can be replaced. 
As one GM spokesman said: “It 
looks like we might need a miracle.” 

The Livonia plant had 1.5 million 
square feet of floor space, com- 
pared with 600,000 at the other fac- 
tory. 


* * . 
HEVROLET and Buick will be 
unaffected by the fire since both 
use their own types of automatic 
transmissions. 
Production of synchronized 
tratismissions cannot be hiked 
(Continued on Page 62, Col. 1) 


New-Car Stocks 


In Field and in Transit, 
Average per Dealer 


Aug. 1, 
Juty 1, 
June 1, 
May 1, 
Apr. 1, 


—Automotive News Estimates 


Late-Model Prices 
Give U. C. Index 
Ist Lift in Months 


OR the first time in two months, 

wholesale used-car prices 
firmed up last week on the AutTo- 
MOTIVE News index, showing a gain 
of $11 in the overall average price. 
The index reflected a marked in- 
crease in prices on ’49 through ’52 
cars. 


In some areas, at least, retail 
used-car sales were showing 
strength. At Cleveland, sales for 
the first eight days of August 
were 1,909 — almost 200 cars 
higher than the previous week, 
Comments from auction operators 

were hopeful. Most of them said 
prices were steady or stronger. 
Only two said prices were “slightly 
down.” 

The index showed that 62 percent 
of the available cars were sold at 
nine representative auctions last 
week, which is better than average 
for the year. 

” * = 


YRUS S. GORSON, treasurer of 
the National Used Car Dealers 
Assn., said he believed that “there 
will be plenty of good automobile 
business in the future, notwith- 
standing the statements of financial 
experts, economists and analysts.” 
Gorson, who also is treasurer of 
Equitable Credit & Discount Co., 
said that the used-car dealer is 
in a much better position to 
carry on business than the new- 
(Continued on Page 67, Col. 1) 
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Dealer Average 


Is 13.2 Units 


Reports from Field 
Call for Cutbacks 


In Production 


By Bernie Thomas 
Associate Editor 

TH their new-car stocks hit- 

ting a new postwar high, des- 
pite volume sales, many franchised 
dealers are calling upon factories 
to put into effect “more realistic” 
production schedules and distri- 
bution policies. 

The average dealer, according 
to Automotive News’ monthly 
survey, started out this month 
with a potential inventory of 13.2 
new cars, as compared with 12.5 
a month previous and only 3.9 on 
Aug. 1, 1952. 

New car stocks were previously 
at the highest level in postwar on 
May 1 this year, when they 
averaged out to 13.0 units per 
dealer. The 3.9 average for Aug. 1 
1952, represented a postwar low, 
reflecting low factory shipments 
due to a long steel strike. 


* * * 


ON AUG. 1, this year, tabu- 
lations from the latest survey 
show, the number of new cars at 
dealerships across the nation—plus 
those warehoused by dealers and 
factories; demonstrators, and units 
still in transit—totaled 595,613, as 
against 562,498 a month before and 
174,086 on Aug. 1, 1952. 

Thus, within a year, dealers’ 
stocks of new cars have expanded 
292 percent. During the same 
period dealers have retailed an 
estimated 5,076,000 new cars, 
while another 173,000 were being 
exported out of the country. 

Dealers generally report not too 

much trouble in sustaining a high 
level of new car sales, but they are 
unhappy about the way profit 
margins are shrinking. 

* * * 


PROMINENT Northwest dealer 

had this to say for the latest 
survey: 

“There has been a dangerous 
reduction in gross profits in all 
departments, directly chargeable 
to the unintelligent merchandis- 
ing methods of a few hysterical 
dealers, It’s all stemming from 

(Continued on Page 66, Col. 3) 


Week’s Output Climbs to 154,573 


Wt Detroit-area plants of 
Packard and Chrysler Corp. 
back in operation after a week of 
inventory-taking, U. S. vehicle pro- 
‘duction last week climbed 14 per- 
cent to 154,573 units, according to 
AvuToMmoTive News estimates. 


Output in the preceding week 
amounted to 135,415 vehicles— 
112,432 cars and 22,9838 trucks. 

Last week’s total was made up of 
128,835 cars and 25,738 trucks. 

= * * 
Tu Ford division helped spark 
the upsurge last week. Tuesday, 
Ford established a one-day 1953 
record, turning out. 5,253 cars. On 
the same day, the industry’s four- 


millionth car of 1953 was con- 
structed. 


Hudson last week began limited 
production of its 1954 models. 


With Studebaker, Packard and 
Willys the only other Inde- 
pendents operating, the Big 
Three built 94 percent of last 
week’s car output. This was ac- 
complished despite the fact that 
Chrysler Corp. was working at 
only 80 percent capacity, due to 
the closing of its Evansville 
(Ind.) and West Coast plants for 
inventory. 

General Motors accounted for 49.6 
percent, compared with a whopping 
57.6 in the previous week; Ford 


took 29.7 percent, against 33 percent 
a week earlier, and Chrysler turned 
out 145 percent, compared with 
only 3.8 percent during its in- 
ventory-taking week. 

* ae * 


(PHRouce Saturday, 1953 pro- 
duction in the U. S. amounted 
to 4,889,722 units—4,093,332 cars and 
796,390 trucks. 


For the same period . 1952, 
(Continued on Page 66, Col. 
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Union Power Struggle 
Clouds Labor Outlook 


By Bob Lienert 
Staff Writer 
7s long-discussed merger of the 
AFL and CIO may turn out to 
be a case of too little and too late. 

A more momentous develop- 
ment now seems possible—a bone- 

rattling realignment of the entire 

labor movement in the U. 8S. It 
could result in the death of the 

CIO and the formation of a new 

federation of unions. 

Just where the giant auto work- 
ers’ union would wind up in such 
a shuffle is problematical, but the 
UAW seems destined to play a ma- 
jor role in any adjustment. 

Auto dealers may be affected by 
the struggle for power, especially 
as it concerns the Teamsters Union 
and the International Assn, of Ma- 
chinists. Both are striving to organ- 
ize dealer employes. 

+ * 


yee key to the situation lies 
within the CIO, The solidarity 
and vitality of the 4,500,000-member 
union has been rapidly disintegrat- 
ing. There have been quarrels in 
the top-level echelons, bolts to the 
AFL and a steady decline in polit- 
ical prestige and power stemming 
from the Republican victory last 
fall. 

The CIO, observers say, could 
easily fall to pieces before any 
merger agreement with the AFL 
is reached, 

Ambitions, hates and prejudices 
elsewhere in the labor field lend 
themselves to speculation on the 
rise of a new organization, based 
most likely on the Steelworkers, 
United Mine Workers and Team- 
sters, and possibly the UAW. 

* +. 


* 
SIGNIFICANT situation exists 
at the top of the CIO. Walter 


Ford Readjusts 


Truck Prices as 


Freight Rates Rise 


DEARBORN.—The Ford division 
last week announced the addition 
of higher freight charges to its 
FOB truck prices. 

At the same time, the suggested 
retail prices on three of Ford’s 21 
truck series were reduced $12 to 
$36 with the effect, a Ford spokes- 
man said, that trucks will be de- 
livered to dealers at approximately 
the same prices as previously. 

OPS was petitioned to permit 
restoration of traditional freight 
markups, and the agency granted 
such permission just before it sank 
into oblivion this year. 

The new freight charges here- 
after will be applied to the prices of 
all of Ford’s 190 truck models. 

Among models which come in for 
a price adjustment are those in the 
Courier 115-inch-wheelbase group, 
reduced $24, and those in the F-350 
series with a 130-inch wheelbase, 
down $36. 

Models with a 110-inch wheelbase 
in the F-100 series, which comprises 
more than half of Ford’s truck out- 
put, were reduced $12 and six-ply 
tires were made standard 
equipment. Four-ply tires will be 
offered as optional. 







P. Reuther, president of the CIO 
and UAW, and David McDonald, 
Steelworkers president, have been 
at odds since McDonald unsuccess- 
fully opposed the election of 
Reuther after the death of Philip 
Murray. 

Reuther and McDonald are the 
two most important men in the 
CIO. While McDonald has gone 
along with all of Reuther’s pro- 
grams to date, he has made no 
secret of the fact that such a 
course has been distasteful. 
McDonald, furthermore, is not 
keen about a merger with the AFL, 
where he would be relagated with 
his 1,200,000 members to a second- 
ary position, 

That is why McDonald is reput- 
edly eying a third labor setup, 
where he would stand an excellent 
chance of grabbing a dominant 
spot. 

* + * 

— real sleeper in the labor tan- 

gle is Dave Beck, president of 
the powerful AFL Teamsters. His 
union, with 1,400,000 members, is 
the largest in the country. Beck’s 
ambition is unbounded and he has 
long coveted the No. 1 spot in the 
AFL, 


Beck at present occupies the 
same position in the AFL that 
McDonald does in the CIO. He 
is second in importance and 
chafes at being hemmed in by the 
relative conservatism of the par- 
ent organization. In Beck’s case, 
the man in the way is AFL Pres- 
ident George Meany. 

Most AF'L leaders are distrustful 
and a bit afraid of Beck because 
of his rough-and-tumble tactics. 
Beck showed that they have rea- 
sonable grounds for fear when he 
successfully raided the CIO brewery 


(Continued on Page 10, Col. 1) 


SPRINGFIELD, Mass. — Strong 
words are being exchanged here 
among dealers on whether or not 
there will be a “business recession” 
this year in the used-car field. 


Opinions on the used-car business 
ranged from very good to lousy. 

The controversy apparently 
started following a recent news- 
paper story, crediting a national 
survey with finding that such a 
recession was inevitable. 

The first coment came from 
Theodore P. Sares, owner of Auto 
Outlet. He said that he had quietly 
liquidated his entire stock of used 
cars at reduced prices to avert a 
more serious loss in a rapidly de- 
clining market. 


When he was told that area 
dealers were painting a rosy picture 
of the used-car market, Sares 
asked: 

“Who are they tryin’ to kid? 
They’re only fooling themselves.” 

Sares said that in order to get 
rid of his stock, he has cut prices 








McGill Leads County Celebration— 


A parade in honor of Indiana County's sesquicentennial anniversary is led on a 
high-wheeled bicycle by Lewis 1. McGill, president of McGill Motors (Ford), Indiana, 


Pa. tong active in civic offoirs, McGill was named “Man of the Year 
Chomber of Commerce in 1951. His firm has won the Ford Four-Letter award for the | 
third consecutive yeor. Io commemorate Ford's 50th an 


three historical tours of indiana County 


by the indiana 


niversary, McGill sred 


spors 


What Kind of Market? 


Dealers in Springfield, Mass., Debate State 
Of Used-Car Sales 





‘A Real Boy, A Swell Race’— 


W. E. Fish, Chevrolet general sales manager, crowns the Soap Box Derby champion, 
Freddy Mohler, of Muncie, Ind., by presenting him with the world championship 
trophy. Prizes included scholarships worth a total of $15,000. 


Muncie Boy, 14, Crowned 
Soap Box Derby Victor 


AKRON.—The All-American Soap 
Box Derby was won last week by 
Freddy Mohler, 14, of Muncie, Ind., 
who as his reward took home with 
him a $5,000 scholarship to the 
college of his choice. 

He was presented with the 
huge championship trophy im- 
mediately after the race by W. E. 
Fish, general sales manager of 
Chevrolet, who congratulated 
Freddy as “a real boy who ran a 
swell race.” 

Scholarships totaling $15,000, and 
other trophies and prizes were 

awarded at a banquet attended by 
the 151 contestants and 1,700 other 
guests. 

Freddy, who has been in derby 
racing for two years, nosed out a 
hard-driving team of brothers from 
Los Angeles, Dale and Jon King, 
who finished in second and third 
places. 

The champion wants to be a 
teacher and plans to attend Ball 
State Teachers College in Muncie. 

Another Los Angeles boy Ronald 
Ford, 15, finished in fourth place, 
while William Thayer, of Detroit, 


from $100 to $200, and had sold the 
last few at cost. 


“I’m going to remain in business,” 
he said, “but I don’t want to be 
caught with a pile of cars when 
prices really plunge.” 


Statements of this nature brought 
angry retorts from Sidney Gold- 
stein, of Goldy Motors, and Rene 
Authier, of Genden Brothers. 


“Sares doesn’t know what he’s 
talking about,” Goldstein said. 
“Some of these dealers who have 
been in business only since the 
war don’t know what its all 
about.” 

Talk of a recession is “ridiculous,” 
according to Goldstein and Authier. 

Fred Tassinari, of Springfield 
Lincoln-Mercury, said that the 
national recession talk “does not 
apply to New England.” He scoffed 

at Sares’ prediction of a used-car 
price collapse. 

“New England business has 
always been superior to that of the 
rest of the country,” Tassinari said. 
“When everyone else is_ broke, 
we've always got money.” 

Other dealers expressed opinions 
ranging from cool to doubtful—on 
the prediction of a used-car slump 
as well as the angry words. 

Joseph Durkin, owner of Durkin 
Motor Sales, stated that sales were 
unusually poor for this time of 
year. 

“Tt’s a buyer’s market,” he de- 
clared, “and I have never seen so 
many good cars with low mileage 
in used-car lots.” 

Robert Goss, sales manager of 
Westfield Motors Sales, called 
business “very good.” He said the 
firm was getting good prices for 
used cars, and that it was ex- 

Periencing “a terrific turnover.” 
Edward Alexik, of Alexik Motor 
Sales, said July was the best month 
they had known since entering 


: business, 


“But if you’d asked me last May,” 


| he admitted, “I would have told you 
| things were terrible.” 





and Larry Fulwider, of Baltimore, 
wound up fifth and sixth, re- 
spectively, 

Other scholarship winners were 
Fred A. Knight, Williamsport, 
Pa., seventh; Walter D. Dimsdale, 

(See DERBY, Page 63, Col. 1) 


Grove and Moore 
Named to K-W 


Regional Posts 


TOLEDO.—The first four regional 
sales appointments in connection 
with expanding the sales program 
of the new Kaiser-Willys Sales di- 





H. P. Grove 0. A. Moore 
vision of Willys Motors, have been 
announced by Roy Abernethy, vice- 
president and general sales man- 
ager. 

Howard P. Grove, a _ vice-presi- 
dent of Willys Motors, Inc., has 
been placed in charge of sales for 
Region 6 covering Arizona, Utah, 
Nevada, Idaho, Oregon, Washington 
and California. 

K. S. Moyer, formerly a divisional 
manager for Kaiser- Frazer Sales 
Corp. in Los Angeles, has been 
named assistant regional sales man- 
ager for Region 6. 

O. A. Moore, a former regional 
sales manager for Willys Motors, 
Inc. will head up sales in Region 1 
covering the New England states, 
New York, New Jersey, Pennsyl- 
vania, Delaware, the District of Co- 
lumbia, Virginia and West Virginia. 

J. J. Hallinan, former divisional 
manager in New York of Kaiser- 
Frazer Sales Corp., has been ap- 
pointed assistant regional manager 
for Region 1. 


Top Cars 
New-car registrations for six 
months: 
1953 Pos. 
1—670,082 


Make 
Chev. 
Ford 


1952 Pos. 
446,136— 1 
2—475,500 $54,847— 2 

3—302,369 235,355— 3 
4—236,744 161,469— 4 
1 134,817— 5 
6—168,331 113,770— 7 
1—160,383 131,016— 6 
8—119,468 89,663— 9 
9— 712,256—10 
10— 84,051 89,758— 8 
11— 81,555 61,518—11 
12— 62,595 47,608—12 
13— 56,461 
14— 44,539 
15— 38,556 
16— 27,355 
17— 21,563 
18— 15,438 
19— 17,069 
20— 3,998 
21— 1,942 
22— 421 


2,880,025 
For further details see page 
66, today’s issue. 





GM to Sell Hertz, 
Acquire Euclid 


Drops Rental Firms, 
Expands Truck Line 


DETROIT.—Plans to acquire the 
outstanding perferred and Class A 
stock of Euclid Road Machinery 
Co. and to sell stockholdings in the 
seven Hertz Drivurself companies 
were announced by General Motors 
last week. 

According to Harlow H. Cur- 
tice, GM president, one-half share 
of GM common stock will be 
offered for each share of Euclid 
preferred stock, and 7.9 shares of 
GM common stock for each share 
of Euclid Class A stock. Alto- 
gether, 305,187 GM shares will be 
offered in exchange for 37,530 
Euclid shares. 

An agreement has been reached 
for the sale of the Hertz firms, 
including Sterrett Operating Serv- 





ice, to Omnibus Corp., of Chicago, | 
but terms were not disclosed. The | 
Hertz companies, GM subsidiaries, | 


own 31 stations. 
licensed by Hertz, lease and rent 
trucks and cars in more than 500 
cities. 

In explaining the projected Hertz 
sales, Curtice pointed out that GM’s 
activities are mainly in the manu- 
facturing and sales fields, rather 
than in the operation of equipment. 

Regarding the Euclid decision, 
Curtice said that acceptance of 
GM’s offer would result in the 
extension of GM truck lines into 
the heavier off-the-road types of 
vehicles not produced by GM but 
represented by Euclid products. 
GM now supplies diesel engines 
and torque-converter trans- 
missions for these vehicles. 


Euclid’s principal products are 
rubber-tired rear and bottom dump 
trucks in sizes up to 50 tons, and 
scraper carriers up to 30 tons. 


Studebaker Heads 
Brief Dealers on 


Council Planning 


SOUTH BEND.—Top Studebaker 
officials last week completed a 
series of coast-to-coast meetings in 
principle cities to brief dealers on 
plans for formation of 10 Stude- 
baker factory-dealer council units. 


Also discussed were current mar- 
ket conditions and future sales 
plans. 

A company spokesman said that 
plans for such sectional meetings 
in the future, could be interpreted 
that Studebaker has decided to 
sanction the “factory-dealer coun- 
cil” principle in its distribution pro- 
gram, 

He said further clarification on 
the subject might come this week. 
However, a company statement re- 
leased last week was somewhat 
vague. 

In it, H. S. Vance, president, 
pointed out that Studebaker has 
been for some time considering 
formation of a factory-dealer coun- 
cil. But, he added: 

“Experience with the meetings 
held on this trip has led both the 
dealers attending and ourselves to 
feel that these sectional meetings 
in the future would be more satis- 
factory than one national meeting 
because they would bring us in con- 
tact with more dealers throughout 
the year.” 

Asked to comment on Vance’s 
statement, a company spokesman 
said the Studebaker president 
meant that Studebaker would es- 
tablish a factory-dealer relationship 
“on a broader basis than exists 
elsewhere in the industry.” 


In addition to Vance, factory 
executives on the trip across the 
country were: Paul G. Hoffman, 
board chairman; K. B. Elliott, sales 
and executive vice-president, and 
Paul R. Davis, general sales man- 
ager. 

Cities visited were: New York, 
Chicago, Los Angeles, San Fran- 
cisco, South Bend, Kansas City, 
Dallas, Cleveland, Atlanta and 
Portland, Ore. 


Operators, | 
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AUTOMOTIVE NEWS, AUGUST 17, 1953 
Calls Tax Burdensome, Unjust . . . 


NADA Pleads for Excise Repeal 


Dealers tell me 


By John O. Munn 


erro a discussion of Regu- 
lation W is now timely. As we 
meet competitive conditions many 
dealers are revising their opinion 
as to its value. 

NADA recently met with bankers 
and finance companies in Washing- 
ton to discuss the situation. In all 
probability the association will 
again poll its members before tak- 
ing decisive action. 

This column doesn’t want to 
take a position either for or 
against Regulation W as such. 
That’s up for the trade to decide. 
It’s fair to point out, however, 
that this is a very competitive in- 
dustry. We, as a trade and a 
nation, have benefited by free 
competition but competition must 
be fair before it can be free. None 
of us likes Government regu- 
lations. 

As we live closer together we 
become more interdependent and 
certain rules and regulations are 
indicated. There would not be 
much interest in basketball unless 
there were rules to govern the con- 
testants. These rules to be effective 
must be administrated by a referee. 
Such rules are promulgated by the 
affected people and they are de- 
veloped from the standpoint of 
making the game of more interest 
to the spectators and preventing 
injury to the players. 

In business I don’t see why we 
need to shiver down our backbones 
to think that the Government 
should be called, on occasions, to 


More Lots Drop 
Sunday Closings 
In Albuquerque 


ALBUQUERQUE, N. M.—The 
trend toward Sunday business 
hours for used-car concerns here is 
growing. 

One dealer said he had stayed 
closed on Sundays for four months 
in line with a general agreement 
for a six-day sales week. 

“But one lot after another has 
opened on Sundays, so I must go 
along with them,” he said. 

Another dealer said: “They all 
agreed to stay closed. And they 
were closed one Sunday. Then some 
opened, and now almost all are 
open.” 


Ed Black, president of the 
Albuquerque New Car Dealers 
Assn., said: “Members of our as- 


sociation are going to hold the line 
and stay closed. We honestly feel 


| that employes deserve to have 











Sunday off. We will stay closed as 
long as possible.” 
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serve as referee or umpire in a 
set of rules particularly if those 
rules themselves were promulgated 
in public interest by members of 
the trade who are concerned. 

In other words, don’t condemn a 
regulation simply because it is a 
Government regulation. Who else 
can serve business as an umpire? 
Isn’t the Government the people? 

+ + + 


Politics Cast Aside 


UT aside from that let’s point 

out that the Federal Reserve 
Board, which imposed Regulation 
W in the first place, is not a 
political body. Members are not 
elected or appointed by the 
administration. They are represent- 
atives of the Federal Reserve 
System. The board doesn’t even go 
to Congress for funds to operate. 
It was set up during the Wilson 
Administration and has been out- 
standingly successful. 

If we want to control inflation, 
and who doesn’t, credit control is 
most important. If credit control is 
exercised intelligently, perhaps we 
can forever get away from price 
and wage controls, It is such regu- 
lations that hamstring the economy 
of the nation. 

It is true that NADA with 
others, was successful in remov- 
ing the power to control con- 
sumer credit from the Federal 
Reserve Board. This power now 
rests with Congress. But isn’t it 
much better for the Federal Re- 
serve Board to have this power, a 
nonpolitical body, a body that has 
control over all other credit and 
a body that is reenforced con- 
stantly with economic study of 
the nation’s fiscal situation? 

As long as this power lies in 
Congress, a body of some 800 in- 
dividuals who are activated more 
by political situations than eco- 
nomic, we are not using the best 
facilities available. Congressmen in- 
dividually or as committees cannot 
have the information available 
daily to the Federal Reserve Board. 


* * * 


Credit Is Necessary 


ONGRESS is not always in 

session. Even when it is in 
session it is often blocked with 
other legislative problems that 
make quick action on other im- 
portant items impossible. 

After setting forth these obser- 
vations I can’t get excited about 
the danger of consumer credit. It 
is truly the servant of the working 
man. I remember in the deep de- 
pression years after James Couzens 
had sold out his interest in Ford 
Motor Co. for $30,000,000 and be- 
came senator he wrote an article 
that appeared in the Saturday 
Evening Post decrying consumer 
credit. 

I replied at that time in the 
trade papers that consumer credit 
was a necessary adjunct to our 
economy. It was because we had 
made time payments available on 
automobiles that the industry 
could mass produce and thus re- 
duce prices of cars so that they 
were available to the people who 
made them. 

Businessmen have the service of 
commercial banks. Incidentally, the 
credit extended by banks on in- 
ventories and accounts receivable 
to businessmen always far exceeds 
the amount of consumer credit. The 
amount that is owed on open ac- 
count to wholesalers and to re- 
tailers and on real estate far ex- 
ceeds the amount of consumer 
credit. 

People who use consumer credit 
are entitled to it. They have jobs 
which pay them a regular income 
which certainly is as good security 
as accounts receivable or inventory 
that is used for credit by business- 


men. 
* * * 


Human Economics 


ONSUMER credit is the most 
human phase of economics and 


business. It is very close to the 
(See MUNN, Page 61, Col. 2) 


By William 
Washington Correspondent 

WASHINGTON. Adding to 
charges already leveled against 
Federal automotive excise taxes 
earlier this month by manufac- 
turers, truckers and other auto in- 
dustry groups, NADA late last 
week told Congress: 

1, It would be impossible for 
millions of Americans to earn 
their living and contribute to the 
strength and security of the na- 
tion if it were not for the auto- 
mobile and truck. 

2. The essentiality of the automo- 
bile and truck to American eco- 
nomic growth and well-being is 
unquestioned. 

3. Automobile and truck owners 


have been called upon to pay far 
more than their share of burden- 
some taxes. 

4. Present excise taxes as they 
apply to the automotive industry 
should be repealed. It is discrimin- 
atory taxation and it is wrong to 
perpetuate an injustice. 


NADA arguments against the 
taxes were presented to the House 
Ways and Means Committee by 
Alton M. Costley, veteran car 
dealer of East Point, Ga., and 
chairman of the NADA national 
affairs committee. 


Costley said recent surveys show 
that 77 percent of all automobile 
trips are made for the purpose of 
earning a living or for some other 








Celebrating Modernized Main Street— 





Auto dealers of Fond du Lac, Wis., virtually turned a civic celebration into an 
auto show when they provided 42 new cars for the parade. Antique autos and foreign 
sports cars also toured the newly paved and widened Main St. 


Fond du Lac Dealers Turn 
Parade Into Auto Show 


FOND DU LAC, Wis.—Climaxing 
a day’s celebration on the formal 
reopening of a wider and repaved 
Main St. after 3% months of re- 
construction, Fond du Lac’s new- 
car dealers virtually turned a “Pro- 
gress of Transportation” parade in- 
to an auto show. 

The automobile section of the 
parade led off with old-model cars 
—a 1901 Able, 1902 Olds, 1910 Buick 
and various others. 

The new-car section was com- 
prised of 59 cars—17 foreign cars, 
entered mostly by the Wisconsin 
Sports Car Club, and 42 American 
makes. 

Of these 42, ten were convertibles 
in which rode the personages of the 
day—U. S. Congressman William 
Van Pelt, State highway officials 
and City officials. 

An estimated 20,000 persons jam- 
med downtown to see the 8 p. m. 
parade, followed by dancing at four 
intersections, 

Vern Hartl was in charge of the 
new-car part of the parade, while 
Ray Howard handled the old-car 
section. 

The hour-long, mile-long parade 
started with a completely out- 
fitted pioneer trapper and in- 
cluded a full-blooded Shawano 
Indian—Mrs. Milo Hook, of Al- 





ie 


Safety Made Attractive— 


Maurice J. Murphy, vice-president of 
the Washington Automotive Trade Assn., 
and Virginia Corbin, a finalist in the 1953 
Miss Washington contest, display one of 
the association's “Signs of Life” safety 
posters. Such signs have been put up all 
over the nation's capital in an attempt 
to reduce the accident rate. 


lentown, Wis.—in authentic In- 
dian clothes; horses and buggies; 
horseback riders; motorcycles, 
and an assortment of trucks 
from panel-type to semi-trailers 
and a ladder fire truck, Bringing 
up the rear was a Cessna 170 
plane on a float. 


The ten-block reconstruction cost 
$285,000, with the City’s share at 
$102,142, exclusive of sewers and 
underground work. It carries U. S. 
Highways 41, 45, and 151, and State 
Highway 55. 

A three-inch asphalt surface tops 
off a new nine-inch concrete 
foundation. The street was widened 
six feet to 50 feet in a 10-block 
downtown area. 


D. C. Dealers Post 
Safety Warnings 
Around Capital 


WASHINGTON.—In an effort to 
prevent auto accidents and save 
lives, the Washington Automotive 
Trade Assn. this month is cooper- 
ating with the District of Colum- 
bia’s Traffic Advisory Board in 
spreading “Signs of Life” all over 
the capital. 

“Signs of Life—Know Them, Obey 
Them” is the campaign slogan. 

“The purpose of this program,” 
said A. Leftwich Sinclair jr., presi- 
dent of WATA, “is to bring to 
public attention the need for heed- 
ing traffic signs, signals and pave- 
ment markings, which are signs of 
life designed to protect motorists 
and pedestrians.” 

All area dealerships are display- 
ing the signs while thousands more, 
noting the sponsorship of WATA, 
may be found on highways, streets 
and byways. 

If all drivers observed these 
“Signs of Life,” the accident rate 
might be cut in half. 

Most frequent traffic violations 
as listed by WATA are: 

1. Exceeding the speed limit. 

2. Failure to keep right of the 
center line. 

3. Improper passing. 

4. Disregarding a warning sign. 

5. Disregarding stop sign. 

6. Disregarding a signal or officer. 


economic activity, and that 95 per- 
cent of the nation’s 43 million cars 
are used for essential purposes. 

Present automotive excise taxes, 
he said, are particularly objection- 
able because they are discrimina- 
tory, they penalize lower-income 
groups, they are a glaring example 
of multiple taxation and they re- 
strict mobility. 

Stating that it seemed quite un- 
fair that the purchaser of a $2,000 
automobile has to pay an initial tax 
of approximately $650 and then con- 
tinue to pay additional imposts by 
Federal, state and local govern- 
ments, Costley added: 

“Having registered this protest, 
and having reaffirmed the posi- 
tion to which we have adhered 
during the many years that this 
emergency measure has been in 
effect, we accept as an obligation 
the responsibility to recommend 
alternative measures that would 
be equitable, uniform in their ap- 
plication, and at least equally pro- 
ductive of revenue. 

“And here we are frank to con- 
fess that we have no panacea, no 
magic formula, no concrete propos- 
als based on careful research and 
technical skill. Insofar as it is pos- 
sible for us to do so, however, we 
offer to this committee the full 
measure of whatever talents we 
possess, both among the member- 
ship and the staff of the associa- 
tion, in providing facts, figures and 

(Continued on Page 63, Col. 3) 


Chicago Dealers 
Urged to Use Ads 
To Tell of Self 


CHICAGO. — “Use your advertis- 
ing to get acquainted, as well as 
to sell specific products,” advises 
the Chicago Automobile Trade 
Assn, in a bulletin to members. 

“It is a fact that people like to 
do business with those they know,” 
the bulletin says. “So let your 
customers know something about 
vourself and the people who work 
for you.” 

CATA said newspaper ads, direct- 
mail and radio-television announce- 
ments should be used to: 

1. Emphasize the number of 
years you’ve been in business. Add 
up the years of exverience of all 
your employes. It will make an im- 
pressive total. 

2. Describe the training your em- 
ployes receive. Tell people that your 
staff uses training material avail- 
able only to dealers handling your 
make of car. 

3. Emphasize the quality and ex- 
tent of your special equipment. 
Remind customers that much of 
the equipment is designed ex- 
clusively to test and repair your 
make of car. 

4. Emphasize the fact that a new- 
car dealer devends on repeat 
business, and that means satisfied 
customers. Tell customers you and 
vour employes plan to grow with 
the community — you are here to 
stay. 


St. Louis Dealers 
Plan Winter Show 


ST. LOUIS.—The 36th annual 
auto show of the Greater St. Louis 
Automotive Assn. has been sched- 
uled for Jan. 30 through Feb. 7 in 
Kiel Auditorium here. 

The following are on the show 
committee: C. F. McClure (Ford), 
who is chairman, A. H. Roeper 
(Ford), B. H. Roberts (DeSoto- 
Plymouth), Clark Compton (Nash), 
Harold Fehl (Studebaker), C. A 
Gilbert (Buick), J. Rush James 
(Chevrolet), Jack Kennedy (Chevro- 
let), L. M. Stewart (Chrysler-Plym- 
outh) and L. W. Thoms (Pontiac). 


Freed Elected in Utah 


As NADA Director 


SALT LAKE CITY. — Charles C. 
Freed has been elected for a three- 
year term as NADA director for 
Utah. 

The term will begin with the 
second session of the directors’ 
annual meeting, which will take 
place in conjunction with the 1954 
convention at Miami Beach 
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Contusion Points Up Need 
For Solid $ Facts 


— that popular song of years past with the line, 
“Honey, are you making any money ... that’s all I 
want to know”? 


It might be a good line to keep in mind these days in con- 
nection with the auto business. You can get a lot of different 
interpretations of what is happening. 


Take the conversation we heard the other day: 
First Guy: “The records show our dealers have hardly 
any cars in stock.” 
Second Guy: “How come they don’t want to order any 

ears then?” 

And you’ve heard this: 

“Our sales are very good.” 

“In units or dollars?” 


Then some auto men will tell you that there is no such 
thing as a used-car problem. 


And other dealers will shudder with the chill that comes 
from frozen assets in the lot. 


Sure, all you’ve got to do is sell the tradeins in today’s 
market. But today’s market lasts just about one day. To- 
morrow it is lower. 


A leading used-car analyst estimates that prices will be 
off another 20 percent by the end of the year. 


But whether prices go up or down, dependable auto 
transportation will still have solid value in this car-minded 
land of ours. Don’t sell the auto business short. 


Do keep an eye on what is happening to your business. 
Insist that your books reflect your true position as of today. 


With the market shifting from day to day, you can’t just 
sit and hope that it will work out at the end of the year. 
Making any money? 


Auto 
Forum 


“Everytime we open our pock- 
etbook we put our foot in it.”— 
Phelps Phelps, former ambassa- 
dor to the Dominican Republic, 
in speaking of Latin-American 
relations. 

* * * 


Worth the Money 
They (cars) cost a lot of 
money but the pleasure of a 
good car when you have to 
practically live in one, is great. 
—JoHNNY Jones, Columbus 
Dispatch columnist. 


* * * 


It’s No Use 


Used-car dealer Leslie Kaylor, 
of Long Beach, Calif.. who was 
arrested for speeding at 105 
miles an hour, explained: “I was 
trying to beat my wife home. 
She’s been out of town.”—United 
Press dispatch, 

+ 


* * 


Definition of Liberal 

The most authentic American 
liberal today is, more than like- 
ly, educated beyond the average 
and decently well off, perhaps 
a young lawyer, an employe of 
some community organization, 
or a teacher.—Eric F. Goldman, 
author of “Rendevouz With Des- 
tiny.” 


* * * 


Another Traffic Hasard 

The days when drivers con- 
fused traffic by holding up the 
roof with their left hand are 
gradually ebbing into the past. 
Now they drive with their 
right arm across the back of 
the seat—proof that they are 
driving with automatic trans- 
missions.—Detroir NEws. 

* + * 


Returning Is Toughest 

Let’s stop squawking. Any 
demigod can lead people into 
Socialism when he is generous 
in the use of taxpayer’s money. 
Leading people back to free 
enterprise is one of the most 
painful operations known to 
politics.—D. Hale Brake, state 
treasurer of Michigan. 


* * * 


To Each His Own 

“As I see it, the rails can’t 
compete in speed with the air- 
lines, or in cost with the private 
car. The forte of the railroads 
must be in making rail travel 
a delightful and relaxing experi- 
ence.”—M. 8S. Rukeyser in Los 
Angeles Examiner. 

x * * 


Formula for Success 
A veteran of 32 years in the 
automobile business writes his 
formula for success in a com- 
petitive market: 

Don’t let irresponsible 
competition run your business. 
Don’t let your ‘easy terms’ 
salesmen run your business. 
The difference between ‘run’ 
and ‘ruin’ is ‘i’, You are the 
big ‘’ who has to run your 
business to protect your in- 
vestment and your future.”— 
Ohio Automobile Dealers Assn. 
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{1M ASKING A 
PURELY ACADEM/C 
QUESTION, TO-WIT : 
AIN'T 2 INVOLVED 
JIN ONE-ARM DRIVING ?. 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Deaton’s Service 


The attached clipping caught my 
eye in your Aug. 3 Auto Forum: 
(“Good service can only be built 
upon a sincere desire to serve the 
customer’s needs at the lowest 
possible cost.” — Charles Laverty, 
service manager for Deaton Motors, 
Beverly Hills, Calif.. a winner in a 
contest of Lincoln-Mercury service 
managers in 11 states.) 

About 20 years ago in the midst 
of the depression of the thirties I 
bought a used car from Deaton 
Motors. At that time they had a 
used-car lot at Wilshire Boulevard 
and Beverly Drive, now the most 
important business center in Bever- 
ly Hills. I lived just around the 
corner. I paid $900 for the car and 
to me it was a lot of money. 

The company refused to give me 
a guarantee of any kind with the 
car. They said, “We will try to keep 
it in good shape for you at the 


The Big Story 


The War Production Board will provide the nation’s motorists with 
sufficient vital new and reconditioned parts to keep essential cars 
rolling through 1944, according to R. L. Vaniman, director of the 


automotive division of WPB... 


Individuals posing as dealers are 


buying new cars and trucks from auto dealers for resale, the Phila- 
delphia Automobile Trade Assn. warned . .. Highway fund diversion 
probably will be increasingly curbed in the postwar period, it is indi- 


cated by 1943 legislative and other factors . . 


. Asserting that the 


“oil transportation problem has been about whipped,” Secretary of the 
Interior Harold L. Ickes declared that a just handling of the supply 
problem requires diversion of petroleum products from the midwest 
and southwest to the east ... Gov. F. C. Donnell of Missouri has 
vetoed a motor vehicle use tax bill on the grounds its enforcement 
was made uncertain because of the Legislature’s failure to appropri- 


ate funds for its administration. 


—From the Files of Automotive News. 





Address Editor, Automotive News, Detroit 26, Mich. 








lowest possible price.” That was all. | 


It was the only place in town that 
did not offer a “guarantee” with a 
used car. 

I drove the car 80,000 miles and 
Deaton lived up to their informal 
compact 100 percent. They never 
sent me a bill that seemed high, 
never thought up interesting ways 
to sell un-needed work, never once 
took advantage of the fact that 
most of their dealings were with 
Mrs. Herrick, who had no technical 
knowledge of cars; did everything 
possible to keep the car operating 
well at low cost. 

I am sure you agree that anybody 
can pin up a good slogan on the 
wall of the service department, but 
living up to it as Deaton’s does 
takes more than good writing. 
Deaton has a wonderful reputation 
locally. The boy that delivers the 
car has a better sense of service 
than you can find in the whole staff 
at many an agency. 

I never heard of the contest until 
I saw your mention of it, but I 
don’t know why Deaton didn’t win 
it for the entire United States.— 
ALLAN Herrick, advertising man- 
ager, Security-First National Bank 
of Los Angeles. 

* 


Clipped 


We would appreciate your plac- 
ing this letter, or some portion of it, 
in your Letterbox with the hopes 
that it might prevent some dealer 
from being snared as we were. 

A man who gave his name as 
Roger W. Davis, 145 Standard St., 
El Segundo, Calif., drove a 1951 or 
1952 Kaiser into the service depart- 
ment for routine maintenance ser v- 
ices. Upon presenting him the re- 
pair order, he offered a sizable 
check. 

We refused to take the big checi:, 

(Continued on Page 68, Col. 1) 
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OR THE past 24 years, this 53 year old handled and we enjoy an added advantage in 
house has relied on COMMERCIAL CREDIT selling transient business.” 
PLAN to meet its financing needs. Previously, 
Walton Motors managed their own financing, 
but as Mr. Levy, the third generation in his 
family to operate the business, commented: 


Today thousands of car dealers like Mr. Levy 
rely on ComMeRCIAL Crepit PLAN day after 
day, year after year, in both good times and 
bad. Most of them regard the COMMERCIAL 
“In serving a vast metropolitan area. like Crepit PLAN as one of their most valuable 
Chicago you can’t afford to be limited by the selling tools. To find out how COMMERCIAL 
extent of your own resources or restrict opera- Crepit “know-how,” resources and person- 
tions to the local scene. With CoMMERCIAL nel can help you, just call or write your 
Crepit’s unlimited resources and nationwide nearest COMMERCIAL CREpIT office. Ask to see 
facilities, we find our needs are adequately “The Salesman’s Angle”’ when you do. 


COMMERCIAL CREDIT DEALERS ARE Successf ul peaers 





COMMERCIAL 
cea aE 8 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
. ». Capital and Surplus over $135,000,000 
. . . Offices in principal cities of the United 
States and Canada. 
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Gains Shown by GM, Ch 


sler, Packard... 





How Makers Fared in Profits 


By Tom Hewitt 
Staff Writer 
A REVIEW by Automotive News 
of auto makers’ financial state- 
ments shows: 

Gains for General Motors, Chrys- 
ler Corp. and Packard. 

Reductions for ace Nash- 
Kelvinator and Stude er. 

Ford Motor Co, and Kaiser did 
not make reports. 

General Motors had monumental 
gains, with second-quarter dollar 
sales of all products up 39 percent 
over the comparable period of last 
year to a record total of $2,894 


million. 


+ * * 
M’s NET income for the quarter 
amounted to $162 million, 
against $142 million in the same 


1952 quarter. 
Seound-quarter unit sales of GM 
ee ————————— 


Credit Group Hits 
‘Misinformation’ 


On Time Buying 


WASHINGTON. —“T he Federal 
Government, through false propa- 
ganda, is attempting to gain public 
and congressional support for perm- 
anent controls over installment 
credit,” it was charged last week 
by William J, Cheyney, executive 
vice-president of the National Foun- 
dation for Consumer Credit. 

According to Cheyney, NFCC is 
a nonprofit research organization 
“educating the public in the wise 
and careful use of installment cred- 
it.’ The foundation, he said, is fi- 
nanced by manufacturers, whole- 
salers, distributors, retailers, com- 
mercial banks and other institu- 
tions in 44 states. 

Here are the highlights of his 
statement: 

“Manufacturers and retailers of 
consumer durable goods are out- 
raged by the increased flow of mis- 
information from Washington con- 
cerning the individual’s purchases 
of such articles as TV-radio sets, 
furniture, washing machines, re- 
frigerators and automobiles. 

“The foundation challenges the 
Federal Reserve System and White 
House aides to produce figures to 
support their charge that buying 
with ‘no downpayment’ and ‘for- 
ever to pay’ constitutes any reason- 
able portion of the durables indus- 
try’s distribution. 

“On a nationwide basis average 
downpayments on installment sales 
still remain above 20 percent for 
heavier durable products. 

“Some no-downpayment sales are 
economically sound, such as emer- 
gency sales to fit unusual family 
circumstances, and to little business 
people and newly arrived workers 
engaged for defense and other im- 
portant occupations. 

“The foundation calls upon the 
administration to insist that public 
officials portray American business 
conditions correctly; that they stop 
using the consumers’ durables in- 
dustries as the whipping boy to cov- 
er up for the bureaucratic itch for 
more power. 

“Suppose the American people in 
the past year had not bought freely 
on the installment plan—what would 
be the condition of the American 
economy today? How many men 
would be out of work? How many 
fewer tax dollars would be col- 
lected?” 


Studebaker Dealers Fix 


Own Makeready Fee 


SOUTH BEND. — Effective im- 
mediately, Studebaker dealers will 
establish the amounts of their 
own new-car preparation and han- 
dling charges to be included in 
their local delivered prices, ac- 
cording to K. B. Elliott, execu- 
tive vice-president. 

Heretofore, the factory had rec- 
ommended a uniform amount for 
such charges. 

“We have found considerable 
variations in dealers’ costs of 
preparation and handling in dif- 
ferent areas,” Elliott said. “This 
fact is recognized in our recom- 
mendation that each dealer de- 
termine what is a fair and 
reasonable charge in his particu- 
lar case.” 








cars and trucks reached the highest 
level for any quarter in history. 
The U. S. total consisted of 982,558 
cars and 134,175 commercial units. 

GM’s net income during the 
first half was $313 million, com- 
pared with $269 million in the 
first half of 1952. 

Chrysler Corp. lumped its second- 
quarter report into that of the first 
quarter, and announced that net 
earnings for the half amounted to 
$44,136,903, compared with $43,689,- 
486 a yearago. - 

+ » * 

HRYSLER’S dollar sales of all 

products in the half were 
higher than in any previous six- 
month period, amounting to $1,- 
874,266,675. In the comparable 
period of 1952 the total was $1,256,- 
054,918, 

Military deliveries amounted to 
20 percent of Chrysler’s sales dur- 
ing the period, against 8 percent 
last year. 

Packard likewise issued a six- 
month breakdown, reporting that 
sales and earnings were nearly 
double those of a year earlier, 

© * 
N=. earnings amounted to §$6,- 
027,251, compared with $3,091,- 
473 for that period of last year. 
Sales were $222,281,062, against $96,- 
881,441 for a year earlier. 

Operating under a new manage- 
ment team this year, Packard at- 
tributes its gains to its overall new 
program, its return to the luxury- 
car field and the addition of the 
Clipper line. 

Hudson said its income was re- 
duced because of strikes in 
supplier firms, high expenditures 





Improved Gas Turbine 


On Way for Rover 


NEW YORK.—An improved 
version of the gas turbine engine 
soon will be offered by Rover Co., 
Ltd., manufacturer of Rover and 
Land Rover automobiles, accord- 
ing to British automotive sources. 

While still in the experimental 
stage, one of its predecessors, a 
200-horsepower turbojet was the 
first used in a Rover Turbocar. 
































Aug. 12 
(Plenty of buyers present, but sale 
was off perceptibly. Sold 83 cars out 
of 144 offerings.) 

BUICK—’52 Super 2-dr., $2,110*. ‘51 
Special conv., 2 at $1,350°; 4-dr., $1,- 
375*. °50 Super 4-dr., $780, $910*, 
$700, $820; RM convag §$1,100*. °49 
Special 2-dr., $550. 

CADILLAC—’52 (62) 4-dr., $3,095*. 

CHEVROLET—’51 SL Deluxe 2-dr., $1,- 
005. '50 SL Deluxe 2-dr., $730, $785*, 
$800, $855; 4-dr., $910°, $795; Bel 
Air, $930. '49 SL Deluxe 2-dr., $515. 
’48 FM 4-dr., $190. '47 FL aerosedan, 
$430. '46 FL aerosedan, $200. 

CHRYSLER — '51 Windsor 4-dr., $1,- 
300°. '50 Windsor club coupe, $410. 

DeSOTO—'49 Custom 4-dr., $565. °48 
Deluxe 4-dr., $370. 

DODGE—’51 Meadowbrook 4-dr., $825*; 
Coronet 4-dr., $955*, $1,000. °50 Cor- 
onet club coupe, $750. '49 Coronet 4- 
dr., $700. 

FORD—’52 Custom (6) 4-dr., $1,050; 
Custom (8) 4-dr., $1,325*. ‘51 Cus- 
tom (6) 2-dr., $800; Custom (8) 4- 
dr., $1,075; 2-dr., $1,010; conv., $895. 
‘50 Custom (6) 2-dr., $560, $675, 
$700, '49 Custom (8) 2-dr., $700. Cus- 
tom (6) 2-dr., $440, $425. ’°47 SD (8) 
4-dr., $495. 

HUDSON—’51 PM 2-dr., $625. '49 PM 
4-dr., $375. '48 Super (6) 4-dr., $385. 

KAISER—’51 Henry J 2-dr., $495. ’51 
Frazer 4-dr., $760*. 

LINCOLN—’49 club coupe, $435. 

MERCURY—'50 2-dr., $725. °49 4-dr., 
$460. 

OLDSMOBILE—’51 (88) conv., $1,525*. 
"50 (88) club coupe, $825. '49 (88) 
4-dr., $645. 

PACKARD—’50 (200) 4-dr., $660. °49 
(300) 4-dr., $505. 

PLYMOUTH—’51 Cranbrook 4-dr., $905; 
Concord 2-dr., $660. '50 Deluxe club 
coupe, $725; P-19 2-dr., $565. 

PONTIAC—’52 Catalina, $1,875*; conv., 
$1,725*. '51 Chieftain (8) 2-dr., $1,- 
080*; club coupe, $1,265*. '48 conv., 
$415. '47 conv., $300; (8) 2-dr., $350. 

as — '51 Champion 4-dr., 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Aptco Auto Auction. Sales every Wednesday.) 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 52, 53, 54. 


for its new models and the most 

aggressive advertising and sales 

promotion program in its history. 

Hudson’s six-month earnings 
totaled $1,888,095, compared with 

$4,114,302 in the first half of 1952. 

The 10- week - long Borg-Warner 
strike undoubtedly damaged in- 
comes of both Nash and Stude- 
baker, since both are dependent on 
B-W for overdrive units. Lack of 
the devices slowed production, re- 
sulting in slower sales. 

+ . * 
r ADDITION, the refrigerator 
division of Nash-Kelvinator went 
in the red during the quarter, 
drawing the parent company’s total 
earnings down. 

Nash-Kelvinator’s net earnings 
for the quarter ended June 30 
were $3,419,279, compared with 
$7,156,811 a year ago. 

Studebaker and its subsidiaries in 
the second quarter earned a net 
income of $3,350,827, against $3,- 
925,074 in the like 1952 period. 

In the first quarter of this year 
Studebaker reported a loss of $984,- 
489, while in the first quarter of 
1952 the company chalked up a net 
income of $8,787,223. 


Chicagoans Push 
Sunday Shutdown 


CHICAGO.—Directors of the 
Chicago Automobile Trade Assn. 
issued a statement last week 
strongly urging dealers to close all 
departments on Sunday and to keep 
them closed. 

It was pointed out that some 
dealers had been getting around the 
Sunday closing plan by keeping 
their used-car departments open. In 
some cases, new cars were being 
sold. 

In stressing the importance of 
Sunday closing, a CATA spokesman 
said there was far more to be 
gained by closing on Sunday than 
the few dollars that might be made 
by keeping open. 

This is particularly true, he 
added, in view of the announced 
effort by the American Federation 
of Labor to unionize car salesmen, 
some of whom are said to be work- 
ing seven days a week. 





Aug. 5 


(Demand good for clean cars. Sold 
95 cars out of 138 offerings.) 
BUICK—’51 RM conv., $1,025*. '50 Su- 
per 4-dr., $830. '49 RM 4-dr., $670°*. 
*47 Super 4-dr., $555. 
CADILLAC—’51 (62) 4-dr., $2,385*. °49 
(62) 4-dr., $1,505*. °48 (62) 4-dr., 
$1,035*, '47 (61) 2-dr., $455. 
‘VROLET—’52 SL Deluxe 4-dr., $1,- 
245. '51 SL Deluxe 4-dr., $1,020*, 
$925, $980*; 2-dr., $955; Bel Air, $1,- 
235°, $1,290°. '50 SL Deluxe 2-dr., 
$795, $775; 4-dr., $785, $810; conv., 
$490. '49 SL Deluxe club coupe, $640; 
2-dr., $730, $695. °48 FL aerosedan, 
ee $405. °47 SM 2-dr., $270; conv., 


DeSOTO—’51 Custom 4-dr., $1,040*. '50 
Custom 4-dr., $840*, $750. '49 Deluxe 
4-dr., $620. 

DODGE—’53 Meadowbrook 4-dr., §$1,- 
410. ’51 Wayfarer 2-dr., $900. 
Coronet sedan, $630, $640, $650. 
4-dr., $570. 

FORD—’53 Main (6) 2-dr., $1,535. '52 
Custom (6) 2-dr., $1,165, $1,275*; 
Custom (8) 2-dr., $1,365*, $ 
conv., $1,560*. '51 Victoria, 
Custom (8) 2-dr. ,$1,060*; 
$980. '50 Custom (8) 2-dr., $660, 
$835; Custom (6) 2-dr., $580. °49 
Custom (8) sedan, $620, $625, $570. 


HUDSON—'51 Hornet 4-dr., $835. 


KAISER—’49 4-dr., $405, $375. 

MERCURY—’52 2-dr., $1,700*. ‘51 4- 
dr., $1,205. ‘49 sedan, $625, $425, 
$635, $475. 

NASH—'’49 Ambassador 4-dr., $485. 

OLDSMOBILE—'51 (88) 2-dr., $1,385*. 
‘49 (88) 2-dr., $780*; (98) 4-dr., 


PACKARD—’52 (200) club coupe, $1,- 
320°. "3 (200) 4-dr., $1,175*. “49 2- 


., $420. 

PLYMOUTH—'53 Cambridge 4-dr., $1,- 
425. '50 SD sedan, $750, $715, $840. 
°49 SD 4-dr., $615, $605. '47 sedan, 
$240, $310, $250. 

PONTIAC—’51 Chieftain (8) 2-dr., $1,- 
325°, $1,075; club coupe, $920. ‘50 
conv., 2 at $925. ‘48 SL (8) 2-dr., 
- ’47 Chieftain (6) sedan, $275, 

STUDEBAKER — '52 Champion 4-dr., 
a ‘50 Champion sedan, $525, 















Blaushild Builds His Own Boom— 


Bennie W. Blaushild, Cleveland Dodge-Plymouth dealer, points to one of the 
Dodge cars received in a record shipment of 200 units in preparation for a large- 
scale promotional campaign, on which he intends to spend at least $10,000. Another 
200-car shipment is due in October. “We'll take the best possible deals,” he said, 
adding that “although we wholesale used cars, we are happy to report that the 
used-car market has taken a big switch for improvement.” Blaushild's ‘million-dollar 
showroom" features paintings and other works of art. 


Dealer Sells 103 New Cars 
In 2-Day Drive in Toledo 


By Dick Roberts 
Staff Correspondent 

TOLEDO—Proving that there 
is a live demand for new cars, Lee 
Motors, Inc. (Ford), sold 103 new 
cars in a spectacular two-day pro- 
motion. 

The firm said it made an over- 
allowance of “better than $300 per 
car.” 

Mat Tank, general manager, 
said more than 2,000 persons at- 
tended the 48-hour sale, which 
was put on with little more than 
a day’s notice. As a result of the 
promotion, Tank said, each of his 
salesmen had a carryover list of 
25 to 50 “live prospects.” 

The campaign which sold 103 new 
cars began with a target of 100 
sales. The idea had its inception 
one night in a meeting between 
Raymond F. Tank, president of Lee 
Motors; Mat Tank, and Erik Han- 
sen, Ford Motor Co. district repre- 
sentative, who had visited the 
dealership that morning to push the 
sale of Ford trucks. 

As a result of Hansen's visit, Lee 
truck salesmen that day sold 18 
trucks. 

Mat Tank raised the question: 
“Why can’t we sell new cars like 
trucks?” The 18 truck sales were 
produced through personal solici- 
tations and telephone calls. 

Mat Tank called his salesmen to- 
gether and told them: “The time 
has arrived to find out if we can 
sell or not sell new cars.” Telling 
his salesmen of the plan to sell 100 
cars in the final two days of July, 
Tank said: 

“Here’s a chance to make big 
take-home pay if you really want 
to work and sell.” 

Lee Motors set aside $2,500 for 
advertising and promotion and 
called in its advertising agency, 
Beeson-Reichert, Inc. 

The agency ran full-page ad- 


vertisements in the Toledo Blade, ; 


and Toledo Times. The agency 
also obtained 60 one-minute spot 
announcements on two local radio 
stations. 

An airplane with a trailer saying 
“100 Fords—Lee Motors” and giving 
the company phone also was used 
as a promotion device for 2% hours 
one afternoon. 

Tank said customers arrived in 
such droves the first night of the 
sale that they were approaching 
each other for information on cars. 

One family bought five cars. One 
customer bought a car before it 
could be unloaded from a trailer. 
Two other customers sought the 
same car while it still was on the 
trailer. The car was a two-tone blue 


London to Stage 
Its 38th World 
Show in October 


LONDON. — The 38th Inter- 
national Motor Exhibition will be 
held Oct. 21-31 at Earls Court here. 

On display will be cars from 
Great Britain, the United States, 
France, Germany, Italy and Spain. 

Special areas will be set aside 
for “show” cars and the most suc- 
cessful British racing autos. 

Also on display will be carriage 
work, motor boats, house trailers, 
accessories and tires. 

All American auto makers will 
show their wares. 


Victoria. Tank said the original 
sale took less than five minutes and 
probably was the fastest deal 
closed. 

In another sale, Tank said, a 
customer stood with his foot on 
the car’s rear bumper and re- 
fused to move until papers were 
made out at the spot. The 
customer paid cash, 

Sales activity was so heavy, he 
said, that at one stage he lined up 
customers and had them talk to 
salesmen in relays. Impressed into 
service to take care of the sales 
were the business manager, parts 
manager, body shop foreman, night 
shop foreman and office manager. 

Even used-car and truck sales- 
men were put to selling new cars, 
Tank said. 

Three finance company repre- 
sentatives were brought in to help 
salesmen work out financing of the 
deals. 


“An avalanche hit us,” Tank said. 


“It proves,” he said, “that if 
dealers and salesmen will go to 
work we can sustain and maintain 
a tremendous amount of new-car 
sales over a long period of time.” 

One salesman in two days took 
home $1,250 in commissions. 

The following week, the firm ran 
ads on used cars, saying the new- 
car flurry had left it overstocked. 
The firm sold 50 used cars in 48 
hours and 91 during the week. Total 
—— sales for the month was 


Dearborn Motors 
Picks Babcock to 


Succeed Farrell 


BIRMINGHAM, Mich. — Election 
of Irving B. Babcock as president 
of Dearborn Motors Corp. and Dear- 
born Motors Cred- 
it Corp. was an- 
nounced last 
week. 

Babcock suc- 
ceeds Thomas A. 
Farrell, who re- 
signed both posi- 
tions to become a 
vice - president of 
Ford Motor Co. 
and general man- 
ager of the newly 
formed Ford trac- 
tor division. 

Babcock was president of Yellow 
Mfg. Acceptance Corp. from 1923 to 
1935, and chairman of the corpora- 
tion’s board of directors from 1935 
to 1945. 

Vice-president of Yellow Truck & 
Coach Mfg. Co. from 1925 to 1932, 
he became executive vice-president 
in 1932 and president in 1935, In 
1943, he became general manager of 
GMC Truck & Coach. 

From 1945-48, Mr. Babcock was 
president of Aviation Corp. (now 
Avco Mfg. Corp.), and during the 
same period, served as director and 
chairman of New Idea, Inc., farm 
equipment manufacturers. Subse- 
quently he became president of 
Peninsular Grinding Wheel Co., and 
is currently a member of the board 
of directors of Avco Corp., Crosley 
Broadcasting, Pontiac’s Community 
National Bank, and Motors Metal 
Mfg. Co. 

A. N. Willis will continue as gen- 
eral manager of Dearborn Motors 
Credit, according to Babcock. 





I. B. Babcock 
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What's the best possible time 


to sella man an automobile ? 


ae to a prospect while he’s at the wheel of his 
car, driving with the radio turned on — that’s the 
time to sell him his next car. Or anything for a car. 


Why? Because he’s driving a car—and he’s auto- 
motive-minded. More than at any other time, he’s 
acutely conscious of his car’s performance and ap- 
pearance. And while he’s driving, you can give him 
the full story. Newspapers can’t. Magazines can’t. 
Television can’t. Billboards can’t. Radio can. 


All the time you’re talking to the prospect, your 
competition can’t get a word in edgewise. This is just 
a little talk between you and the prospect — and 
you’re the guy who’s doing all the talking! 


How many prospects can you reach this way? 
Nearly twice as many, actually, as buy Life, Look, 
Collier’s and The Post combined! For there are some 
27,000,000 radio-equipped cars on the road today. 
(That’s better than 70% of all the cars in America.) 
And one-third, on the average, of all drivers of these 
radio-equipped cars are listening to their car radios 
while driving . . . every hour of the day. 


Not to mention the millions and millions and mil- 
lions more who are listening to their radios at home! 


So if you’ re selling automobiles, accessories or serv- 
ices, sell them through the smartest buy in all adver- 
tising. Sell them through radio. 


Broadcast 
Advertising 
Bureau, Inc. 

the service organi- 
zation supported 
by the entire 
Radio industry 
and devoted solely 
to the promotion 
of Radio as an 


advertising medium. 


270 PARK AVE., NEW YORK 17,N. Y. 
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Letter to Salesmen 


By John O. Munn 


Dear Son: 


A MENTAL hazard for 
many automobile salesmen 
is: “How much for my old 

wo. 12 Car?” 

IN A Too frequently 

SERIES the minute this 

question comes 
up, the new-car sales talk 
stops and the rest of the 
conversation centers 
around the prospect’s old 
car. A mental hazard in 
any field is generally more 
a state of mind than an 
actuality. A mental hazard 
is simply the fear of some- 
thing usually brought 
about by the lack of knowl- 
edge or skill to overcome 
it. 

A water hole is not a mental 
hazard to the golfer who 
knows just what club to use 
and how to hit the ball. A sales 
presentation can be likened to 
a golf bag full of clubs. To the 
skillful player, there is a par- 
ticular club for each shot. A 
good salesman has specific 
answers that will convert a 
higher percentage of apprais- 
als into sales. 

There is no mental haz- 
ard with most automobile 
salesmen when the pros- 
pect brings up a compe- 
titive make of new car as 
a possible choice. Under 
such circumstances the 
salesman doesn’t stop talk- 
ing about his own new car. 
In fact, such an inquiry 
usually draws from the 
salesman a more ag- 


gressive argument as to 
the points of superiority of 
his own merchandise. 

* , *# * 


WHEN A salesman loses 
a deal, he too frequently 
blames it on the amount 
of the used-car allowance. 
In fact, more sales are lost 
because a salesman did not 
first qualify the prospect. 
Qualifying the prospect 
means an attempt to find 
out whether he has suffi- 
cient equity in his used car 
and whether he could make 
a down payment or meet 
the monthly payments. 
This a salesman can quick- 
ly ascertain by direct in- 
quiry. 

He ought to do so, because 
time is the most important 
asset of a successful salesman. 
He just cannot afford to work 
en people who cannot buy. So 
we cannot blame the appraisal 
for loss of sale when the cus- 
tomer lacks funds, 

In that case, attempt to 
step the customer up to a 
better used car, or sell him 
on a restoration job on his 
old car. This is better for 
the salesman, the dealer 
and the customer. If he in- 
sists on a new car, you will 
just have to wait until he 
expands his resources. 





on selling the prospect on 
what his old car is worth 
and getting him to accept 
it, than there is in selling 
him the fact that the new 
car the salesman repre- 
sents better fits his needs 
than any other car. 

In either instance, the 
prospect is merely present- 
ed with enough logical 
arguments and facts to off- 
set any impressions he 
may have to the contrary. 

By training himself to sell 


the appraisal, the salesman be- 
comes equipped with knowl- 


edge—and with knowledge, the 
mental hazard of the used-car 
tradein ceases to exist. Sales- 
men are not afraid of some- 
thing they know how to over- 
come. Salesmen can quickly 
ascertain if the prospect can 
make the necessary payments 
on a new car. 

They can quickly find 
out the value of a pros- 
pect’s old car. When they 
do so, they will not only 
save time but increase 
their efficiency in selling a 
fair used-car allowance. 


Cordially yours, 


Dad 


Baseball Club Sponsored by Murdoch— 


Pittsburgh's Oakland baseball club is being sponsored by Murdoch Chevrolet Co. 
Among its players are some with professional experience. James Doyle (standing, top 
right), team manager and center fielder, for three years was bat boy for the Pittsburgh 
Pirates. Bill Ventolo, 17, (second from left, second row), who plays first base, has 
had inquiries from major league clubs. Bob McClure (first from left in back row) is 


coach of the club. 


Goodwin to Direct 54 Chicago Show 


CHICAGO. — James F. Goodwin 
has been named chairman of the 
executive show committee for the 
45th annual Chicago Auto Show, 
which will be held March 13-21 at 
the International Amphitheatre. 

Goodwin, past president of the 
Chicago Automobile Trade Assn., 


Brings Packar 








REALLY AND truly, 
there is no difference from 
the sales angle, if the pros- 
pect is a qualified prospect, 











succeeds Frank H. Yarnall, who re- 
mains a member of the committee. 

CATA President Steve J. Barrett 
becomes an ex-officio member of 
the show committee. Other mem- 
bers are Jerry H. Cizek, Charles 
Hermanek, Michael F. McCarty, 
James F. McManus jr., George Mil- 
ler and Edward Schneider. 
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Jason to Expand 
Variety in Vinyl 


Surface Effects 


HOBOKEN, N. J.— Expanded 
plans for the converting of vinyl 
film and sheeting have been an- 
nounced by Jason Corp. 


Benjamin Messing, president, 
said the new project provides fa- 
cilities for multicolor printing, em- 
bossing, laminating, valley printing, 
high-gloss polishing and other sur- 
face effects in addition to electronic 
quilting. These texturizing proc- 
esses, he said, will enable Jason to 
convert all gauges of Ultron vinyl 
into ready-to-fabricate yard goods 
for a wide variety of uses. 


Monsanto Chemical Co.’s plastics 
division recently announced that it 
was working with Jason and de- 
signers John and Earline Brice, of 
New York, to offer vinyl fabrica- 
tors a complete program of pro- 
duction, design and conversion. 
Under the new setup it is under- 
stood that Jason and Monsanto will 
coordinate their efforts in upgrad- 
ing vinyl film and sheeting in re- 
spect to raw materials, design, con- 
verting, marketing and promotion. 


AUTOMOTIVE NEWS, 


Hertzfeld Opens Ballding in n_ 


Harold Hertzfeld (left), president of Hertzfeld-Oldsmobile, Inc., welcomes dis- 
tinguished Toledo citizens to the opening of his new building at 1717 Madison Ave. 
Patricia Conklin (second from left) pins a flower in the buttenhole of D. H. Kelly, 
vice-chairman of the board of Electric Auto-Lite Co., while Barbara Abbey does the 
same for John A. Hill, president of the Toledo Chamber of Commerce. Several hundred 
persons visited the dealership for the preview, at which Johnny Long's orchestra 


played. 


Canada Notes Dip in U. S. Imports 


OTTAWA.—Car imports from the 
United States dropped in value to 
$29,735,000 during 1952, compared 
with $30,077,000 during 1951, a de- 
cline of 1.1 percent, the Canadian 
government reports. United States 
makes comprised 60.1 percent of all 
of Canada’s car imports last year. 

Automobile parts, except engines, 


imported last year amounted to 
$186,556,000 against $189,341,000 the 
previous year, down 1.5 percent and 
comprising 98 percent of all im- 
ports into Canada last year. 
Imports of tractors and parts 
from the United States also de- 
clined to $113,442,000 compared with 
$119,183,000, down 4.8 percent. 
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Selling Pressure Rising . . 


Buffalo Dealers Send 
Staffs on Buyer Hunt 


By George E. Toles 
Staff Correspondent 
BUFFALO.—A buyer’s market in 
new cars has finally arrived in Buf- 
falo, according to dealers and zone 
managers. 

While new cars still are moving 
in good volume, greater selling 
pressure is required. The trade is 
in a transitional stage from or- 
der-taking to doorbell ringing, and 
new-car dealers say their invento- 
ries are starting to climb. 

Meanwhile, sales of used cars 
have picked up, but this market 
continues to suffer from heavy in- 
ventories and price weakness. 


It is reported that unused 1953 
models are appearing on used-car 
lots, reflecting the overstocked po- 
sition of some new-car dealers. This 
condition has aroused zone man- 
agers, 


who are cracking down on 


New Program 


the sports car fie 
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dealers peddling new cars to the 
used-car trade. 

Dealers are reported reorganizing 
their sales staffs on an aggressive 
basis to go out and really dig up 
customers. The practice of sitting 
in the showroom and waiting for 
customers to walk in is a thing of 
the past. 

One authority estimated that 
used-car volume in the Buffalo 
area is off about 20 percent from 

1952 levels. On the other hand, 
sales of new cars are running 
considerably ahead of last year. 


It was reported that some dealers 
are disposing of top-heavy stocks 
in the wholesale market in order to 
get into a more liquid position. It 
was pointed out, however, that 
backing up of such stocks is hurt- 
ing the new-car market. 


Dealers are unable to give as good 
allowances on trades as before, and 
this makes new-car prices prohibi- 
tive for some buyers. 


Finance companies are keeping a 
elose check on auto credit exten- 
sion and repossessions. 


Wisconsin Probes 
Refusal to License 
Parttime Sellers 


MADISON, Wis.—A ruling by the 
State Motor Vehicle Department 
that it won’t license parttime auto 
salesmen is headed for a legislative 
examination. 


On motion of Assemblyman Al- 
fred Ludvigsen, of Waukesha, the 
Legislative Council has approved 
an investigation of the policy of 
Melvin O. Larson, commissioner of 
the department, favoring the li- 
censing of only fulltime salesmen 
in the automotive field. 


The matter was turned over to 
a special committee that is review- 
ing the rule-making powers of 
State agencies as a result of fears 
expressed by some leading legisla- 
tors that administrative agencies 
have invaded the Legislature’s jur- 
isdiction, 


Ludvigsen told his council col- 
leagues of the case of Martin 
Fromm, an auctioneer and former 
Waukesha County sheriff, who 
wanted to take a job as a car sales- 
man on a parttime basis. Fromm 
was denied a license, with an ex- 
planation by Larson that his de- 
partment’s “policy” did not include 
the certification of parttime agents, 
Ludvigsen said. 

Ludvigsen complained that this 
was in clear defiance of the Legis- 
lature’s intent, since the Legisla- 
ture several years ago had before 
it a bill to limit such licenses to 
fulltime salesmen and the bill was 
killed. 





For Itching Feet 


Travel Plan Adds New Car 


To Flight to Europe 


NEW YORK.—for a downpay- 
ment of less than $1,000, two Amer- 
icans can fly to England, take de- 
livery of a new British automobile 
|for touring the continent, and re- 
| turn home by plane. 
| This package travel plan is a 
|joint venture of Pan American 
| World Airways and Rootes Motors. 
Financing is handled by Bankers 
Credit Service. Cost of the round- 
trip and car is set up with one 
third down and 18 months to pay. 


Each “Clipper-and-Car” traveler 


will automatically be given privi- 
leges of the auto clubs in the coun- 


tries he visits, Included in these 
privileges—set up by Rootes—are 
maps, itineraries, and a “passport” 
which enables the car to cross na- 
tional boundaries. 


At the end of the tour, the trav- 
eler may have the automobile re- 
turned to any of 16 American ports 
of entry. If delivery of the auto- 
mobile and end of the tour take 
place in London, there is no addi- 
tional charge for returning the car 
to the U. S, 
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Auto Groups Involved .. . 








Power Struggle Embroils Unions 


(Continued from Page 2) 
workers’ unions during the course 
of no-raid discussions between the 
CIO and AFL. 

* am * 

B= is smart, tough and crusad- 

ing. With new fields of organiz- 
ing he has entered, his Teamsters 
could vastly increase their present 
strength and influence. Beck has 
said the Teamsters will have 3,000,- 
000 members within 10 years. 

One of the fields that Beck’s 
organizers have moved into is 
auto salesmen. He undoubtedly 
has others in mind. 

If Beck and McDonald should get 
together and make motions toward 
forming the nucleus of a third labor 
organization, John L. Lewis, head 
of the independent United Mine 
Workers, could be expected to join 
in with enthusiasm, There are sev- 
eral good reasons. 

Lewis cordially hates Reuther (he 
once referred to the CIO boss as a 
“pseudo - intellectual nitwit”) and 
most of the CIO and doesn’t feel 
very charitable toward the AF'L. 
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He has been in and out of both 
organizations. He would like to see 
leaders of both embarrassed and 
particularly would like to see Reu- 
ther unhorsed. 

Lewis added fuel to the flames 
last week when he said in San 
Francisco: 

“The present leadership of both 
the CIO and the AFL have failed 
miserably. The CIO, for example, 
hasn’t organized a new industry in 
the past decade.” 

+ : . + 

ERSONALITIES enter in other 

ways, too. McDonald, while dis- 
liking Reuther, has always been a 
Lewis admirer, and might form an 
alliance of expediency if he should 
reach the point of breaking with 
the CIO. 

Lewis, in turn, likes Beck and 
dislikes Meany. Beck’s fiery or- 
ganizing spirit is especially at- 
tractive to Lewis. The acid- 
tongued Lewis might be precisely 
the ingredient needed to make 
any new labor alignment jell. 
And so the triumvirate emerges. 


VHANGE 


McDonald, Beck, Lewis. Or, in more 
meaningful terms, Steel, Coal, 
Trucking. 

Such a setup would be of vast 
economic and political portent. Any 
of the three union leaders, at pres- 
ent, is in position to close down 
large parts of the nation’s various 
industries. Together, they would 
wield enviable power. 

* * * 


HEIR three unions, if combined 

into a new federation, would 
have a membership of approxi- 
mately 4,000,000 — compared to the 
CIO’s present total of 4,500,000 and 
the AF'L’s 9,000,000. 

Insiders say that if such a tri- 
umvirate were formed, the CIO 
would have a well-nigh impossi- 
ble job of holding the smaller 
unions, who fear Reuther almost 
as much as they fear being swal- 
lowed up in any merger with the 
AFL. 


They, too, could be expected to 
swing to the new organization— 
pushing the total membership with- 





Litchfield Feted— 


More than 250 guests attended a dinner 
last week to honor P. W. Litchfield, board 
chairman of Goodyear Tire & Rubber Co., 
on his 78th birthday. Litchfield is shown 
cutting the cake. 


in striking total of the AFL. 

With its largest segment, the 
Steelworkers, and many smaller 
unions gone, the CIO would be in 
dire straits. 


* + * 
rs collapse would seem inevitable. 
The Steelworkers union has al- 





eeethe rods on 
\ every overhaul 


With their high speeds and heavy loads, to- 
day’s engines demand more precise bearing 
installation than ever before. One extra, in- 
visible thousandth of out-of-roundness in a 
connecting rod can ruin the whole overhaul. 
Don’t take a chance! Turn in the rods on 


13, MICHIGAN 





Federal-Mogul exchange insert rods—be sure 
of your work on every overhaul! 





FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogu! Corporation) 
DETROIT 


Engine Bearings (Main, Connecting Rod and Camshaft) + Bushings - Connecting 
Rod Service—Exchange Insert Rods, Rebabbitted Rods - Connecting Rod Bolts and 


Nuts * V-Seam Piston Pin Bushings * Shims and Shim Stock 


ways been the CIO’s largest source 
of revenue and has many times 
paid the freight for smaller CIO 
unions with financial difficulties. By 
the same token, funds needed for 
any organizational drives to recov- 
er from the loss of the Steelwork- 
ers would be unavailable. 

Where would the UAW wind up 
in case of a realignment? And 
Reuther? His weapons for bar- 
gaining in a merger with the AFL 
would be gone. Would the UAW, 
as a whole, be accepted into the 
AFL? And would its membership 
agree to go? Could Reuther re- 
main as UAW leader under 
Meany? 

Would the Beck-McDonald-Lewis 
junta aceept the UAW —with or 
without Reuther? Or would Reu- 
ther try to make the grade with 
the UAW as an independent union? 


Time alone can answer these 


questions. 
A NEW pension plan was agreed 
upon in Detroit last week by 
the UAW and Udylite Corp. and its 
Parker-Wolverine division. The plan 
provides that workers shall receive 
pension benefits whether they re- 
main in the employ of Udylite or 
not, providing they have at least 10 
years’ service. Qualified workers 
will draw pensions at 65. 

The agreement also provides 
that retirement will not be com- 
pulsory at any age. The plan 
counts military leave, sick leave 
and leave taken to perform union 
work as service time in comput- 
ing the amount of pension due at 
retirement. 

The National Labor Relations 
Board last week scheduled bargain- 
ing elections in two locations. Serv- 
ice employes will vote for or against 
the Teamsters as bargaining agents 
at Mack Motor Truck Corp., Okla- 
homa City. 

Auto salesmen for all dealerships 
represented by the Richmond 
(Calif.) Motor Car Dealers Assn. 
will vote for the AFL Retail Clerks, 
the Teamsters or for neither. 

The NLRB announced that in an 
election at Lawnsbury Chevrolet 
Co., Toledo, salesmen voted against 
the AFL Office Employes, 11 to 9. 


* * * 


Dealer Consultant, 
Editor to Address 
Minnesota Parley 


MINNEAPOLIS. — Two speakers 
have been added to the agenda for 
the 34th annual convention of the 
Minnesota Auto- 
mobile Dealers 
Assn. at the St. 
Paul Hotel in St. 
Paul Sept. 21-22. 

DeLoss Walker, 
of Chicago, 
former associate 
editor of Liberty 
magazine, will 
talk on sales op- 
portunities under 
today’s increas- 
ingly competitive 
conditions. 

Cc. P. (Jack) Williams, automo- 
tive dealer consultant from Ingle- 
wood, Calif., will speak on “De- 
veloping a Profitable Service Oper- 
ation.” 

Williams has had 30 years ex- 
perience in the automotive industry 
and has filled every job in a dealer- 
ship, from porter to dealer. He has 
been a consultant since 1940 and 
has no affiliation with any com- 
mercial organization. 

Previously, it was announced that 
Robert S. Armacost, president of 
NADA, would address the con- 
vention. His subject will be, “The 
Dealer’s Position Today.” 





Cc, P. William: 


Bay State Spray Opens 


Two Enlarged Offices 


BOSTON.—Bay State Spray 
Equipment Co., Massachusetts dis- 
tributor for Binks Mfg. Co., Chi- 
cago, has moved to enlarged sales 
and service offices in Boston and 
Springfield. 

The new offices have warehouse 
facilities for a complete line of 
spray - painting equipment. Each 
operates a repair department. 


Carbide & Carbon Closes 

LOUISVILLE. — Carbide & Car- 
bon Chemical, one of the butadiene 
supply plants for the synthetic rub- 
ber industry, has ceased production 
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‘and is being “placed in mothballs.” | 





~. © properly analyze this 
gigantic market, ask for 
your copy of the 1953 
Journal-American New 
Car Registrations. It 
breaksdownbuyingpref- 
erences into 115 sales 
divisions by make of car 
and percent of field. 
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Paper 


Journal- 
American 


HAT makes the Journal-American a great 

family newspaper? ... the greatest in 
New York by an overwhelming margin if family 
preference is a valid indication. 

Consider this! No one is ever “sold” 
newspaper in New York. There is no home 
delivery under metropolitan newspaper man- 
agement. The preference of New York's 
largest evening audience is guided solely by 
the outstanding brand of news and reading 
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3rd Eve. 
Paper 


entertainment the Journal-American provides. 

Today the Journal-American is chosen by 
4 of every 10 families who read a New York 
evening newspaper . . . 123,000 more than the 
second; 265,000 more than the third. 

There’s your guide to profit! This distinct 
preference for one newspaper, clearly demon- 
strated at newsstands throughout the city and 
suburbs, can direct the preference of New York’s 
largest.evening audience to your product. 
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Turret Lathe— 

The Morey No. 5 turret lathe has a 
planetary gear and hydraulically actuated 
drive. Gears can be shifted instantly, even 
from “high forward" directly into “re- 
verse,” according to the maker, Morey 
Machinery Co., Inc., 410 Broome St., New 
York 13, N. Y. Shown here are the center 
gears, planet pinion gears, internal gears, 
hydraulic cylinders, clutches and brakes. 
All speed controls are within reach of the 
worker's left hand. 
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FOR FACTORY 


Industry's Dream Cars 
Launch Styling Race 


ARLEY EARL’S desire for a new car may have started 

a chain of events which will eventually result in the 
most sweeping changes in car styling and the most revolu- 
tionary changes in auto tooling the industry has ever seen. 
No one can put a finger on what triggered today’s fiercely 


one *  —$—$—$— 
competitive styling race IN/;epiace the experimental car he 


the auto industry but the 
story logically begins with 
Earl, General Motors vice-president 
and head of the styling section. 
More than seven years ago, Earl 
started work on a custom car to 


built for himself in 1938. 


By October, 1948, full-size draw- 
ings were completed. The clay 
model was started at the end of 
that year. The first part for the 
car was started in August, 1949, 
but the engine did not run until 





March, 1950, The first successful 
run was made in March, 1951, 
Meanwhile, two other important 
events had occurred. Nash intro- 
duced a sports car that got a lot 
of public attention. Buick also 
started work on an experimental 
car. The Buick decision to build a 
“laboratory on wheels” not only put 
another entry in the field but also 
served as a happy endorsement for 


Earl’s ideas. 
* * + 


Ford Adds Fuel 

LY one more event was re- 

quired to set off the chain re- 
action that now seems certain to 
vitally influence both the design of 
our future motor cars and the tools 
that will be used to build them. 
This was the big forward advance 
by Ford styling which was gaining 
many admirers. 

GM consumer surveys undoubt- 
edly established the popularity of 
the new Ford designs. GM needed 
a gimmick to talk about. Buick 





WORST-HIT SECTION OF WACO — DALLAS NEWS STAFF PHOTO 


an ill wind blew nobody good 


Midafternoon Monday, May 11, skies dark- 

ened ominously as capricious Nature lashed 

: across Texas, full-armed with tornadoes 
and slashing rain. First strike was at San Angelo where 
ten were left dead in a tornado’s wake. But Waco was the 
prime target. So furious was the onslaught that only days 
of endless digging in mountainous rubble revealed the toll: 
114 dead, more than half a thousand seriously injured. 


THE DALLAS NEWS was eyewitness, and by morning 
had spread its front page report of the tragedy over a 
third of Texas. Conscious of its leadership and ability 
to appeal to a wide and sympathetic readership, The 
News quickly initiated a relief fund and opened its col- 
umns to the needs of the stricken cities. 


BLOOD, BANDAGES, clothing, blankets—every con- 
ceivable first-aid—were rushed to the disaster areas as 
all Texas dug in to aid the distressed cities. There was 


ONE OF A SERIES: THE STORY BEHIND THE NEWS' 


no surprise that the fund begun and collected by The 
News quickly surpassed its $100,000 goal, and that it 
exceeded every such fund in the state. 


TEXANS RESPOND readily to the suggestion of The 
Dallas News, for the word of The News is that of a 
long respected friend and advisor. This influence 
accrues as well to advertising in The News, in more 
ready acceptance and increased sales throughout the 
larger, wealthier 72-county Double Dallas Market. 





CRESMER & WOODWARD, INC., Representatives 


New York + Chicago + Detroit + Atlanta + San Francisco + Los Angeles 


CLEAR-CUT LEADERSHIP IN TEXAS 





and Earl had just what was 

needed to give GM admirers some- 

thing to think about in their car 
of the future. 

The GM experimental cars were 
being seen by several millions of 
people while the corporation was 
preparing its second volley—the GM 
plastic cars. These cars were exhib- 
ited to the largest American audi- 
ence in the history of the automo- 
bile industry. 

In addition to holding the line for 
GM while its new models were 
emerging, work with plastics 
showed that many new ideas for 
tooling cars could be developed. 


The first results of this vast styl- 
ing and tooling research program 
will be evident in the 1953 GM cars. 
The full, cumulative effect of this 
multimillion - dollar development 
program will scarcely be felt until 
1955, however. 

* * * 


Look for Sports Motif 


NOUGH details of the new GM 
cars have emerged to give some 
idea as to the extent GM will use 
its tested styling ideas in the 1954 
lines of cars. The sports motif will 
undoubtedly dominate. Wrap- 
around windshields will be used by 
several GM divisions. Modernistic 
treatment of tail fins will be promi- 
nently featured. Many of the details 
of grills and headlight bezels of 
plastic cars will undoubtedly be 
adapted. to production models. 


Other features of the 1954 GM 
cars will include reduction of the 
“dog house” in the front compart- 
ment and the transmission tunnel, 
and a general lowering and ex- 
tending of body lines. These are 
long-term trends that were evi- 
dent even before the sports car 
interest entered the competitive 
picture. 

Detroit has tried to settle down 
to a three-year minimum change in 
styling. This has been the GM policy 

with each of its three basic body 
types. The “C” body, used on Cadil- 
lac, Buick Roadmaster and Olds 98, 
will feature major body design 
changes in 1954. 

Other GM lines will have mild or 
extensive face lifts, depending some- 
what on the ingenuity of tooling 
experts in producing changes in 
stampings without making new dies 
from scratch. Clever use of inserts 
and other devices can often make 
@ marked change in a metal stamp- 
ing without requiring a new die. 

To many who have been watch- 
ing Detroit for years, it looks very 
much like Harley Earl’s desire for 
a new car really started something. 

* * e 


Universal Gear Cutter 


Put Into Production 


DETROIT. —The first universal 
high-speed gear burring and cham- 
fering machines ever to be produced 
are claimed by Modern Industrial 
Engineering Co. 

The new machines burr and 
chamfer the entire tooth form of 
both helical and spur gears, as well 
as splines. Prior to the introduction 
of these machines, the company 
says, there was none capable of 
burring and chamfering a complete 
tooth form on so wide a range of 
gears. 

Modern Industrial says its Uni- 
versal Burr-Master will finish 22- 
tooth gears at a rate of more than 


600 per hour at 80 percent operating 
efficiency. 


Skills Sought 
GM Book to Help Students 


Check Aptitude 

DETROIT.—“Can I Be a Crafts- 
man?” is the title of an illustrated 
21-page booklet being distributed by 
General Motors to superintendents 
of the nation’s public, private and 
parochial schools. 

The booklet describes skilled jobs, 
and has a 2%-page questionnaire 
for a student to fill out and show 
to his teacher or parents for check- 
ing answers. The quiz is designed 
to determine the student’s aptitude 
for skilled crafts. 


Students are told by the booklet 
that GM each year selects qualified 
high school graduates for special 
apprentice training. Copies are 
available from Educational Rela- 
tions Section, Public Relations De- 
partment, General Motors, Detroit 
2, Mich. 
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Police Buy 350 Cars from Girard— 


Herbert Kitchenman (left), police superintendent of Philadelphia, and Thomas Gib- 
bons (center), commissioner of public safety, accept delivery of a Chevrolet from 
William K. McKensie, Chevrolet city manager. The car was one of 350 sold by Girard 
Chevrolet Co. to the Police Department in its first successful bid since 1947. McKensie; 
Richard S. Flohr, fleet zone manager, and J. V. Boland, zone manager, cooperated with 
the firm in closing the transaction. 






Rainbow 
Blades 


are 
Hollow-cut 





..efO Squeeze more water off the 












oily fumes. 
Check the wiper arms, 
teo, when blades are 
replaced! Even the 
best blades are inef- 
fective if wiper arms 
- are worn out, or have 
lost their tension. 


Multiply your 
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AUTOMOTIVE WASHINGTON 
Tax Exemption Practices 


Attacked by Business 


By William Ullman 


Washington Correspondent 


2 House Ways and Means Committee last week heard 
substantial segments of American business complain 
that the increasing amount of tax exemption given to both 
public and private enterprises in this country is a potent 
factor in providing impetus to “creeping socialism” in the 
United States ; ots ° iTVA and of rapidly growing 

The electric utility indus-| municipal enterprises to pay taxes 


try testified that the failure |/is doing serious injury to electric 
of public power projects, such as! companies. The real estate interests 










No bevel! Two equally sharp edges give a perfect wipe 
in both directions. 


Trico television, coast-to-coast, is picturizing the new hollow- 
cut blades to audiences of millions of car owners...on Rainbows 


for curved windshields and Triple Actions for flat. 


Countless wiper blades are ready for replacement...worn and 


dulled by abrasive action; hardened by sun, heat, weather and 


profits by offering your customers new, live, 


soft-rubber Trico Wiper Blades, now bollow-cut to squeeze more 


water off the glass. 


Trico Products Corporation, Buffalo 3, N. Y. 














complained of the tax exemption 
granted to bonds sold to finance 
Government -owned housing pro- 
jects. 

The hotel industry complained of 
the growing multiplication of tax- 
exempt food establishments being 
operated by social! 
clubs, fraternai 
organizations, 
cooperatives anc 
other groups 
which Congress 
has exempted 
from Federa! 
taxation. 

From other 
sources the com- 
r mitteee heard 

7 testimony on the 
William Uliman = many thriving 
tax-avoidance plans under which 
some municipal and state govern- 
ments are subsidizing private enter- 
prises in order to lure them from 
one community to another. 

The electric power spokesman 
told the committee that if TVA, 
for example, had been taxed the 
same way that private power is 
taxed, it would have paid $13,148,605 


in Federal income taxes in 1952. 
. * + 





Information on Patents 


—— to encourage industry— 
especially smaller plants — to 
take advantage of the fruits of 
Government-financed research, the 
Department of Commerce, in coop- 
eration with the Government 
Patents Board, has made available 
information relating to 3,658 
Government-owned patents. 

The information is in a book 
entitled “Government-Owned In- 
ventions Available for License.” 
It was prepared by the technical 
staff of the Government Patent 
Board. 

The book not only provides the 
means of selecting patents which 
are applicable and useful, but, ac- 
cording to Dr. Archie Palmer, 
chairman of GPB, “it may also be 
a stimulating and diversified 
source of new ideas leading to the 
solution of research and manu- 
facturing problems.” 

The book may be purchased at 
the field offices of the Department 
of Commerce or from the Govern- 
ment Printing Office, Washington 
25, for $1 a copy. 

x * 


Global Recovery Studied 
7 Brookings Institution last 

week set forth, in a compre- 
hensive study of American foreign 
assistance, the minimum require- 
ments necessary to the _ recon- 
struction of the international eco- 
nomic system. According to the 
authors of the document, these re- 
quirements are: 

The pursuit by individual 
countries, including the U. S., of 
domestic monetary and fiscal 
policies that will keep their ex- 
ternal accounts in balance; the 
pursuit of policies in foreign 
trading relations that will allow 
goods to flow more easily in in- 
ternational commerce; action to 
increase gold and foreign ex- 
change reserves as a prerequisite 
of restoring the convertibility of 
currencies, and action by all 
countries to rebuild the network 
of international investment. 

The report covers the economic, 
military, and political aspects of 
American foreign assistance during 


| the period 1941-52, when more than 


$90 billion was made available in 


|American aid abroad. 


* * * 


|T-H Interests Clash 


aces reports that President 
Eisenhower was framing a set 
of pro-labor Taft-Hartley Act re- 
visions for congressional consider- 
ation had businessmen the country 
over up in the air—and flying to 
Washington — until the White 
House announced that the draft of 
the recommendations was just in 
a preliminary stage and not 


| “settled upon” at all. 


First reports said the recom- 


| mendations — pro-labor — already 


had gone to the chairmen of the 
Senate and House labor commit- 
tees. 

Senator H. Alexander Smith, 
New Jersey Republican, who 
heads the Senate labor group, 
told reporters after a White 
House conference that it will be 
almost October before the Ad- 
ministration will complete draft- 
ing the proposed changes. 

In numerous quarters there was 
insistence that the first draft had 

(Continued on Page 27, Col. 1) 
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»ECALLING some of the talk 
about dealers not working hard, 
it’s nice to write about a dealer 
who gets to work before breakfast. 

Paul Franke, who was telling 
us how a coordinated plan was 
worked out for the opening of 
the Stolz Motors (Ford), in Grand 
Prairie, Tex., says that Dutch 
Stolz often gets to the office be- 
fore 6 a.m, 

That gives him an opportunity to 
plan the day before the phones 
start ringing. At mid-morning he 
slips home for a shave and break- 
fast. From then on the pace is fast 
until late at night. 

oa aa . 

Opening Plans 
gente y one te you might be 

interested in how the Stolz open- 
ing was set up. First the plans were 
roughed out with Franke, an ad- 
vertising man. Franke put the ideas 
on paper, adjusted to advertising 
practicalities. Then the ideas were 
studied again and the final pro- 
gram shaped up this way: 

1, 3,000 invitations. 

2. 5,000 handbills distributed the 
morning of the opening to cars 
parked downtown and in parking 
lots of industrial plants. 

3. Special advertising supplements 
in two local newspapers. 

4. Publicity to the newspapers. 

5. The mayor and other guests of 
honor on hand for the ribbon cut- 
ting. 


Reception 
DEALERSHIP decked out and 
three pretty girls to hand 
out registration cards, which also 
served as attendance prize cards. 
7. At night the whole quarter 
block area was floodlighted and 
huge army searchlights pierced the 
sky with powerful beams. 
_ 8 An antique Barnum and Baily 


Heart of Texas 
Dealer Helps Provide Car 


For Crippled Cop 


Southwest Chevrolet Co. cut the 
price on a new car down to the 
bone and helped put wheels under 
a polio-crippled policeman in Fort 
Worth, Tex. 

Officer Jack C, Moore has five 
children — aged one to 12—-and a 
family of that size needs transpor- 
tation. Moore, who must use 
crutches, was pretty well cleaned 
out financially by his long, expen- 
sive siege of illness. 

So a car fund was started and 
donations rolled in—75 cents to $50 
from policemen and from citizens 
who remembered that Moore 
wouldn’t stop working until he col- 
lapsed last August. Moore and his 
partner had a perfect record for 
their beat, with no burglaries for 
their duty period. 

Southwest, owned by Carl J. Al- 
denhoven; then did its share by 
cutting the cost on a Powerglide- 
equipped sedan. Mayor Edgar Deen 
presented the keys to Moore at a 
City Hall ceremony. 


GM Institute Confers 
190 Five-Year Degrees 


FLINT.—Degrees were conferred 
here last week upon 190 General Mo- 
tors Institute graduates who com- 
pleted the requirements of the fifth- 
year program. 

In addition, diplomas and certi- 
ficates were awarded to 410 gradu- 
ates of the four-year cooperative 
engineering and business adminis- 
tration programs and the two-year 
dealer cooperative program. Gradu- 
ate key awards were presented to 
approximately 85 graduates of the 
class of 1943 and the classes previ- 
ous to that year who have qualified 
for them. 

Kenneth W. McFarland, GM edu- 
cational consultant and lecturer, 
gave the commencement address at 
the 26th annual exercises. 


Merchandising 
Memos to Dealers 


By Bob Finlay 










term advertising program including 
television, billboards (for new-car 
announcement month), newspapers, 
direct mail and relations with sales 
and service managers, 

Theme is that Buick is first of all 
but the low-priced three. On the 
advertising fund committee are M. 
H. Bury, chairman, Ray Yakes, 
Thomas Carroll and Ed McAllen. 


* + * 


Prospecting 
IME proves the value of some 


calliope played nostalgic circus Ege devices. In Seattle, 


tunes. 
9. Soft drinks and refreshments 
were served. Each woman received 
an orchid and each child a balloon. 
Stolz wrote personal thank yous 
the morning after. 
+ 7 


Philadelphia Plan 


Bb dealers in the Philadelphia 
area are undertaking a long- 


* 






William O. McKay Co. (Ford) has 
for years advertised free season 
tickets for University of Washing- 
ton football games for the names of 
prospective buyers of cars or trucks. 
Here’s how the offer is worded: 
“All that is necessary is for you 

to mail to the Wm. O. McKay Co. 


15 
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A Hit in Texas— 


This photo of Stolz Motors (Ford) in Grand Prairie, Tex., was taken during the 


recent opening. See Merchandising Memos for the story of how forward planning 


made the opening an outstanding attraction. 


friends or acquaintances who are 
prospective purchasers of a new 
Ford car or truck, 

“The only reservation is that the 


already contacted by our salesmen 
or in our file prior to receiving your 
entry, which must be postmarked 
at least two days before the sale is 


the names and addresses of | names you mail in are not those | made to give time for checking.” 
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Mighty Bendix-Westinghouse Air Brakes Provide 
Perfect Control on Toughest Logging Hauls! 


Take a 275-horsepower, 15-ton logging tractor and trailer 
rig . . . pile on more than 70 tons of giant timbers . . . add 
mile after mile of treacherous 20% mountain grades and 
you've got a good picture of a job where only the very 
best brakes are good enough. And in the logging industry 
that means only one thing—Bendix-Westinghouse Air Brakes! 
That's because these mighty brakes, built by the industry's 
most experienced manufacturer, pay off with the extra 
stopping power and performance that assure the safest, 
surest, most dependable braking action and longest service 
life in the business. And these are factors that help cut costs, 
step up efficiency on any hauling job—from the roughest 
to the most routine. That's why, no matter what type trucks 
or buses you build, you can give your customers the 
utmost in safety, dependability and savings by speci- 
fying Bendix-Westinghouse — the world's most tried and 
trusted air brakes. 









Roundup from State Capitals . . . 
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By Bethune Jones 


Legislative Correspondent 
Fyre nal in state capitals of direct and indirect concern 
to the automotive industry will continue at an unusually 
high pitch during the fall, despite the fact that regular or 
special legislative sessions, in some instances both, already 
have been held this year in 45 states and a general letdown 


might appear to be in order. 

In addition to the regular 
legislative sessions which 
convened this year in 44 states— 
all except Kentucky, Louisiana, 
Mississippi and Virginia—a special 
session was held in Louisiana and 
special sessions on top of regular 
sessions already have been con- 
ducted in Colorado, New York, 
Rhode Island, Washington and 
West Virginia. 

But the end is by no means in 
sight. Georgia’s Legislature, now in 
recess, will reconvene Nov. 16. The 
Wisconsin Legislature has recessed 





Led 

*WEARMITES are 
“engine termites” — 
the Grit, Dirt and 
Tarry Sludge that 
multiply in dirty oil 
and combine to de- 
stroy car, truck and 
tractor engines. 


PROFIT BY THE COMPLETE C 


WIX WE-110-N FILTER 
FOR CHEVROLET 


WIX No. WF-110-N (Revised) is full Mili- 
tary Standard Jr. size. Takes the large 
capacity WIX PC-100 Cartridge. Comes 
complete with all fittings for QUICK, 
easy installation on all models, 1949 to 
1953 inclusive, including those with pow- 
er steering. Does not require removal of 
air cleaner for Cartridge change. See 
your Jobber about this full profit oppor- 
tunity for Chevrolet Cars and Trucks. 
Other WIX Filter installations and con- 
version Kits are available for many 


other cars. 








o—— 
| to Oct. 26. Mississippi’s Legislature 


. will be called into 
special session for 
Nov. 3; Arizona’s 
in October. 

Other states in 
which there al- 
ready has been 
talk of possible 
special sessions 
later this year in- 
clude Colorado, 
Utah, Texas and 
Illinois. There 
will be others. 

Besides such legislative activity 


Bethune Jones 






as materializes, interim studies of 
automotive significance already are 
being organized in many states and 
will increase later in the year and 
next. The never-ceasing train of 
administrative and judicial de- 
velopments also will continue to 
bear watching. It won’t be a dull 
fall in state capitals. 

+ + . 


Miss. Eyes Tax Hikes 


[ypiaaisairs 7s special session 

will consider proposed increases 
in sales, cigaret and oil and gas 
severance taxes to raise $17,775,000 
in additional annual revenue to fi- 
nance a program designed to equal- 
ize school facilities and teachers’ 
salaries. 

An increase from 2 to 3 percent 
in the state sales tax, to yield $13 
million in additional revenue, has 
been proposed. The session also 
may take up readjustments in the 
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Lynn, Mass., Gets Library on Wheels— 


— 


Arrival of a bookmobile for Lynn, Mass., has stirred the interest of the public, 
according to William J. Grattan, president of North Shore Chevrolet Co., which de- 
livered the vehicle. Grattan believes that soon this bookmobile will be as much of a 


highway program, including a $35 
million bond issue proposal. 

Gov. Howard Pyle announced 
he would call a special session of 
the Arizona lawmill in October 
to enact a 2 percent use tax, re- 
write the state income tax and 
plug loopholes in the State sales 
and luxury tax acts, 

Pennsylvania’s new 1 percent re- 
tail sales tax, which goes into effect 
Sept. 1 to yield an estimated $125 
million during the next two years, 
raised to 32 the number of states 
now resorting to such taxation and 
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ENGINEERED 


To boost your sales and profits, WIX Engineered Filtra- 
tion provides just the right Oil Filter Cartridge for every 
customer and every service need. . . . Cartridges that take 
out all the *WEARMITES without removing a speck of 
valuable oil additives. 

There are three exclusive WIX Filtrants — WIXITE, 
the unique, Resilient Density Filtrant for by-pass systems, 
WIX-KNIT and the sensational new POROSITE for full- 
flow passenger cars and tractors, Screw-in Can Types for 
special tractor installations . . 
popular filter-equipped engine. 

You make sales when you give customers what they 
want, and that’s easy with WIX. Ask your WIX Whole- 
saler about the all-inclusive WIX Line of Oil Filters and 
Cartridges today. It means profits for you! 


IC 
CARTRIDGES 


WIX CORPORATION - GASTONIA, 
IN CANADA: WIX ACCESSORIES CORPORATION LTD., TORONTO, ONT. 
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N.C. 


necessity to surrounding towns as the city's dealer-sponsored driver-training program. 


increased to nine the number which 
have adopted such levies since 1947. 
Further indicating the growing re- 
liance of the states on this form of 
taxation as a major revenue source 
was Connecticut’s enactment earlier 
this year of a sales tax increase 
from 2 to 3 percent and the ex- 
tension of an added sales tax in 
Rhode Island. 
* * * 

‘Emergency’ Acts Kept 
_— adopting its new sales 

tax, Pennsylvania also extended 
for another two years so-called 
“emergency” revenue measures en- 
acted in 1951 and involving some 
$162 million in revenue for the 
1953-55 biennium. These include in- 
creases in the corporate net income 
tax from 4 to 5 percent, accelerated 
collections of the corporate net in- 
come levy, postponement of the 
manufacturers’ exemption of the 
five-mill capital stock tax, and 
changes in other laws dealing with 
collections on corporate taxes, An 
eight-mill temporary transportation 
gross receipts tax also was ex- 
tended by the Pennsylvania law- 
makers for another two years. 


Only major field of state taxes in 
which taxpayers got some relief 
this year was income taxation, with 
changes favorable to taxpayers in 
one or more respects being enacted 
in Idaho, Kansas, Minnesota, Mon- 
tana, New York, Oregon, South 
Carolina and Utah. The benefits 
were mostly minor as far as total 
revenue is concerned, however, and 
will be more than offset on an 
overall revenue basis by bills en- 
acted in Connecticut, Delaware and 
Wisconsin to derive additional reve- 
nue from corporate or individual 
taxpayers, or both. 


State income tax cuts which 
had been in effect on a temporary 
basis were extended in Colorado, 
Maryland and New York, and 
made permanent in Iowa, but 
temporary increases were ex- 
| tended in Massachusetts, 
| Pennsylvania and Rhode Island. 

The year’s supply of added high- 
way-user tax burdens was swelled 
with the enactment of Ohio legis- 
lation providing for imposition of 
a new axle-mile tax against heavy 
trucks and a one-cent increase in 
the state gasoline tax, to yield an 
estimated total of $43 million in 
additional annual revenue for high- 
way construction. Ohio lawmakers 
also approved for submission to the 
voters a proposal for a $500 million 
highway construction bond issue. 

* + 


| Ohio to Raise $43 Million 


| FRASED on the number of axles 
used and the distance traveled, 
the new Ohio axle-mile tax will go 
into effect Oct. 1. The measure, 
which is expected to raise about $20 
million a year, imposes taxes rang- 
ing from a half-cent to 2% cents 
per mile on trucks with three or 
more axles. The gasoline tax boost, 
bringing the state’s total rate to 
| five cents a gallon, is expected to 
| Produce about $23 million in addi- 
tional annual revenue. 

Bills enacted by a_ special 
session of the Louisiana legis- 
lature included an appropriation 
of $15 million in additional funds 
for construction of secondary and 
farm roads. The appropriation, 
which was pared down from a 
$20 million request by Gov. 
Robert Kennon, will come from 
diversion of part of surplus wel- 
fare funds and sales tax reve- 
nues. 


A new Delaware law increases 
motor vehicle registration fees, in- 
cluding boosts from $8 to $10 for 
small cars, from $12 to $16 for 
larger cars, and about 15 percent 
for trucks. Another new Delaware 
law raises fees for driver’s licenses 

Continued on Page 58, Col. 3) 
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Car Tire Shipments 


Gain 5 Pet. 


NEW YORK.—Manufacturers’ 
shipments of car tires in June in- 
creased 5.17 percent to 8,110,788 
tires from 7,711,909 in May, accord- 
ing to the Rubber Manufacturers 
Assn. 

Production of car tires was 

down 4.50 percent in June to 7,- 


1,300 Exhibitors 


To Participate in 
Paris Auto Show 


PARIS. —Some 1,300 exhibitors 
from 14 different nations are ex- 
pected at the 40th Paris Motor & 
Cycle Show, Oct. 1-11. 

The show will be held at two lo- 
cations, the Grand Palais, Champs 
Elysees, and the Parc des Exposi- 
tions, Porte de Versailles. 

Cars will be shown at the Grand 
Palais. On display will be 101 dif- 
ferent makes from the following 
countries: France, 33; Great 
Britain, 22; United States, 19; Ger- 
many, 18; Italy, 6; Czechoslovakia, 
2, and Spain, one. 

There will be 161 makes of cycles 
and motorcycles exhibited at the 
Pare des Expositions, coming from 
the following countries: France, 
106; Germany, 23; Great Britain, 19; 
Italy, 5; Belgium, 3; Czechoslovakia, 
one; Hungary, one, and Austria, 
one. 

Accessories will be displayed by 
800 other firms. 

There will be two new sections 
this year in the Grand Palais show: 
Equipment for garages and service 
stations and truck trailers. 

As part of the show, the British 
plan to organize a tour of pre-1916 
cars from London to Paris. 


Leasers’ Pitch 
Truck System Tries to Stir 


Interest of Banks 


CHICAGO. — Bankers are show- 
ing considerable interest in a 
National Truck Leasing System 
folder entitled “Loan Officers,” 
which points out the benefits to 
bank clients of truck leasing as a 
substitute for truck ownership, ac- 
cording to Martha Dunlap, secre- 
tary-manager of the organization. 

The illustrated folder, which 
carries specimen balance sheets, 
shows the benefit to various com- 
panies of releasing capital tied up 
in trucks for more primary needs. 

“Trucking has become a major 
operation of many firms,” the 
folder declares, “even though it is 
not their primary business. 
Bankers could help such firms by 
suggesting to them that they would 
be in a stronger financial position 


if they would: lease their trucks | 
rather than buy, maintain, insure | 


and renew this equipment.” 
Miss Dunlap said the folder had 
been distributed to bankers in ap- 


proximately 1,000 cities where 


NTLS has representatives. 


American Can Develops 
Tinless Oil Container 


NEW YORK—The last thing a| 


motorist would expect to see is a 
new 1953 model of a tin can. But 
even this conventional product 


boasts of a “new body” and im- | 


proved “chassis.” 

An all-steel can for motor oil 
which uses no tin plating or tradi- 
tional side seam solder has been 
developed by American Can Co. A 
thermoplastic cement replaces the 


solder and establishes a_ strong | 


bond between the layers of metal. 
This feature eliminates the ex- 
posed 
around-the-can lithography. 


The new tin-free can, the com- | 


pany said, assures the petroleum 
industry and car owners that no 
future world crisis, cutting off tin 
supplies, will interrupt the supply 
of cans. 





Kenyon Takes Buick 


Kenyon Motor Sales has been 
appointed a Buick dealership in 
Kenyon, Minn. Oscar Roise is the 
dealer. 


side seam and permits | 


in Month 


310,814 tires, compared to 7,655,098 
in the previous month. 

Inventories June 30 were 12,852,- 
485 tires, a decline of 5.88 percent 
from May when 13,655,727 casings 
were on hand. 

Shipments of truck and bus tires 
in June totalled 1,168,223, a decrease 
of 5.04 percent from May, when 1,- 
230,242 tires were shipped. 

Production of truck and bus 
casings during June was down 
5.27 percent to 1,261,296 units, com- 
pared to 1,331,426 tires produced 
in May. Inventories of 3,406,258 
were up 2.67 percent from 3,317,- 

751. 

Shipments of car inner tubes were 
6,906,974, an increase of 4.87 per- 
cent over May’s figure of 6,586,094. 
Production was up 1.37 percent: to 
7,034,896 from 6,939,880. 

Inventories of 12,811,053 inner 
tubes were 1.74 percent above the 
May stock of 12,591,578. 
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Mercury Chalks Up 


110% Sales Gain 
Over July of 752 


DETROIT.—Mercury retail sales 
were higher during the last 10 days 
of July than in any similar period 
for three years, according to Joseph 
E. Bayne, general sales manager of 
Lincoln-Mercury. 

With 10,816 units delivered to re- 
tail customers during the period, 
Mercury sales approached the all- 
time high of 11,306 established in a 
similar 10-day period in August, 
1950, Bayne said. 

Total sales during July were 
24,346, to make it the best month 
since May, 1951, when 24,639 cars 
were delivered. This represents an 
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Burlington Stages Antique-Car Pageant— 


Police Chief Donald P. Russell, of Burlington, Vt., accepts an invitation to an antique- 
car parade which recently was staged in the city to the applause of thousands of 
spectators. The parade included this 1916 Maxwell owned by Colonial Motors (Chrys- 
ler-Plymouth). Marlene O'Brien, of the firm, is at the wheel. 


Plant Inventories Rise in Canada 





OTTAWA.—Surveys by the Can- 
adian government reveal that the 
value of inventories of motor vehi- 
cle manufacturers increased to 


Morruw Sells 2 Fords 


To Lebanon (Mo.) Police 
Morrow Motor Co. (Ford), Leba- 
non, Mo., has sold two new cars to 





208.1 in May against 203 in the 
preceding month and 197.4 in the 
same month last year, with 1947 
as the base period rating of 100. 

Stocks of raw materials, goods 
in process and finished products 
advanced in May. 

However, the value of shipments 
dropped to 293.7 in May against 
306.1 in the previous month. The 


increase for the month of 110 per- 
cent over July, 1952. 

“Based on current sales, we an- 
ticipate one of the biggest years 
in our history,” Bayne said. “There 
is no apparent letup in the demand 
for 1953 Mercurys, and we are con- 
tinuing to produce them on a two- 
shift basis in all 


our assembly 


the Lebanon Police Department. figure was 244.8 in May of last year.| plants.” 
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e better performance 
e better gas mileage 
e reduced service expense 





Today it’s more important than ever that car and truck manufacturers 
take every precaution to prevent vapor lock in their vehicles. Modern 
design and more volatile gasoline contribute immeasurably to in- 
creased power and speed; but in achieving these desirable goals heat 
problems are sometimes increased to the point where vapor lock oc- 
curs. Then, gas mileage is reduced, gains in power and speed are nulli- 
fied, and worst of all, if vapor lock occurs frequently, exhaust valves 
burn out and expensive overhauls are necessary. 

Fortunately car and truck manufacturers can now guard 
against this hazard. By installing Bendix* Electric Fuel 
Pumps, vapor lock can positively be prevented and the 
efficient performance built into the vehicle will be de- 
livered under every operating condition. 

In today’s competitive market, here is small investment 
that will pay big dividends in increased customer satis- 


faction. Descriptive folder available on request. 
7 PREG. U.S. PAT. OFF, 


ECLIPSE MACHINE DIVISION 


Bendix 
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Elmira, New York - Division 


Akers executives and drivers. 
proudly inspect the latest addi- 
tion of GMC’s to their great fleet 
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AKERS Moror Lines of Gastonia, N.C., have built one of 
America’s great truck transportation lines by giving 
superior service. 


Naturally, equipment plays an important part in their 
business. In 1952, Akers trucks traveled thirty million miles 
and carried some 730 million pounds of payload — much of 
it through states that limit tractor-trailer units to 45 feet 
over-all length and restrict weight on each wheel. 


That means capacity, economy and complete dependability 
are “musts” to make this operation profitable. 


So Akers looked for the tractor that would best fill 
these needs. Experimentally, they bought ten new 
GMC 750 cab-over-engine Diesels—and put them 
under the searching test of Akers Service. 
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Soon they bought another ten. Then ten more. Shortly after, 
they purchased an additional 25 of these GMC 750 Diesels. 
No more eloquent testimonial could be written than these 
repeat orders. 


If youre in an open territory and can qualify as a GMC 
dealer, you can put to work this GMC ability to make sales— 
and repeat sales—with a complete 4,800 GV W—100,000 GCW 
gasoline and Diesel line. Why wait any longer? 


GMC Truck & Coach Division of General Motors 


Sell a real pruck! 


Your key to greater hauling profits 
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With the Staff... 
ALONG DETROIT’S AUTO ROW 


Selling’s Sad Moments 


Joe Blank was talking about the 
sales value of smart trim on the 
interior. 

“It was back in 1941,” Joe said. 
“We'd just taken delivery on a new 
job. It was gray, but inside the 
dash was red plastic, the doorknobs 
were red, the moldings were red 
and it had red plaid upholstery and 
door panels. 

“It was the reddest sonuvvagun 
you ever saw. 


“Well, sir, one day a well dressed, 
middle-aged couple came in and 
looked at several models. They inti- 
mated that all were a bit conserva- 
tive, 

“We had this fancy job parked 
outside, so I said, ‘I got just the 
ear for you.’ I took them outside, 
opened both doors with a mighty 
sweep and stepped back proudly. 
The guy looked in the back door 
and the woman looked in the front 


door. They looked and looked. I 
knew I had ’em. 

“And then they both pulled their 
heads out and the woman turned 
to the guy and said: 

“‘Honey, if this one doesn’t 
give your libido a bang, nothing 
ever will’ 

“The guy turned red, purple and 
white, he grabbed the dame and 
they took off. 

“I never saw them again. 








“I wonder who finally sold them|salesmen a sizable commission — 


one of those models?” 


Accessory Aids Sales 


A Detroit-area dealer has found 
that adding a “continental” spare- 


something to keep them pushing. 
What’s the independent dealer do? 
He gives his salesmen $15 on each 
new-car sale and then wonders why 
his best salesmen go to the Big 


tire mounting has helped along|Three and his lots are loaded with 


new-car sales. 

“It adds $130 to the overall price,” 
says his sales manager, “but makes 
the car encter | to sell. ry 


Who's “Tight-F isted? 


“One of the biggest reasons why 
dealers in some independent makes 
can’t sell with the Big Three is 
because they don’t give their sales- 
men any incentive to merchandise 
their product,” says the sales man- 
ager for an independent dealership 
on Detroit’s east side. 

“Big Three dealers give their 





if I've said it once lve said it 
a thousand times ! 


“T’ll bet you’ve said the same thing. There has cot to be SoME 
way to KEEP those new car owners coming back for service. You 


































— does your serv 
and parts poy 


overhead ? 


7 Bathe! Yo" 


Many dealers over the country 


are doing just that with the Alemite 


Magnet Plan. Want the facts? Call your 
Alemite distributor. Or mail this coupon now! 


ALEMITE 


REG. U. S. PAT. OFF, 


i] 
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know what I mean. They take delivery on that new car, and away 
they go. Half the time you never see them again. Well, we tried 
this, and we tried that, and finally we hit the one that did the job. 


“T’ll admit that at first I was skeptical. I figured this Alemite 
salesman was just giving me another sales talk, but i thank 
my lucky stars I listened, because he told me about Alemite’s 

11 point Magnet Plan. And, brother, does it work! 


“He showed me that Friction, the number one threat to car 
life, was the key to more business. Regular and proper 
lubrication proved to be the way to build that 
all-important link that holds customers. 


“You see, it isn’t the lubrication jobs alone, though they add 
up, it’s the way the Magnet Plan keeps em coming back, 
keeps your place number one in their minds when they think of 
ANYTHING for their car. Not just grease jobs, but washes, parts, 
accessories, wax jobs— well, just to show you, our total service 
volume in ALL departments is up 29%. That’s 

the stuff that sells mz on the Magnet Plan. 


“There’s one more thing I like, too, and that’s the Alemite 
advertising. More than one customer has told me that those 
ads in the Post and Collier’s are always reminding him 

of the Friction Fighter’s Story—and reminding him of the 
need for regular lubrication—Alemite lubrication. 

That’s just a plus, too. Doesn’t cost me a cent!” 






lS ae Sie 


ee! 


ACT NOW! JUDGE FOR YOURSELF! 


See how the Alemite “Magnet Plan’ can help you cover your fixed over- 
head—improve your trading position. No obligation. Mail coupon today! 


Alemite, Dept. C-83, 1826 Diversey Pkwy., Chicago 14, Illinois 


(] Send us complete information on the “Magnet Plan” 
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new and used cars. 

“Then he has the audacity to turn 
around and call it tight-fisted econ- 
omy on the part of the public.” 

« + ” 


Business Is a Pleasure 


Lawrence Falvey, of Falvey Sales 
& Service (Aston Martin-Austin- 
Bentley - Jaguar - MG - Morris - 
Porsche - Rolls Royce - Riley - Volks- 
wagen - Bristol), Ferndale, Mich., 
knows when he has a good thing. 

Falvey admits he could make 
money selling an American-built 
car, but says he prefers to handle 

the sports line where competition 
is not so keen and where the 
market is about the same year 
after year. 

A veteran of 28 years in the auto 
business, Falvey left his Graham- 
Paige distributorship in Budapest, 
Hungary, to come to the United 
States 15 years ago. He has been 
a sports-car dealer in the Detroit 
area since 1947. 

His only problem, he says, is find- 
ing capable mechanics. “When you 
find one who knows anything at all 
about a sports car,” he says with 
oe despair, “he right away 

knows more than anybody else and 
nobody can get along with him.” 


Chevrolet Finds 


Buyers Go In 

;é e e J 
For ‘Distinction’ 
DETROIT. — Customer demand 
for distinction in automobiles has 
been a significant factor this year 
in the Chevrolet car market, W. 
E. Fish, general sales manager, 
said last week. 

“We find proof of this desire in 
two striking developments,” he 
explained. “One is a wide variety 
in color preferences, and _ the 
second, the high percentage of 
orders for the Bel Air, which the 
company introduced as a luxury 
series for 1953.” 

Fish said that color selections 
seemed to upset previous patterns 
when one of two favorites usually 
established a clear leadership. Con- 
servative stand-bys like blue, green 
and black continue in front, but 
their margins have been sharply 
reduced, he said. 

“The increase of two-tone com- 
binations adds further emphasis to 
the demand for distinction,” Fish 
said. “Chevrolet sales of two-tone 
bodies has approximately doubled 
the experience of 1952. Such hues 
as ivory, cream and sun gold have 
scored surprising popularity.” 


‘Dandy’ Setup 


Dealer Trades Two Cars 


For Bad Checks 


LIBERAL, Kans.—Seward County 
Officials are seeking Carl Charles 
Dandy, who is said to have engi- 
neered a smooth deal here which 
netted him and his wife a 1953 
Oldsmobile convertible and a 1949 
Chevrolet at the expense of Doll 
Motor Co. 


Officers said Dandy and his wife 
arrived in Liberal in a 1953 Mer- 
cury which they left behind. Dandy 
allegedly wrote two bad checks 
totaling $4,315.90 for the two cars 
he bought. 

He told Doll he was purchasing 
the cars for use by a geological 
survey company and would return 
to pick up the Mercury. Police be- 
lieve the Mercury is one purchased 
in March at Blackfoot, Mont., with 
a $2,300 bogus check. 












Columbus County Dealers 


Elect Fleming President 


Carey H. Fleming jr., of Quality 
Motor Co., Whiteville, N. C., has 
been elected president of the Co- 
lumbus County (N. C.) Automobile 
Dealers Assn. 

Elected as vice-president was 
Sam Scott jr., of Scott Motor Co., 
Fair Bluff. Noah C. Braxton, of 
Braxton Motor Sales, Inc., White- 
ville, was elected secretary-treas- 
urer. 
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Dealer Business Counsel 


Cost and Expense Control Declared More Vital 
Than Big Profit Margins on Sales 


By J. B. Van Tassel 
Dealer Business Counsel 


eagee of profits on sales are 
the determining factor as to 
how much profit your business will 
produce. All the 
sales volume in 
the world, with 
no margin of 
profit on the sales, 
could not produce 
anything but a 
loss. 

The higher the 
cost of sales and 
the less the 
amount of list 
price on the sales, 
J. B. Van Tassel the less the 
margin of profit, Also, the higher 
the expenses, the less the margin 
of net operating profit on sales. 
You must have a_ reasonable 
margin of profit on all sales to 
make money. 

Large margins of profits are just 
as much a profit hazard in the 
average dealership as is a small 
profit margin because, as a rule, 
you drive business away by having 
your list price too high, However, 
where you can widen the profit 
margin by lowering costs without 
lowering quality, you are on the 
right track. 

Costs usually can be lowered by 
improved methods of cost control, 
and expenses can be held in line 
or lowered by improved methods 
of expense control. 

* * * 


Volume Not Enough 


N MANY cases dealers overlook 

the importance of cost and ex- 
pense controls in order to maintain 
satisfactory profit margins because 
they don’t like to be bothered with 
the details involved. They would 
rather just sell more merchandise. 
But to simply continue to sell more 
merchandise with little or no re- 
gard for obtaining reasonable profit 
margins on the sales is what 1 
would term selling yourself out of 
business. 


There is no law or ordinance 
that says you must seil so mucn 
inerchandise, but there is an ecu- 
nomic law that says you must 
hold costs and expenses within 
your income or you go broke, 


This reasoning of getting more 
sales regardless of costs or ex- 
penses reminds me of the young 
man who figured that if he couia 
get an increase in salary of avout 
$100 per year everything would be 
swell. However, if he would cut his | 
personal expenses he could proba- | 
bly come out better at the end o1 
the year than he wouiu if he gu! 
the $100 increase. 

* ” * 


Don’t Overspend 


Also. the pressure he would have 

to exert to get an undue raise | 
would probably cost him his job, 
the same as an overenthusiastic | 
Sales Campaign by a dealer might | 











Business Planning 
Continued High | 


Investment Rate | 


WASHINGTON.—American busi- 
ness is planning to continue its 
high rate of spending on new plant 
and equipment through the third 
quarter of 1953, according to the 
latest survey of capital outlays con- 
ducted by the Securities & Ex- 
change Commission and the De- 
partment of Commerce. 

The survey shows capital ex- 
Penditures of $7.2 billion and $7.1 
billion are scheduled respectively 
for the second and third quarters 
of this year. 

If present programs materialize, 
plant and equipment spending for 
the first nine months of 1953 will 
total $20.5 billion, 7 percent higher 
than the corresponding period of 
1952. If this rate of investment is 
achieved, it appears likely that the 
previous estimate of $27 billion for 
the year will be exceeded, the SEC 
said. 

The survey shows that the auto 
industry plans about the same 
amount of investment this year as 
in 1952, when $896 million was spent 
on new plants and equipment. 


probably cost him his business if 
he tried it over the long pull. 
While it is necessary at times 
to spend money for sales pro- 
motion and advertising to in- 
crease sales volume and gross 
profits, it is a much safer 
practice not to go hog-wild on 
these expenditures until you are 
pretty sure the potential volume 
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you are aiming for is obtainable 
at a sales price that will produce 

a sufficient amount of gross profit 
to pay the increased sales and 
overhead expense and pay you 
a net profit. 

Where it is necessary to reduce 
prices to the point where they will 
not pay expenses and make a net 
profit, or where you have to spend 
in excess of normal gross profit 
margins to get increased volume, 
then it is not good business for a 
dealer to attempt to get this class 
of volume increase. 

(Any questions you may have 
concerning dealer business 
management will be answered 
gladly by J. B. Van Tassel, care 
of Automotive News.) 


For Standout 


PLEXIGLAS is a trademark, Reg. U.S. Pat. Off. and other principal 


Identification 


countries in the Western Hemisphere. 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen’s Quay 


at Jarvis Street, Toronto, Ontario, Canada. 


King Donates Bloodmobile— 

The blood bank of the Tyler (Tex.) Service League has received a new Bloodmobile 
from Henry R. King (second from left), owner of King Chevrolet Co. It will be used 
|to collect blood in east Texas. 


Here’s the way to call attention 
to your showroom and make it a 
standout along automobile row— 
use signs made of PLEXIGLAS 
acrylic plastic. 


Note how effectively these trans- 
lucent signs, lighted from behind, 


identify the names of cars and 
dealers. They have excellent, 
broad-stroke legibility; powerful 
impact without glare; colorful 
appearance without confusion. 
And they look just as well 
in daytime. 


In addition, they are durable— 
because Piexicias is highly 
resistant to weather, breakage, 
and discoloration. Design possi- 
bilities are unlimited, from three- 
dimensional letters to luminous 
backgrounds and large reproduc- 
tions of familiar trademarks. 


PLEXIGLAS will give your signs full 
sales power, day and night. We will 
be glad to send you our illustrated 
brochure, “‘PLexiGLas—the Out- 
door Plastic—for Signs’’, and the 
names of qualified producers of 
such signs in your vicinity. 


Kl 


CHEMICALS FES 


FOR INDUSTRY 


ROHM & HAAS 


COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 
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Dunlap Sees Children 
As Safety Apostles 


By Gerhardt Neumann 
Staff Writer 

a. Norman P. Dunlap, 

owner of Motor Sales & Service 
(Dodge-Plymouth), Ames, Ia., can 
look back at two 
years of service 
as county safety 
chairman and 
three years as 
state safety chair- 
man, he finds his 
greatest regard in 
his work on the 
community level. 

Dunlap, who 
has been 
awarded this 
month’s Dealer 


Norman Dunlap 
of the Month safety plaque by 
Automotive News, especially be- 
lieves that local safety programs 
should include the greatest possi- 
ble participation by school 
children. Here is his reasoning: 


Since Iowa has no law requiring 
regular car inspections, in which 
Dunlap is a firm believer, prizes 
will induce the children to have 
their parents check their automo- 
biles. Such cars checked would 
then receive a safety sticker and 
add, not only to the pride of their 
owners, but to safety on the roads. 

* * * 


E- recognizes, however, 
that the method is far from 
satisfactory and that those whose 
cars really need a 
checkup will not 
take this step un- 
less they are 
forced to it. 

The only answer 
to better driving, 
in Dunlap’s 
opinion, are driv- 
ing courses in all 
schools of the nation. 

Speaking from the experience 





of a driver in an agricultural 
state, Dunlap also urges a more 
rigid control of slow-moving 
vehicies, such as farm tractors. 

He believes that they ought to 
be identified clearly by high flags 
or other means. 

+ 


+ + 
prealery, Dunlap advocates a 
complete review of all driver 
licenses and elimination of those 
who are, either physically or men- 
tally, unfit to drive. 

He adds, however, that without 
modern highways no solution of 
the problem is possible, “Our 
roads,” he says, “are 18-foot 
strips and entirely too narrow, 
causing driver fatigue and acci- 
dents.” 

Dunlap, who has been operating 
his dealership since 1946, is at 
present safety director of the Iowa 
Automobile Dealers Assn. 

+ * * 


Pa. Turnpike Fatalities 


At Peak in First 6 Months 


Pennsylvania Turnpike fatalities 
for the first six months reached an 
alltime high of 51, although of- 
ficials said that based on mileage 
traveled the fatality rate is “about 
average.” 

The 51 fatalities compared with 
44 in the same period in 1952. 

The mileage, however, is 667,669,- 















With all this... 
It’s great to be a 


DeSoto-Plymouth 


Dealer! 









price field 


REPUTATION 


SUPPORT 


Programs 


FACILITIES 


TWO DISTINGUISHED SERIES 
OF DESOTO CARS 


e Fire Dome V-8 Models 


@ Powermaster Six Models 


THE GREAT NEW PLYMOUTH 


e Value leader of the low- 


THE CHRYSLER CORPORATION 


@ Famous for Finest Automotive 
Engineering 


THE INDUSTRY'S MOST 
ADVANCED FEATURES 
@ Full Power Steering 
@ Power Braking 


@ Mighty Fire Dome V-8 Engine 


OUTSTANDING ADVERTISING 


The Industry's Number One 
Television Show 


A Radio Show Consistently 
Among the Leaders 


Groucho Marx As a Great 
“National Salesman” 


Big National Magazine and 
Newspaper Campaigns 


Effective Merchandising 


LARGE. HELPFUL FIELD 
ORGANIZATION 


MOST MODERN PRODUCTION 


DESOTO DIVISION, CHRYSLER CORPORATION 








Winerich Donates Safety Car— 


San Antonio police have received a safety car from Winerich Motor Sales Co. 
(Studebaker) to help direct traffic and other safety assignments. At left is C. H. Quinn, 


general manager of the firm, presenting 


the car to police officials. 


761 for the first half of 1953, com-|law by Gov. John S. Fine of 


pared with 619,724,175 for 1952, a 
10.7 percent increase. The fatality 
rate for the first six months of 
1952 was 5.3 per 100 million, com- 
pared with 5.4 for this year. 


Pa. to Experiment 
With Speed Limit 
Of Sixty Miles 


Legislation authorizing the State 
highways secretary to permit a 
speed limit of 60 miles per hour on 
certain roads has been signed into 





























































Pennsylvania. 

However, the governor said he 
signed the legislation only “as an 
experiment,” and State Highways 
Secretary E. L. Schmidt said that 
a 60-mile limit will eventually be 
approved on only a few four-lane 
highways. 

The Pennsylvania Turnpike is 
the only road in the commonwealth 
on which speed in excess of 50 
miles is now permitted. 

In approving the bill, Fine said 
he “did not feel that we are in 
any way jeopardizing the lives of 
motorists or pedestrians,” adding: 

“All safety factors on our high- 
ways must be determined to the 
fullest extent. I believe this bill 
gives us an opportunity to arrive 
at a determination of the ratio of 
speed to safety.” 

The legislation authorizes the 
secretary “after due investigation” 
to establish 60-mile speed zones out- 
side of business and residential dis- 
tricts “where traffic conditions and 
other conditions of the highway 
make it safe to operate vehicles” 
at such speeds, 

The new law also stipulates that 
signs indicating the higher speed 
zones shall be spaced at least one- 
eighth of a mile apart. 

* * ok 


Tops for Tours 
Reopened Ford Rotunda 


Stirs Record Interest 

DEARBORN.—The newly re- 
opened Ford Motor Co. Rotunda is 
regaining its position as a top De- 
troit-area tourist attraction. 

J. G. Mullaly, Ford’s_ special 
events department manager, said 
310,868 persons visited the ex- 
hibition building between June 16, 
the reopening date, and July 31. 
July’s attendance of 176,085 visitors 
was 21,000 higher than any July 
total from 1936 to 1942, the last 
period the rotunda was open to the 
public. 

During July, 31,896 rotunda 
visitors took time for a two-hour 
tour of the Rouge plant. This was 
the highest monthly number of 
plant visitors since July, 1928. 

a * * 


Bold Action Asked 
For Philadelphia 


Philadelphia, with its colonia] 
heritage of narrow streets, is facing 
a serious traffic problem, and only 
a bold and drastic highway build- 
ing program, paid for by a thump- 
ing boost in State and Federal aid, 
will alleviate the condition, accord- 
ing to Victor E. Moore, City 
councilman, who is chairman of 
the Council’s Committee on Trans- 
portation and Public Utilities. 

State aid is “paltry” and the 
“handouts” by Pennsylvania to 
Philadelphia are a “brassy in- 
justice,” Moore said. 

Moore called for the construction 
of elevated highways, cutting 
through congested areas or looping 
around them to clear the traffic 
jungle. 


Branching Out 
Safety Crusader Reading 
Takes New Job 


Honors continued to pile up last 
month for Arnold Reading, of Win- 
throp Motor Co. (DeSoto-Plym- 
outh), Tacoma, Wash., a winner of 
the Automotive News plaque for 
traffic safety work. 

Reading was named chairman of 
the traffic safety committee of the 
Washington State Safety Council, 
according to Louis B. Hashman, ex- 
ecutive board chairman. 

Reading’s work in behalf of traf- 
fic safety goes back many years. 
He is chairman of the Inter-Indus- 
try Highway Safety Committee, as 
well as chairman of the highway 

(Continued on Page 23, Col. 1) 
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(Continued from Page 22) 


safety committee of the Washing- 

ton State Auto Dealers Assn. 
Participation in the governor’s 

safety conference is another of his 


interests. 
* * 


Dealer of Month Plaque 


Featured on Television 


A feature of Automotive News, 
the Dealer of Month award for 
outstanding achievements in the 
field of safety, was highlighted 
last week on the Bill Morey 
show over Detroit’s WWJ-TV. 

Appearing on the program were 
Jack Rose, president of Louis 
Rose Co. (DeSoto-Plymouth), the 
first winner of the Automotive 


Testing Engineers 
Meet, Approve 
New Standards 


ATLANTIC CITY.—The recent 
annual meeting here of the Ameri- 
can Society for Testing Materials 
was featured by 34 technical ses- 
sions and 565 meetings of technical 
committees, 

Reports were made by 72 of the 
committees, with the result that 63 
new specifications and tests were 
approved and revisions in 185 ex- 
isting tentatives and standards were 
acted on. Including the most re- 
cent actions, the ASTM now has 
about 1,965 standards, compared to 
the 690 it had 20 years ago. 

The board of directors reported 
that membership in the society 
passed 7,500 during the year and 
that the current annual operating 
budget is about $715,000. 

Honorary memberships were be- 
stowed at the meeting upon Dr. 
Horace H. Lester, of the Water- 
town Arsenal, Watertown, Mass., 
and posthumously upon Lloyd B. 
Jones, former engineer of tests for 
Pennsylvania Railroad Co, who 
died June 7. 

Ten veteran members of the so- 
ciety received awards of merit. 
They included: 

E. G. Ham, of Troy, N. Y.; J. T. 
MacKenzie, of Birmingham, Ala.; 
D. G. Miller, of St. Paul; R. E. 
Peterson, of East Pittsburgh, Pa.; 
C. H. Rose, of Washington; W. A. 
Selvig, of Pittsburgh; E. I. Shobert 
Il, of St. Marys, Pa.; E. R. Stivers, 
of Rockaway, N. J.; Jerome Strauss, 
of New York, and R. B. Young, of 
Ottawa. 

New officers were elected as fol- 
lows: 

President, Leslie C. Beard jr. 
Socony-Vacuum Oil Co., Inc., New 
York; vice-president, C. H. Fellows, 
Detroit Edison Co., Detroit; and di- 
rectors, N. A. Fowler, General Box 
Co., Des Plaines, Ill.; R. T. Kropf, 
Belding Heminway Corticelli, New 
York; T. F. Olt, Armco Steel Corp., 
Middletown, O.; J. R. Townsend, 
Sandia Corp., Albuquerque, N. M., 
and K. B. Woods, Purdue Univer- 
sity, Lafayette, Ind. 


Bendix Division to Build 
New Plant in Jersey 


TETERBORO, N. J.—The largest 
single expansion of Bendix Aviation 
Corp.’s North Jersey manufacturing 
facilities since 1942 has been an- 
nounced by Raymond P. Lansing, 
Bendix vice-president. 

A new building adding 103,250 
square feet to the firm, Eclipse- 
Pioneer division will be constructed 
to relieve pressure on the division’s 
main manufacturing plant. The 
new structure is expected to be 
ready for occupancy in September. 
Eclipse-Pioneer makes aircraft in- 
struments and accessories. 


Milner Ups Cashon 

R. E. Dumas, owner of Milner 
Chevrolet Co., Jackson, Miss., has 
announced the promotion of Harold 
K. Cashon from general sales man- 
ager to general manager. He also 
announced that Ralph 
former executive of Milner Chevro- 
let, has been transferred from 
Dumas Chevrolet Co., New Orleans, 
back to Jackson to assume the 
Position of general sales manager. 


News plaque; Joe Scudiere 
(Studebaker); Louis Miriani, 
president of the Common Council, 
and Jack Weed, service and truck 
editor of Automotive News. 


* * ® 


Bloomsburg Dealer Fills 


Courteous Drivers’ Tanks 


Courteous driving pays off in 
Bloomsburg, Pa., thanks to Blooms- 
burg Lincoln-Mercury Corp. 


According to Donald V, Kennedy, 
general manager, the firm sponsors 
a safety patrol which covers the 
streets three times a week and 
broadcasts over Radio Station 
WHLM. 

Courteous drivers observed by 
the patrol get a special plug on 
the program and, on top of that, 
an award of 10 gallons of gasoline. 

+ aa * 


H & S Shorts 
Traffic patrol activities consumed 


most of the time of Kentucky 
state troopers during the first six 








months. A report shows that they 
spent 162,554 hours on patrol duty 

. . Phil Walters, racing driver, 
proposes the establishment of com- 
munity “autogyms” to promote 
skilled driver training . . . George 
A. Jacoby, a General Motors ex- 
ecutive, has been elected president 
of the Michigan Safety Con- 
ference. 


A nine-point program has been 
submitted by the Virginia Motor 
Vehicle Conference to a legis- 
lative study commission, It de- 
mands, among other things, equi- 
table motor vehicle taxation, re- 
moval of state police from gener- 
al law enforcement duties to con- 
centrate on highway traffic, and 
adoption of a “first needs first” 
approach to construction. 

Philadelphia’s mid-city parking 
ban has resulted in a decrease in 
accidents and an increase in street 
capacity, according to city officials, 
who also revealed that the oper- 
ating speed of private autos and 
trucks has increased from 6.4 to 9.1 
miles an hour. 

A Michigan Highway Department 
check at 21 locations showed that 


driven faster than 60 miles an hour, 





“After this, we won’t announce 
vacation schedules until the last 
minute. They haven’t been worth 
a darn all week!” 





Motorcide is the word coined by 
the Texas State Highway Patrol to 
18.4 percent of all cars were being|describe the death of a motorist 
brought about by careless or negli- 


A Word to Watch 


or 2.2 percent more than a year ago.! gent driving. 








Premiums Used 
As U.C. Bait 
In Kansas City 


KANSAS CITY. — Here where 
construction men have not worked 
for three months and where finance 
companies have granted extensions 
of time on past-due payments, 
some auto dealers are using 
premiums to attract buyers. 

Schlotzman Motor Co (Ford), of- 
fers a kitchen-clock radio, a deep 
fryer or a three-piece set of 
vacation luggage with each used- 
car sale. 

Rice Motors is giving a man’s or 
lady’s Benrus $71.50 watch with 
each used car over $500. 

Other dealers advertise no down- 
payments and some who are closed 
on Sunday ask prospects to report 
Sunday deals to them on Monday 
morning and they’ll beat them. 

Another dealer advertised the 
$15.21 transfer fee as the only 
downpayment and reminded pros- 
pects that he accepts “anything of 
value” in a trade. 


DITZLER GIVES PLUS VALUE IN DEPENDABLE 
PERFORMANCE AND 


T iS ONLY NATURAL that the specifications a motorcar 
manufacturer sets up for the paints he uses on his 
products should be so very exacting. The sparkling lustre 
of a car contributes materially to its eye and sales appeal. 
The owner’s satisfaction and pride are enhanced by the 
way this gleaming beauty stands up. Moreover, the 
manufacturer desires to attain this attractiveness with 


economical time and labor costs. 


@ Ditzler Finishes have been delivering a plus over 
specifications —in appearance, durability and worka- 
bility — for more than fifty years. This practice of con- 
sistently giving more than is required has established 
and maintained Ditzler as the foremost exclusive pro- 


ducer of automotive finishes. 


@ Whether you buy original coatings or refinishing mate- 
rials, you can be certain there is nothing better than 
Ditzler. No other products are so well-balanced to give 
you the utmost in dependable performance combined 


with unusual economy in application. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


R 







DITZ 


PAINTS © GLASS + CHEMICALS © BRUSHES + PLASTICS + FIBER GLASS 
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Detroit 4, Michigan 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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DITZCO PRIMER SURFACERS 
OFFER YOU THESE 
3 GREAT FEATURES 


These tough, durable undercoaters 
have adhesion that cannot be matched 
by any other primer surfacer. 


hardly any sanding is required before 
applying top coat—saving labor costs. 


They have such excellent filling prop- 
erties that metal can be prepared with 
less time and effort. 





Flow-out is so nearly perfect that ; 


Available in nine colors — light and dark 
gray, yellows, reds, green, cream and white. 
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Terrific sales alds — 





any year now — 


but the 


Seats of the Future are here! 





OU can’t book orders on a gleam in some 

designer’s eye — but you sure can on 
AIRFOAM cushioned seats like that at right. In 
fact, they’re the type seats found in cars of 
many price ranges right NOW! 


That’s because motorists want AIRFOAM! They 
want AIRFOAM in seats, backs and armrests, 
they want it front and rear—and they want it 
plenty deep, all over! 


Once, only for luxury cars—Now a sales aid 


for any car! 


This richly detailed, custom 
look was once too costly for 
any car not in the highest price 
bracket. 


Today, AIRFOAM techniques 
and design-engineering have 
made it economically practical 
for cars in all price ranges — 
could help you sell any model 
on your floor! 


MORE AIRFOAM IN YOUR LINE—MEANS MORE NAMES ON THE DOTTED LINE! 








What’s more, they want the advanced styling 
made possible by AIRFOAM design-engineering. 


And they’re getting it! Each season, AIRFOAM 
Seats of the Future are in more and more 
models of more and more makes. Are they get- 
ting them in your line, too? 


Goodyear, Automotive Products Department, 
Akron 16, Ohio. 


AiRFOAM sells cars 
in many ways — 


e The only type cushioning with over 
half a million air cushions to each cubic 
inch, AIRFOAM “air-conditions” the ride 
—stays cool, fresh, inviting. 


e AIRFOAM’s deep luxury and gentle 
“uplift” make any car seem smoother- 
rolling, better ballasted. 


e A one-piece cushioning material, 
AIRFOAM holds its smart lines for the 
life of the car — protects upholstery 
fabrics—increases trade-in value. 
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Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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THE WORLDS FINEST CUSHIONING 
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k you'll like 
THE GOODYEAR TELEVISION PLAYHOUSE 
every other Sunday—NBC TV Network 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Cleveland 


August opened with continued 
strong car sales in the Cleveland 
area, with new vehicles displaying 
a marked firmness for this time of 
year. 

According to Leonard Fuerst, 
clerk of courts, sales of used vehi- 
cles in the last week of July 
reached 1,771, giving the entire 
month a total used-car turnover of 
8,494, at least 300 over July of 1952. 


Commercial sales, too, noted a 
sizable upbeat. New trucks sold 


reached 507 for the month, against | 000 


commercial turnover was 393, 


against 288. 
Commenting on the bulk of the 
automotive month the Federal 


Reserve Bank noted that used-car 
units showed a “2 percent pickup 
over the average of the four pre- 
ceding weeks .. . but new-car sales 
were still about 6 percent under the 
preceding four weeks’ average.”— 
(Sanford Markey.) 
o * + 


Richmond, Va. 
Increased auto sales for the first 
half of 1953 were reported by the 
semi-annual business review of the 
Richmond (Va.) Chamber of Com- 
merce. 

Also increased were retail sales, 
postal receipts and bank debits— 
all indications of greater business 
activity. 

Employed persons in the Rich- 
mond metropolitan area now total 
134,000 out of a population of 350,- 


423 for the previous month. Used| The chamber said that apparently 







Delco 


TZ Individually Engineered — Only 
Delco offers a complete line of shock 


used-car inventories were large. 
However, new-car sales for the 
first six months were up 20.3 per- 
cent over last year, it said, and 
used-car sales climbed 18.5 percent. 
—(T. D. Eaton.) 
+ 


Houston 

July new-car sales in Harris 
County (Houston), Tex., totaled 3,- 
501, it is reported, with commercial 
cars at 559. 

By makes, registrations were: 
Allstate, 2; Buick, 265; Cadillac, 64; 
Chevrolet, 931; Chrysler, 54; DeSoto, 
64; Dodge, 193; Ford, 868; Hudson, 
15; Kaiser, 62; Lincoln, 37; Mer- 
cury, 111; MG, 2; Nash, 27; Olds- 
mobile, 174; Packard, 14; Plym- 
outh, 263; Pontiac, 236; Studebaker, 
79; Willys, 16; Henry J, 19, and 
Jaguar, 5. 

New commercial-car sales in- 
cluded: Autocar, 2; Divco, 1; Chev- 
rolet, 244; Diamond T, 4; Dodge, 
33; Ford, 180; Federal, 1; GMC, 12; 


Studebaker, 8; White, 5, and Willys, 


4.—(Ruby Fenoglio.) 
* * * 


Washington, D. C. 


New-car sales for July in the 
national capital area were 149 units 
higher than for June, according to 
the Washington Automotive Trade 
Assn. 


The July total was 2,029, as com- 
pared with 1,880 a month earlier. 
The July figure even edged out the 
May total of 2,026. 

By makes, July registrations 
were: Buick, 137; Cadillac, 44; 
Chevrolet, 547; Chrysler, 77; De- 
Soto, 39; Dodge, 78; Ford, 310; 
Hudson, 38; Kaiser, 6; Lincoln, 
19; Mercury, 70; Nash, 28; Olds- 
mobile, 1382; Packard, 19; Plym- 
outh, 273; Pontiac, 160; Stude- 
baker, 40; Willys, 7; Austin, 2; 
British Ford, 1; Jaguar, 1; MG 1, 
and Miscellaneous, 5. 

The July total brought the year’s 
figure to 14,534, appreciably above 
the 52 mark of 13,067 at the end 
of July.— (William Ullman.) 

* * 


Birmingham, Ala. 

July sales of 1,530 new cars in 
Birmingham, Ala., were only two 
units short of the June total. 

Sales by makes were: Buick, 128; 


International, 54; Mack, 5; Reo, 6;! Cadillac, 25; Chevrolet, 409; Chrys- 


Shock Absorbers 
in acceptance! 


absorbers in types, sizes and capacities 


needed for each application. 


2 Uniform Ride— Exclusive spiral reser- 


voir tube improves performance and 
maintains uniform control under extreme 


operating conditions. 


3? Riding Comfort—Two mojor design 


developments permit Delco 


pression valves . 
control pistons. 


“Sealed for Life’ 


4 


Construction — 
Completely welded sealed-in unit for 
long life and increased safety. 


shock ab- conditions. 


sorbers to give the best in riding com- 
fort—Delco’s self-cleaning duplex com- 
. and Delco double 


increases life. 






Durability —Exclusive Delco ‘‘Mullti- 
Lip” seal is actually four seals in one— 
four times better—prevents fluid loss. 


6 Faster Response—Delco’s short ori- 
fices permit quicker response to road 


7 Highest Quality —Precision construc- 
tion throughout minimizes wear and 


& Strict Conformance to Specifications 
—Delco shock absorbers are inspected 
100% for ride control characteristics. 


Delco leads the field in production facilities, engineering 
development and product performance. That is why 
Delco is original equipment on more new cars and trucks 
than any other make. Cars equipped with Delco shocks 
give a better ride on all types of roads. Delco Products, 
Division of General Motors Corporation, Dayton, Ohio. 


Hydraulic Shock Absorbers 





ler, 35; DeSoto, 29; Dodge, 52; Ford 
367; Henry J, 5; Hudson, 6; Kaiser 
14; Lincoln, 17; Mercury, 92; MG, 
1; Nash, 32; Oldsmobile, 78; Pack- 
ard, 8; Plymouth, 120; Pontiac, 76 
Studebaker, 31, and Willys, 7. 

Sales of used cars continued 
slow, with prices slightly lower.— 
(Stuart Riddle.) 

* ¢ ®@ 


Pittsburgh 
Business activity in the Pitts- 
burgh area declined appreciably in 
the eweek ended Aug. 1 although 
new-car registrations showed a 
fairly large gain, according to the 
Bureau of Business Research of the 

University of Pittsburgh. 


The general setback, the bureau 
said, resulted partly from a drop 
in the volume of trade and partly 
from reduced industrial produc- 
tion. Freight shipments were up 
slightly. 

The bureau’s index of activity 
was 191.8 percent of the 1935-39 
average. It was 200.9 a week earlier 
and 184.4 a month ago. Steel mills 
in the area have reduced operations 
to 95.5 percent of practical capacity. 

The used-car market is expected 
to continue good until September, 
although prices are taking prece- 
dent over selection. The market 
appears to be dependent upon cus- 
tomers’ ability to make the down- 
payment. 

Most dealers are concentrating on 
taking in cars at low prices in or- 
der to avoid an inventory trap.— 
(Leon M. Leffingwell.) 


s * s 


Manhattan, Kans. 


For the third straight month, 
new-car sales in Riley County (Man- 
hattan), Kans., have shown a gain 
over the previous month. 


According to a report from the 
County treasurer’s office, 116 new 
cars were sold in July, compared to 
108 in June, 101 in May and 93 in 
April. 

Sales by make were: Ford, 34; 
Chevrolet, 22; Pontiac, 13; Plym- 
outh, 9; Buick, 8; Studebaker, 8; 
Mercury, 5; DeSoto, 4; Dodge, 3; 
Nash, 3; Oldsmobile, 3; Chrysler, 

2, and Lincoln, 2. 

Used-car sales also increased, 
with 321 registrations in July, com- 
pared to 275 in June. 

There were 13 new trucks sold in 
July, and only eight in June. Sales 
by make: Chevrolet, 6; Ford, 3; 
Dodge, 1; GMC, 1; IH, 1, and 
Studebaker, 1. 

There were 29 used trucks sold in 
July, compared to 28 in June.— 
(George M. Hunholz.) 

~ * * 


Augusta, Ga. 

New-car sales in Augusta have 
declined a bit compared to the same 
period of 1952, but many dealers 
expect an upswing about the mid- 
dle of September. 

Used-car prices have dropped con- 
siderably in the past month, with 
some dealers offering premiums 
such as radios, new tires and free 
gasoline in an attempt to boost 
a sales. — (Julanie Lamp- 

in.) 


Minneapolis 

Deliveries of new cars in Henne- 
pin County (Minneapolis) totaled 
3,041 in July, according to Finance 
and Commerce, daily business news- 
paper. 

This was a slight gain over the 
3,021 deliveries in June and 
brought the seven-month total to 
22,725, compared to 16,376 for the 
same period of 1952. 

Deliveries of new cars by makes 
were: Chevrolet, 728; Ford, 658; 
Plymouth, 303 ;Buick, 258; Pontiac, 
210; Oldsmobile, 205; Mercury, 177; 
Dodge, 126; DeSoto, 68; Studebaker, 
67; Nash, 65; Chrysler, 52; Cadillac, 
50; Packard, 35; Hudson, 25; Lin- 
coln, 21; Kaiser, 18; Willys, 4; Hen- 
ry J, 2, and miscellaneous, 4. 

New-truck deliveries totaled 162 
in July and 2,041 for the seven- 
month period. In 1952, the July to- 
tal was 197, and 1,730 were deliv- 
ered in the first seven months.— 
(Donald M. Lyons.) 





Bull Quits Presidency 
Of Southwest Show 


DALLAS. — Wayne Bull has re 
signed as president of the South 
west Automotive Show, giving a: 
his reason the pressure of business 

Bull heads Wayne Bull Auto 
Parts in San Antonio. A meeting 
has been called for Aug. 24 to elec 
a successor for the show post. 
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Washington 


(Continued from Page 14) 


been completed and that it was|for the commercial motor vehicle 


veighted heavily in favor of 
unions. In other quarters it was 
said that business efforts to halt 
such action had been “fairly suc- 
cessful.” 
+ + * 

Nickel Supply Improves 

ECAUSE of a substantial im- 

provement in the nickel supply 
outlook for the end of this year, 
it is believed that the Government 
will relax control of the metal at 
the beginning of the fourth quarter. 
Nickel now is subject to some 
of the strictest controls imposed by 
NPA on any metal. For a long 
time the supply has been barely 
sufficient to meet critical needs. 

+. * + 

Truckers Hit Excise Tax 


PPEARING before the House 

Ways and Means Committee 
during hearings on automotive ex- 
cise taxes, a spokesman for the 
National Council of Private Motor 
Truck Owners declared that since 
the motor vehicle user pays general 
taxes for the support of the 
Government in the same manner 
as other citizens, “the exaction of 


excise taxes in addition is discrim-| 


inatory and provides extra burdens 


Fall Promotion Kit 
Sent to Jobbers 


In ‘Care’ Drive 


NEW CASTLE, Ind.—A new fall 
promotion kit, “Get It From Your 
Jobber,” has been mailed to jobbers 
participating in the industrywide 
program division of the Automotive 
Advertisers Council, according to 
S. R. Robinson, advertising man- 
ager of the Grey-Rock division of 
Raybestos - Manhattan, Inc., and 
chairman of the committee. 

Included in the kit are a series 
of mailing cards explaining prod- 
ucts and service offered by jobbers 
to the repair trade, stories for local 
newspaper use, a new series of 
“Care Will Save Your Car” news- 
paper ads, and selected Christmas 
giveaway items. 

The fall kit is the second one re- 
leased this year to assist jobbers in 
the development of local sales pro- 
motion. 


Sales by Stars 


100 Entertainers Available 


To Spur Promotions 


DAYTON, O.—More than 100 top 
entertainers now may be engaged 
for sales promotion drives in the 
auto industry, it was announced 
last week by Cappel, MacDonald 
& Co., Dayton incentive sales firm, 
and William Morris Agency, Inc., 
New York talent agency. 

The agency’s clients include 
Danny Kaye, Rita Hayworth, Mil- 
ton Berle, Dorothy Lamour, Betty 
Hutton, Marilyn Maxwell, Jimmy 
Durante, Judy Garland, Ray Bol- 
ger, Danny Thomas, Martha Raye 
and Carmen Miranda. 

The two firms said they were 
prepared to offer closed-circuit tele- 
vision shows, personal appearances, 
specially produced stage shows, 
traveling units, low-budget Broad- 
way plays and even aquatic pro- 
ductions. 

In the new field of closed-circuit 
TV, the production can originate in 
company offices and be sent to as 
many as 110 theaters in 62 cities, 
eliminating the need for national 
meetings, MacDonald said. 


Brodlieb Takes Over 


Brookline (Mass.) Deal 


A new firm, Brodlieb Motors, 
Inc., has taken over Waldo Garage, 
Inc., Brookline, Mass., and will op- 
erate as a Mercury dealership. 

President and treasurer of the 
new concern ‘is Thomas Brodlieb, 
formerly head of Portland St. Ga- 
rage. Thomas J. Burns, formerly 
used-car manager for Eliot Motors, 
is vice-president and sales manager. 
Edward DiBasio is secretary and 
service manager. 

The property comprises about 30,- 
009 square feet of space and in- 
cludes a three-car showroom which 
will be redecorated. A new body 
Shop is to be added, 


operator.” 

G. W. Laurie, of Philadelphia, 
spokesman for NCPMTO, told 
the committee that approximate- 
ly 87 percent of all trucks 
registered in the U. S. are en- 
gaged in private operation, “thus 
the excise tax imposed upon 
trucks must be passed on to the 
consumer in the form of in- 
creased prices.” 

* 


* * 


Reciprocal Trade Viewed 


MONG bills the President 
signed just before taking off 
for his Colorado vacation was the 


Reciprocal Trade Act, of broad in- 
terest to American business. 

After affixing his signature, the 
President noted that the action 
provided only “a breathing space” 
until a new policy can be formu- 
lated next year. He labeled “our 
present trade agreements program 

. inadequate.” 

The measure provides for a 
17-member executive - legislative 
commission to make a study of 
the nation’s foreign economic 
policy. This report is expected to 
serve as a guide to the President 
and Congress in revamping the 
law when it comes up for re- 
newal next year, 

The Reciprocal Trade Act, en- 
acted in 1934 under the Roosevelt 
Administration, authorizes the 
U. S. to lower tariffs for countries 


American goods. 


Trucks pay out on the road—not in the shop! 
That’s why Borg-Warner designed and perfected 
MECHANICS Roller Bearing Universal Joints for 
trucks with special emphasis on simpler, speedier 
assembly and servicing, smoother running balance, 
longer trouble-free operation. 
MECHANICS truck type joint attaches to the 


transmission independent 


of the transmission brake 


attachment. Either joint or drum can be serviced 
independent of the other, and without disturbing 


Almost every American benefits every day from the 185 products made by 


THESE UNITS FORM BORG-WARNER, Executive Offices, ( 


re 


Young Farmers Get Lift from Porche— 


A Ya-ton Dodge pickup truck is handed over as a loan to the Thibodaux (La.) 
which offer similar advantages to| chapter of the Future Farmers of America by Schuyler Porche (left), president of 


Porche Motor Co. (Dodge-Plymouth). The group is given such a truck each year. 


other attachments or altering original factory balance. 

That means Jess shop time—more road time. And 
that’s why so many truck makers, fleet owners and 
other operators prefer MECHANICS Roller Bearing 
Universal Joints. 

Developed, engineered and produced by Borg- 
Warner’s Mechanics Universal Joint Division, this 
specially designed truck type joint is another outstand- 
ing example of how B-W ingenuity serves the auto- 
motive industry—every day. 


Bw ENGINEERING MAKES IT WORK 


PRODUCTION MAKES If AVAILABLE 
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OL darn it, I’m disappointed— 

like the guy, with a bun on, 
who knocked on Santa Claus’ front 
door one Christmas Eve while the 
old boy was hitching up his rein- 
deer, just to tell that pioneer of 
space flight that he was awfully 
sorry, but he couldn’t make the trip 
with him, 

Here I'd been enjoying visions 
of being invited by some scientist 
to chaperone a cocktail party on 
a jet flight to the moon. Of course, 
Dr. Wernher von Braun, who de- 
signed the V-2 rocket, had cau- 
tiously promised that with about 
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$4 billion and 10 years’ work he 
might build a satellite between 
the earth and the moon, from 
which space ships could be 
launched for voyages to Mars, 


However, I always read the 


science-fiction magazines and those 
pseudo-scientific “slicks” which are 
not far behind. Those writers are 
so optimistic that I thought it was 
only a question of months before 
someone would invite me to “press- 
agent” the first “colossal voyage 


into space,” which publicity wise| ™ 


would make “Gone With the Wind” 
look like prehistoric drama. 

But, here comes Dr. Heinz Haber, 
of the University of California, 
former director of space medicine 
at Randolph Field, Tex., with a 
corrective in a book entitled “Man 


in Space.” 
* * * 


Hazards Aplenty 


H® EMPHASIZES some physio- 
logical and psychological haz- 
ards, such as the importance of 
breathing, which have given me 
pause. He concedes that a satellite 
station might be practical but he 
doubts that a man could be happy 
on an alien planet, even if he 
could reach it. Then he adds, “The 
colonization of the solar system is 
an utterly unrealistic and utopian 





interest 








Jaguar Started with Sidecars— 





This humble building in Blackpool, England, was the first home of Jaguar Cars, 
Ltd., when it began with the production of sidecars for motorcycles in 1922. In the 
meantime, the factory has moved to Coventry, heart of the British auto industry, 
where Jaguar still makes sidecars, besides its other products. 


idea.” (Quite a shock to the Uni- 
versal Realty Development.) 

In a sober view of space travel, 
Dr. Haber points out that man 
evolved on this earth, subject to 
his need of oxygen, to a well bal- 
anced temperature and to a 
screening of deadly solar and cos- 
mic rays. Thanks to the atmos- 
phere, the millions of minute 
meteorites which pelt the earth 
every day are burned up long 
before they reach the ground. 

“The interplanetary space ship or 


the station,” he says, “will be the 
products of a slow evolution from 
today’s supersonic planes, which 
daring pilots have taken to the 
fringe of outer space, and their 
pilots have undergone experiences 
that are akin to those with which 
space ship pilots of the future must 
reckon,” 
* * * 


Perfection Mandatory 


= to some of the problems 
the engineers will have to meet 
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HKNTHUSIASM! 


ie: | 
AMERICANWEEKLY 
creates KHNTHUS IASM * 


This great national magazine hits the right people (9,300,000 moneyed families) at 


the right time (on Sunday ) in the right way (with material keyed to their personal 


enthusiasms) to give automotive advertising greatest possible impact! 


*Enthusiasm is interest raised to the buying pitch! 


lin designing a space ship or a 
“satellite.” Each must be the em- 
bodiment of perfection. The failure 
of a single radio tube might be 
disastrous. Man will be dependent 
upon an atmosphere in crude imi- 
tation of that to which he is ac- 
customed on earth. 

The crew will breathe the same 
air over and over again. All the 
air will pass through their lungs 
once every fortnight with grow- 
ing contamination by such poisons 
as carbon monoxide, ammonia, 
chlorine, mercury and _ various 
acids. Engineers with little ex- 
perience with poisonous exhala- 
tions will find that the interior 
smells like a combination of ma- 
chine shop and bathhouse. 

All that will separate the men 
from outer space will be a thin 
shell, like that of an egg. If the 
shell is punctured (for example by 
a meteorite the size of a pea) an 
“explosive decompression” will fol- 
low, comparable with the bursting 
of a toy balloon. In a fraction of 
one second, the crew would be in 
the same position as mice under a 
bell jar from which the air has 
been exhausted. 

Men, subjected to “decompres- 
sion” at a simulated altitude of 
25,000 feet, lose consciousness in 
three or four minutes. At 55,000 
feet, the limit of outer space, the 
time allowed to replenish the sup- 
ply of oxygen—15 seconds—would 
not be enough. There would not be 
;}enough tension to force oxygen 
into the blood against the pressure 
of waste gases generated by the 
blood. 

& * 


When Blood Boils 


| brain is dependent upon oxy- 
gen from the blood. Deprive it 
for a few moments and the end is 
death. “In laboratory experiments,” 
says Dr. Haber, “the simulated alti- 
tude of 63,000-foot level is always 
avoided, because there blood begins 
to boil in the lungs.” 

Those are just a few of the en- 
gineering problems suggested by 
the experience of the medical, 
physiological and psychological 
man, 

Among the “astronauts” are those 
who predict the control of the vast 

| resources of the universe and con- 
trol of the weather. Dr. Haber says 
these things can happen only after 
we have “subjugated the atmos- 
vhere . .. then can we become 
truly masters of the earth.” 

P.S. However, this is America... 
the year 1953. Suppose someone had 
told Wilbur Wright on that cold 
day in December, 1903, when he 
was loping along behind his broth- 
er, in that first flight at Kitty 
Hawk, that the day would come 
when a man would have breakfast 
in New York, lunch in San Diego 
and be back in New York before 
bedtime. 


Refinery to Market 
U.S. Royal Tires 


NEW YORK.—U. S. Rubber Co. 
announced last week that it had 
negotiated an agreement with 
Champlin Refining Co., Enid, Okla., 
for the sale of U. S. Royal passen- 
ger, heavy-service, farm and indus- 
trial tires through Champlin out- 
lets. 

Champlin is said to have the larg- 
est independently owned refinery in 
the world. From this refinery in 
Enid and through its own pipelines 
with terminals in Hutchinson, 
Kans.; Superior, Neb., and Rock 
Rapids, Ia., the company supplies 
700 distributors and more than 1,000 
service stations in a 12-state area 
extending from Oklahoma to the 
Canadian border. 

H. C. Oliver, sales manager for 
the U. S. Tires division of U. S. 
Rubber, announced that H. S. Gan- 
naway, manager of oil marketer 
sales in the central region, had 
been transferred from Chicago to 
Enid, and would coordinate U. S. 
| Rubber’s tire sales activities with 
| those of Champlin. : 


| Haley-Cowart Dealership 


Wrecked by $130,000 Fire 


Damage estimated at $130,000 was 
caused by a fire which destroyed 
Haley-Cowart Motor Co. (Ford), 
Douglas, Ga., and threatened the 
entire business district. 

The company’s loss was estimated 
at more than $100,000 by co-owner 
Crawford J. Haley. Mrs. George 
Tanner sr., owner of the building, 
valued it at $30,000. 
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But It’s Too Early to Be Sure, Chambers Say . . . 
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Budget Cuts Augur Tax Relief 


WASHINGTON.—In cutting $12.6 
billion from the Federal budget for 
1954 as submitted by former Presi- 
dent Harry Truman, Congress has 
paved the way to tax savings in 
the next few years, according to 
the Council of State Chambers of 
Commerce. 

The exact meaning of the 
savings depends on whether any 
of the cuts will have to be re- 
stored, the council said. 


The $12.6 billion cut in appro- 
priations does not mean a similar 
cut in expenditures, however. A 
large part of the appropriations cut 
from the budget were for aircraft 
and other hard goods to be de- 
livered in 1955 or later. Consequent- 
ly, any savings from these cuts 
will not be apparent until then, the 
council said. 

Furthermore, such expenditures 
as farm-price supports, veterans 


Managers Named 


To Staff New | 
Chevrolet Plants | 


DETROIT.—New management 
assignments were announced last | 
week by E. H. Kelley, general man- 
ufacturing manager, in connection | 
with Chevrolet’s expansion of man- 
ufacturing capacity. 

B. D. Marshall, who has been 
manager of defense manufacturing 
plants, becomes manager of Detroit 
and Buffalo area plants. 

M. W. Clark was named manager 
of the new Van Slyke Rd. engine 
plant in Flint. He formerly was as- 
sistant to M. K. Hovey, manager of 
Chevrolet’s Flint manufacturing 
plants. 

Charles A, McKenny was ap- 
pointed manager of the new spring 
and bumper plant under construc- 
tion in Livonia, Mich. He is now 
general superintendent of the spring 
and bumper plant. 

A. R. Roskilly, now manager of 
the aviation engine plant in Tona- 
wanda, N. Y., adds responsibility 
for the forge and foundry plants 
there, 

Named as superintendent of the 
forge at Tonawanda was J. L. Theis, 
while the foundry was assigned to 
Clarence Qualman. 


Popularity Gain | 
Seen for LPG | 


PHILADELPHIA.—With the lift- 
ing of price ceilings on fuel oils and 
gasoline, an increase in the use of | 
butane-propane and gasoline 
powered trucks is forecast by C. 
W. Perelle, president of ACF-Brill 
Motors Co. 

In California, Perelle said, whole- 
sale prices of automotive fuel oil 
have climbed faster than prices of 
gasoline and LPG (liquified pe- 
troleum gas). With continuing) 
shortages of automotive fuel oil in 
some sections of the country, oil 
prices may be expected to continue 
their rise toward parity with gaso- | 
line prices in those areas, according | 
to Perelle. 

This situation, he feels, puts high- 

efficiency, low-maintenance gaso- 
line and LPG engines in a favor- 
able new position in the market. 
; Butane-propane fuels are gaining 
in popularity daily wherever they 
are available, Perelle said, adding 
that one major oil company has 
announced an 83 percent increase 
in production of butane - propane 
for 1953 over its 1952 level. 


Battery Firm to Build 


Plant in Pennsylvania 


MOUNT UNION, Pa. — Robinson 
Co., Inc., an automotive battery 
concern of Blair, Neb., has an- 
nounced plans to build a $225,000 
plant here soon. 

The Robinson firm, organized in 
1950, manufactures a battery which 
is said to be self-recuperating. 





Englander Managers 
Gil Eichhorn has been selected as 
used-car manager and Jack Berlin 
as new-car manager of Englander 
aaaeet Reiner Nash, Inc., Cleve- 
and. 


benefits and public assistance 
grants are determined by eco- 
nomic conditions rather than by 
amounts provided for in regular 
appropriations bills. 

Major cuts in the budget were 
as follows: Requested for de- 
fense, $40.7 billion; final action, 
$34.3 billion. Requested for 
Mutual Security program, $7.6 
billion; final action, $4.5 billion. 
Independent Offices, requested, 
$6.4; final action, $5.2. 

In estimating Federal expendi- 


tration had made appropriation 
cuts of $8.7 billion from the Tru- 
man budget and at that time the 
Budget Bureau’ estimated that 
1954 expenditures would be $74.1 
billion, or $4.5 billion below the 
Truman estimate. 


“Our analysis of the subsequent 
appropriation reductions made by 
the Administration plus the addi- 
tional $3.8 billion cut by Congress 
indicates a saving in 1954 of at 
least $2 billion more. This would 
indicate total expenditures in 1954 
of about $72 billion. That total 


tures in 1954 at $72 billion, the could vary considerably py a 


council said: 


“As of May 25, the Adminis-' situation.” 


marked change in the international 





Pendarvis Buys Tim Motor— 


J. M. Pendarvis, former sales manager of Farmers Chevrolet Co., Holly Hill, S. C. 
has purchased Tim Motor Co., Edgefield, S. C., and will operate the dealership under 
the name of Pendarvis Chevrolet Co., Inc. Tim Motor was founded by F. E. Timmerman 
20 years ago. The modern building comprises 8,400 square feet, plus a used-car lot 
and parking space. The service department is described as one of the most modern 
in South Carolina for a town of small size. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


















It’s gentle because Steel-Vent’s two 


()-if 


IN REGULAR OR CHROME SETS 


Count on 





It’s gentle because the Steel-Vent 


Hastings for complete coverage—in regular or 


chrome sets for all passenger cars. Every Hastings Set is Motor 
Engineered for each make and type of engine, for each replace- 
ment condition, re-bore, re-ring or re-sleeve. And each set is 


built around the basic Steel-Vent oil control ring, 
the ring that’s tough on oil-pumping, gentle on 
cylinder walls. 









It’s gentle because Steel-Vent’s 


wall-contacting steel sections have 
rounded edges which provide hair- 
line contact and reduce drag to a 


minimum. 





spacer has extra wide vents that let 
oil flow through freely for extra 
cylinder wall lubrication. 


flexible, low-tension innerspring 
works only against the steel sec- 
tions—holds them on the wall 
with soft pressure. 


Result: maximum life, minimum wear. 





Steel-Vent Piston Rings 
Kegular or Chrome-Faced 


Motor Engineered for Replacement Service in Cars, Trucks, Buses and Tractors 
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Cr WILL depend a great deal on 
whether you are for him, or 
against him, as to how you reacted 
to the so-called biography of Roger 
M. Kyes in the Aug. 10 issue of 
Life. Some of his good friends 
thought that Life went out to cut 
Roger’s throat. Some who didn’t 
know him so well wondered if he 
could be all that the Life painted 
him to be. 


x * * 

As a guy who has watched him 
in two hard-hitting operations 
that called for more fortitude 
than most top executives have, 
more diplomacy than even Kyes 
is credited with having, and more 
foresight than most of his critics 
realize, I believe the story repre- 
sents honest reactions from each 
of the persons interviewed. 

But I am wondering just how 
many of the great unthinking 
public will be able to read between 
the lines and catch the fact that 
even in this story most of the 
“anti” remarks were made by men 
who no doubt had reason to resent 
personally some of the moves Kyes 
has felt compelled to make. 

To make my position clear as to 
Roger Kyes, I believe I can count 
on one hand all of the men I know 
who could even approach him in 
the peculiar characteristics and 
ability to do the job that C, E. 
Wilson and President Eisenhower 
shanghaied him to Washington to 
do. 


+ 
Swear by Him 
T TAKES intestinal fortitude of 
the first water to walk knowing- 
ly into the situation he was popped 
into, realizing that for sure he was 
going to be damned to the high 


Shop Chiefs Set 
Western Parley 


YAKIMA, Wash—An 18-man 
executive committee of the Western 
Parts & Service Managers Assn. 
announced after a meeting that this 
year’s convention of the nine-city 
group will be held Oct. 23-24 at the 
Chinook Hotel, here. 

Tony Falsetta, of Tacoma, Wash., 
association president, presided. Offi- 
cers will be elected at the conven- 
tion. 

The association is composed of 
local parts and service managers’ 
clubs in Yakima, Vancouver, Seat- 
tle, Tacoma, Olympia, Spokane and 
Ellensburg, Wash.; Portland, Ore., 
and Vancouver, B. C. 


* * 


By Bernie Thomas 
Associate Editor 

PARKED by allout dealer co- 

operation, the auto industry is 
making great strides toward pro- 
viding adequate service facilities 
on a nationwide basis for owners 
of cars equipped with air-condition- 
ing systems. 

Today’s buyer of auto air con- 
ditioning, according to an Auto- 
motive News survey, can expect 
that about 50 percent of the deal- 
ers handling the make of car in- 
volved will be able to take care 
of all or some portion of the 
repairs that might be required 
on the cool-comfort unit, 
Boiled down, that appraisal 
means that the availability of auto 
air-conditioning service is excellent 


heaven by a lot of brass and polit- 
icos whose favorite corns he not 
only would have to tread on, but 
perhaps amputate. 

He knew he had to do the same 
type of a job at the truck company 
when he took on that task. And 
I'll say this for the big boy—every 
man left on the job out there, 
whom I have known, today swears 
by him and not at him. 

I know of at least two cases 
where he showed he had a heart 
as big as all outdoors in the 
treatment of men in key jobs who 
would have been dead ducks if 
Rog had een the hard, ruthless, 
“ice - water - blooded monster’’ 
many of his critics in and out of 
the Life harangue have tried to 
make him out to be. 

Sure he is tough. So were Henry 
Ford, John Dodge, Walter Chrysler, 
Walter Flanders and many others 
who made the automobile business. 
I know some guys in the business 
today who are just as tough but 
who have acquired a polish and an 
outward appearance of sympathetic 
kindliness, and have to cut the 
throats of men under them who 
don’t measure up to their jobs. 
Many of these guys, however, let 
someone else do the firing—as did 
some of the oldtimers. 

* * * 
No Easy Way 
HE automotive business is a 
tough business. Managers have 
to fire men under them who, for 
one reason or another, fall down on 
their jobs under pressure. Sales 
managers have to replace dealers 
who don’t measure up to the yard- 
stick in what they do. 

But I don’t know a real man 
among them, including Roger 
Kyes, who takes any delight in 
that part of their job. I know 
guys who can’t sleep easy for 
nights after they have made up 
their minds that a certain man 
or dealer, who has been with the 
company for some time, must go. 

I note that the most critical of 
Life’s “roundtable” 
were either Air Force officers, GM 
employes who had never worked 
under or with Kyes, or Ferguson 
men, I hope the dear public gets 
the significance of the sour-grapes 
remarks. 

It has been common gossip 
around this neck of the woods by 
contractors to the air arm that Air 
Force men were “spending money 
like drunken sailors.” And Roger 
Kyes is just the kind of a guy who 
loves his America so much that he 

(Continued on Page 38, Col. 3) 


in certain southern regions of the 
nation, good at many eastern points, 
but spotty in other less strategic 
market areas. 
* * z 

eats the present score, despite 

the fact that the auto industry’s 
most expensive accessory is less 
than a year old as an item of fac- 
tory-installed equipment. 

Within another year, the fac- 
tories so far concerned are hope- 
ful they will be able to give the 
scope of auto air conditioning a 
“nationwide” tag. 

However, some large obstacles 
loom ahead in the form of city 
ordinances which require that serv- 
icing of auto refrigeration units 
must be done by licensed mech- 
anics. Most metropolitan cities have 


{merica’s Motor Vehicles 


More Items Per RO Pay Off ... 





flanagement 


Sell Needed Service 


rr. A THREE-MONTH period it is 
possible for a dealer to increase 
his customer labor income by as 
much as 39 percent and his parts 
sales by as much as 17 percent with 
only a 14 percent increase in cus- 
tomer volume. 


Harry Newman Motor Sales 
(Lincoln - Mercury), Detroit, has 
shown that such healthy increases 
in both revenue and gross profits 
can be achieved merely by selling 
additional items on each repair 
order. 

The importance of making extra 
service shop profits is emphasized 
in a service department study com- 
piled by a committee of the Auto- 
motive Trade Assn. Managers. 

* - * 


_ committee, in making its re- 
port, said: “It is easily conceiv- 
able that customer labor sales loss 
ratios per new car sold may vary 
betewen $40 and $50 per unit.” 

The committee found that, de- 
spite a profitable operation indi- 
cated on 12 returns, the average 
loss for each of a group of 24 
dealers amounted to $25,435.40. 
Shop expenses, it was found, were 
118.27 percent of income. 

Harry Newman approached his 
problem on the basis that it was 
costing him somewhere in the neigh- 
borhood of $1.50 to $2 in payroll 
time to process a repair order. 

a x = 


IHUS, on lubrication work, which 

he needed to maintain a steady 
flow of service customers to his 
shop, unless his order writers sold 
an additional needed service he was 
losing money on each “lube” job 
sold. 

Newman installed a program to 
increase the number of items 
sold per repair ticket without 
“barbershopping” or overselling 
his customers, which as every 
dealer knows may show a shop 
increase for a short time, but 
eventually will drive customers 
away. 

He knew that corner filling sta- 


commentators | © @ 


Knoerzer Co.'s New Used-Car 


tions were continually getting serv- 
ice work that his shop should have. 

So Newman instituted what he 
calls a “point of sale” system. Brief- 

ly, this provides for a complete file 
on each service customer, a sticker 
having a number corresponding to 
the customer’s file number which is 
stuck on the reverse side of the 
rear-view mirror. He dressed that 
action up with a bonus program for 
the service manager and order 
writers for “over-quota” business. 
* . * 

HE number deal enables the or- 

der writer to quickly grab the 

customer’s file the minute he comes 
in, showing him the regular mile- 
age operations that should be per- 
formed on the car. 

And, in addition to getting the 
service business the customer came 
in for, the order writer has the 
opportunity to suggest needed serv- 
ices that should be performed to 
provide adequate preventive main- 
tenance. 

“Before we put in our ‘point of 
sale’ system,” Newman states, “56 
percent of our repair orders were 
for one item only, and only 18 
percent were for three or more 
items. 

“Now, within three months, only 
38 percent of our repair orders call 
for but one item, two-item orders 
increased to 36 percent, and three 
or more items on each repair ticket 
increased to 26 percent, In six 
months we had an increase of 128 
percent in the number of ROs writ- 
ten for three or more items.” 

* * * 

— averages show that 

dealers generally lose money on 
approximately 43 percent of their 
shop orders, and in July the aver- 
age repair order written in a fran- 
chised dealer shop had but 1.25 
items. 

It is estimated that when a 
dealer brings his selling of needed 
services up two or more items 
per repair order, his customer la- 
bor sales alone should show a 





Lot— 


The recently completed setup at Leo P. Knoerzer Co., Inc. (Cadillac-Oldsmobile), 
Hammond, Ind., has a front footage of 200 feet. The addition on the right serves 
the reconditioning of used cars as well as storage space. Behind the lot is additional 
space for customer parking, with facilities for 50 cars. 


Air-Conditioning Service Moves Forward 


refrigeration service codes, but so| best kind of cooperation from 


far they have become an issue only 
in Detroit. 
* * * 

N DETROIT, an amendment to 

exempt auto air conditioning 
from the city’s refrigeration serv- 
ice code is considered almost cer- 
tain of passage. It is believed De- 
troit will set a precedent for the 
rest of the country. 

Factories say the progress made 
so far in providing service on 
auto air conditioning would never 
have been possible without the 


New Products 
Page 44 


dealers. 

Dealers, the factories report, have 
already laid out thousands of dol- 
lars for equipment and manpower 
training, paving the way for a serv- 
ice program, without which air con- 
ditioning could never survive the 
test of customer acceptance. 

There are a few factory people 
who hint that dealers have been 
inspired to cooperate on air-con- 
ditioning service programs, because 
the units are proving such profit- 


able items for them to sell. 
* + * 


OWEVER, such statements fail 

to survive close examination. 

Actually, a dealer’s profit on an 

air-conditioning unit amounts to 
(Continued on Page 39, Col. 1) 


slight profit without considering 
parts and accessory sales, How- 
ever, it is when a dealer increases 
the number of items per repair 
ticket that he also increases his 
sales of parts, as shown by the 
experience of Harry Newman. 


Green - Haldeman Co, (Chrysler- 
Plymouth), Los Angeles, approached 
a similar problem from a different 
angle. It steadfastly refuses to sell 
tuneups as a “cure-all.” 


Instead, Yale Lorden, general 
service manager, realizes that much 
customer ill-will is earned by the 
dealer who lets his order writers 
take orders for tune-ups, unless 
first the customer knows just what 
operations are covered in this serv- 
ice “package” and what he can ex- 
pect in the way of performance 
from his car when only a tuneup is 
performed. 

s * © 
ORDEN will permit a tuneup 
only after the customer has 
been fully informed. 


To test the soundness of this pol- 
icy, Lorden put six cars, for which 
owners had asked for a tuneup, on 
the dynamometer and analyzed 
what the cars needed to give the 
customers what they expected to 
get from a tuneup package. 

In not one case would a tuneup 
alone have given any of the cars 
what the customer expected in 
performance, 

As a result of this diagnosis check, 
the shop sold each customer several 
additional items on each repair or- 
der written. The customers were re- 
ported satisfied for getting what 
they expected to get in the way of 
performance when they brought 
their car in, with their goodwill 
toward the dealer considerably en- 
hanced. 

* * * 

c= No. 1 needed an engine over- 

haul, as it was burning oil and 
had excessive blow-by. If the cus- 
tomer had not been able to afford 
the overhaul, the least that should 
have been done was to remove the 
head and clean out the carbon, tune 
engine, clean plugs and remove coil 
suppressor. 

Other work found necessary 
was replacing the muffler and 


possibly the tail pipe, installing 
(Continued on Page 42, Col. 3) 


Dealer Unloads 
Slow Items on 


Bargain Table 


BRANSON, Mo.—Turnover is just 
as important to auto dealers as to 
department stores, according to 
Claude Binkley, owner of the 
Binkley Motor Co. (Chevrolet-Olds- 
mobile). 


Accessories and parts which are 
slow sellers are dumped on a table 
under a sign which reads: “Bargain 
Counter. All Items at Close-Out 
Prices.” 

Odd lots, last of a line or any 
other product which has lain too 
long on the shelf gets the bargain- 
table treatment. 

“We usually get the cost or 
possibly a little more back in the 
till,” Binkley said. “Most items 
placed on the bargain table move 
out rapidly. We also use this 
method to move dated merchandise 
which we decide is too old for our 
regular customers. 

“For instance, we had some seat 
covers for 1937 cars which hadn’t 
shown enough sales for a year. We 
cleaned them out quickly by plac- 
ing them on the bargain table and 
= the cue to not stock any more 
, 7s.” 
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NEW YORK. — The automotive 
industry, its suppliers and other 
satellites are collectively responsi- 
ble for close to $2 billion of this 
city’s yearly business, according to 
Joseph W. Farlow, executive vice- 
president of the Automobile 
Merchants Assn. of New York. 

Farlow, writing in The Westsider, 
a New York business magazine, 
drew a comparison between the 
automotive business in the “one 
and two horse-drawn vehicle era 
of 1910” and today. 

“In 1910,” Farlow commented, 
“all manufacturers in the United 
States produced 181,000 pleasure 
cars (as they were known in 
those days) and 6,000 trucks. Of 
these, some 12,000 passenger cars 
and 500 trucks were sold in New 
York City by a handful of 
dealers. Gasoline was sold in cans 
by a few enterprising kerosene 
dealers.” 

Farlow said sales for the entire 
year of 1910 were less than a 
normal week’s business for the 
automobile dealers of the city 
today. 

“From a handful of dealers in 
1910, there are now 1,026 new and 
used-car dealers selling cars within 
the city,” he said. “These dealers 
employ over 14,000 people, with a 
payroll of over $45,655,000. The total 
yearly volume of business for these 
1026 dealers runs into the 
hundreds of millions of dollars.” 

Turning to the current picture, 
the article continued: 

“In 1952 the new-car dealers of 
the five boroughs sold 107,180 new 
passenger cars. These cars had a 
retail value of about $300,104,000. 

“Add to this the figure of sales 
of new commercial vehicles, 11,715 
in 1952 for a volume of $35,145,000, 
the service and parts volume done 
by new-car dealers and the used 
cars sold by new and used-car 
dealers and you will find that this 
one segment of industry in the City 
will be over a three-quarter billion 
dollar business.” 

(It has been unofficially esti- 
mated that sales of used cars 
totaled 220,000 units in 1952 with a 
retail value of about $210 million.) 

The article said that with 1,- 
174,095 car registrations, 217,866 
commercial vehicle registrations, 
plus registrations for farm vehi- 
cles taxicabs, ambulances and 
trailers, the automotive industry 
has a far-reaching effect on other 
businesses “both kindred and 
afield.” 

To keep these motor vehicles 
running “requires terrific quanti- 
ties of gasoline and oil.” Farlow 


Auto Transporters 
Start Program 


Of Scholarships 


DETROIT. — The National Auto- 
mobile Transporters Assn. board of 
directors has voted to provide 25 
university scholarships annually 
for students interested in truck 
transportation careers. 

The unanimous decision was an- 
nounced by Richard E. Beiser, 
general manager. 

The NATA move was hailed by 
Walter E. Bronston, president of 
Fleet Carrier Corp of NYC and a 
member of the educational board 
of the American Trucking Assns., 
as the first major contribution to 
the educational program which 
ATA has been developing. 

Many universities have expressed 
interest in truck transportation 
courses, NATA said. A major in 
this subject will include courses in 
accounting, dispatching, tariff 
preparations, traffic management 
and accident prevention. 


Auto Course Planned 


KALAMAZOO. — Western Michi- 
gan College will open a curriculum 
in automotive transportation this 
fall, according to Dr. J. W. Gia- 
chino, head of the vocational-in- 
dustrial and technical education 
department. The aim he said, is to 
train service managers, salesmen, 
and supervisory and administrative 
personnel for manufacturing 
phases. 


$2 Billion Business 


1,026 New, Used-Car Dealers in New York City 
Help Set Auto Industry’s Pace 
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said there are 2,966 gasoline 
stations, exclusive of garages and 
other retail outlets. The total pay- 
roll for these stations is $18,138,000. 
Total gasoline consumption in the 
city is estimated at a billion gallons 
per year. 

Other items figured into the basic 
total are the 544 tire, battery and 
accessory dealers. They ring up an 
annual volume of $33,245,000 and 
employ 1,776 persons with a pay- 
roll of $4,970,000. Farlow estimated 
that the volume of business in the 






automotive parts and accessory 
jobber business totals $100 million 
annually. 

The nine motorcycle dealers in 
New York, it was said, account 
for a volume of $599,000 and em- 
ploy 30 persons, with a total pay- 
roll to $72,000. 

Farlow said: “From the fore- 
going, you can see that the auto- 
motive industry in New York City, 
in the selling end of the business 
alone, employs 29,654 persons in 4,- 
845 establishments, with a _ total 
estimated payroll of $110,612,000 
and a gross volume of $1,163 
million. 

“Add to these figures the sales 
volume of independent repair shops, 
tire repairs, glass replacements, 
storage garages, auto laundries, 
automotive insurance premiums, 
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Heiman Completes Expansion— 


This new showroom is part of the recently completed expansion of Harry Heiman, 
Inc. (Chrysler-Plymouth), Utica, N. Y. More than 6,000 square feet of space was added 
to the facilities. The showroom features glass windows more than 11 feet high. The 
first day of a week-long opening celebration attracted 2,500 visitors. 
truck and passenger car renting,|total business created by motor 
parking lots, radiator repair, and|vehicles in New York City alone 
numerous other businesses that are|would run close to 2 billions of 
kindred with motor vehicles. The | dollars.” 
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MARTIN-SENOUR THINNERS AND REDUCERS INSURE 
UNIFORM PERFORMANCE, TWO-WAY PROTECTION 


M-S Lacquer Thinners 


6286—PREMIUM THINNER for top quality results. Recommended when the smoothest 


possible finish is desired. 


6295 —"GENERAL USE” THINNER—medium drying. Recommended for all ‘round 


shop use with lacquer colors and undercoats. 


6298 —FAST DRYING THINNER—economical price. Often preferred for undercoats. 


M-S Synthol Reducers 


8001—FAST DRY—Recommended for cold weather 
use and where conditions require fast drying. 


8004—SYMETRO-FLOW—Amazing flow wihayite- 
tarding dust free or drying time. 


See Your N.A.P.A. Jobber f 


' MARTI 


2520 South Quarry Street, Chicago 8, Illinois 


Pacer Fuckaging. .. the only Positive Control from Factory to Finisher 


8002—FLEET REDUCER—Slow drying. Recommended 


for fleet and commercial work. 
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They Combine 148 Years of Service— 


These four employes of Clarence G. Carney, Inc. (Ford), Clarksville, Tenn., represent 
a total of 148 years of service in the automotive business. They are (from left) Buist 
Foust, sales manager, 33 years; Bill Titus, parts manager, 35 years; Robert Hutchinson, 
mechanic, 36 years, and Clarence G. Carney, who opened his dealership 41 years ago 
at the age of 19, after he had operated a shop for three years. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Slashes Chrys} 
Parts and accessor 


Assure performance 
that satisfies | 


Be certain your service brings thorough satisfaction. 
Use only MoPar—genuine Chrysler Corporation 
parts and accessories. 


They are engineered especially for Plymouth, Dodge, 
De Soto and Chrysler cars and Dodge ‘‘-Job-Rated”’ 
trucks. Because they are right in every way, they save 
you time and trouble—and they assure lasting 
customer satisfaction. 


Car owners in your community know about MoPar 
through powerful MoPar advertising in The 
Saturday Evening Post and other popular magazines. 
Profit now by serving this big “‘pre-sold”’ market! 


CHRYSLER CORPORATION 





PARTS DIVISION e¢ 





Dealer 


Following a dissolution of part- 
nership, Twin Falls Equipment Co. 
is now owned by R. L. and V. R. 
Teasley. The Mack truck dealership 
was retained by OC, G. Wyllie. Twin 
Falls Equipment will continue the 
distribution of bodies for school 
buses, and the sale of truck equip- 


||} ment and used cars. 


* * * 


Chauncey Joins Buxton 
The new general manager at 
Buxton Motors, Portland, Ore., is 
James Chauncey, formerly with 
Ralph Hoyt Co. 
* 


* * 


Remmer & Jordan Lot 
Ed Normoyle, general sales man- 
ager of Remmer & Jordan (Pon- 
tiac), Oakland, Calif, has an- 
nounced the opening of a used-car 
lot at 5200 E. Fourteenth St. 


Cooke Leases Cordes Plant, 


Takes Ford Dealership 


Thurston Cooke, Louisville, has 
leased the salesroom and shop of 
Bud Cordes, Inc., St. Matthews, Ky., 










details, 
Chrysler 
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and has taken over 


Ford 
dealership. The name of the new 
firm is Thurston Cooke Ford Co. 


the 


Cooke formerly was president of 
Thurston Cooke Motor Co, (Nash). 
John M. Thorn, former secretary- 
treasurer, has taken over as presi- 
dent of the Nash dealership, which 
has been renamed Kentucky Nash 
Co. 


* * * 


Two Cleveland Dealers 


Expanding Businesses 

Two west side Cleveland dealers 
are expanding their operations. 

N. J. Popovic (Chrysler - Plym- 
outh) is moving into new quarters 
at 3167 E. 117th St. A. D, Pelunis 
(DeSoto-Plymouth), Lakewood, will 
add a used-car lot to his business. 

* * + 


Ex-GM Aide Buys Deal 
Robert M. Campbell, former op- 
erating manager of the Motors 
Holding Division of General Mo- 
tors, now is an Oldsmobile dealer 
in Fort Worth, Tex. Campbell pur- 
chased the dealership from Harry 





PoOration 


to let people know that you recommend 
and install MoPar parts. For complete 
write to Advertising Dept., 
Corporation, 
Detroit 31, Michigan. 


Parts Division, 


DETROIT 31, MICHIGAN 











J. Fox, who owned it for 19 years. 
The name of the company is West- 
ern Olds. Associated with Campbell 
are his sons, Robert P. and Roger 
M. Campbell. 
+ 


+ + 


Govans Opens New Shop 


Govans Motor Co. (Chevrolet), 
Baltimore, has opened a new serv- 
ice center at 5600-5604 York Rd. At 
the grand opening, Clarence D. 
Grant, president, presented an 
award to Bill Sammis, service man- 
ager, in appreciation of his 25-year 
service to the company. 

* od - 


Time Honored 
16-Year-Old Credit Slip 


Accepted by Horgan 

On Dec. 23, 1937, Victor C. Camas 
of Brooklyn, received a credit in 
the amount of $185 from Ralph 
Horgan, Inc. (Ford), New York 
City. 

Recently, after a lapse of more 
than 16 years, that credit was hon- 
ored by Horgan on the purchase of 
a new Ford by Camas. 

* * o 


Eastern Motor Expands 


Eastern Motor Co., Augusta, Ga., 
has received a permit to erect a 
$9,000 building at 1331 Jones St., 
behind the company’s main build- 
ing on Broad. It will provide the 
firm with additional space for stor- 
ing and repairing automobiles, of- 
ficials said. 

& cd 


* 
R. I. Yeggs Get $2,000 
Burglars ripped open a safe at 
T. A. Clarke Motors, Inc. (Ford), 
Pawtucket, R. I., recently and stole 
approximately $2,000. 
* * * 


Crowley Buys Out Partner 

W. R. Crowley has bought the 
partnership interest of J. E. Etchie- 
son in Crowley Motors, Inc. (Dodge- 


Plymouth) to become sole owner. 
* * * 


Burson Buys in Georgia 


Homer Garrison Motor Co., 1442 
Broad St., Augusta, Ga., has been 
purchased by Robert Burson and 
is now being operated as Ballentine 
Motors, Inc. 

* * * 


San Fernando Valley 
Is Good to Milbeck 


You’ve heard the song about 
the San Fernando Valley? Well, 
it’s a favorite with Hy Miller and 
Bernie Beckman, who, just four 
years ago, began a Lincoln- 
Mercury dealership in a 35-foot 
building in Van Nuys, Calif.—in 
the San Fernando Valley. 

They began with eight em- 
ployes. Milbeck Co. has now ex- 
panded its frontage to a full 
block, its service volume has 
grown 800 percent over that of 
the first year, and it has 52 em- 
ployes. 


* * * 


Johnson Buys Site 


Bud Johnson Pontiac Co. has 
purchased the northeast corner of 
University and Aldine St. in the 
Midway district of St. Paul for a 
new showroom and garage building. 

* * * 


Ridout Leads Civic Group 


L. H. Ridout jr., Dallas auto 
dealer and former city councilman, 
has been named chairman of the 
Citizens Traffic Commission for the 
second time. Ridout was with Ford 
Motor Co. for nearly 20 years until 
he established his own dealership 
in 1947. 


* * * 


Nolen-West Opens 


Nolen - West Motor Co. (Stude- 
baker- Packard), Picayune, Miss., 
has opened on Highway 11 North. 
Frank Nolen is owner-manager of 


the business. 
* * * 


McMahon Appointed 


Vincent T. McMahon, head of 
McMahon Pontiac Co., has been 
appointed a member of the St. 
Louis Airport Commission by 
Mayor Raymond R. Tucker. The 
commission is an advisory body on 
aviation, and members serve with- 
out pay. 

* * cd 


Ireland Deal Sold 


Robert E. Youree, formerly of 
Las Vegas, N. M., has purchased 
the Oldsmobile and GMC truck 
dealership of H. W. Ireland, of 
Twin Falls, Id. Youree has been 

(Continued on Page 33, Col. 1) 
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(Continued from Page 32) 


n the automotive business since 
1929. Ireland purchased the dealer- 
ship last year from O, E. Cheney 
after having operated Union Mo- 
tors Co. (Ford) for some time. 
+ oe + 

King Joins Lauritzen 

As Used-Car Manager 

W. E. King has been named 
used-car sales manager for Laurit- 
zen Motors, Inc. 

At the same time, Paul R, Lau- 
ritzen, president and general man- 
ager, announced he would take 
over the used-car lot formerly op- 
erated by King as King Motor Sales. 

* + 


Donates Yacht 


D. C. Dealer Gives Vessel 


To YMCA Camp 


Kids at the YMCA camp near 
Washington are having a big time 
this summer as the result of a 
$12,000 gift from an auto dealer. 

The gift is a 40-foot sailing yacht 
and the donor is Lionel Kaplan, 
partner in the firm of Kaplan & 
Crawford (Dodge- Plymouth), 
Washington. 

Kaplan said the “Y” had taught 
him as a youngster to be generous. 

* * * 


Sawyer Buick Moves 


Sawyer Buick Co., 
has been forced to move from its 
downtown headquarters, a City- 
owned building which is to be oc- 
cupied by the Bureau of Municipal 
Government. The new location was 
formerly occupied by San Chez 
Motors Co. (Pontiac). 

a ok 


* 


New Kansas Nash Dealer 


Nemaha Motor & Implement Co., 
Sabetha, Kans., has been appointed 
a Nash dealership. 

+ * * 


Tropical Erecting Home 


Tropical Chevrolet Co., which has 
been operating in temporary quar- 
ters at 900 N.W. Seventh Ave., 
Miami, Fla., is building a perma- 
nent home at 880 Biscayne Blvd. 
The new plant will have two build- 
ings. pS sah ae 


South Bend Lot Enlarged 


Scherman-Schaus-Freeman (Stu- 
debaker), South Bend, has expand- 
ed its used-car lot to take in the 
entire 500 block on S. Main St. The 
lot now covers more than 25,000 
square feet. 

* x * 


Chatten Relocates Lot 


M. D. Chatten, owner of Chatten 
Motor Sales (Ford), 518 S. Second, 
Elkhart, Ind., has opened a used- 
car lot at 216-220 Harrison, which 
is closer to the dealership than the 
former lot at 1213 S. Main. 

a * * 


Delong Joins Taylor 


William L. Taylor, owner of Rail 
Splitters Auto Sales (Chrysler- 
Plymouth), 213-17 E. Monroe, 
Springfield, Ill., has announced the 
appointment of Harold Delong as 


new-car sales manager. 
* * * 


Packard Deal Assigned 


Sedalia Motor Sales, Inc., Mt. 
Sterling, O., has taken over the 
Packard dealership in Madison 


County. 
s a * 


Stewart Pontiac Burns 


Damage estimated by the com- 
pany at $100,000 was caused when 
a gasoline fire raged through Stew- 
art Pontiac Co., 1928 S. Dixie, West 
Palm Beach, Fla. Douglas Stewart, 
vice-president, said the repair shop 
was destroyed except for the walls, 
seven cars were a total loss, and 
equipment and parts were dam- 
aged. 


* * * 


Houston Bank Elects Smith 


A. H. Smith, president of Smith 
Chevrolet Co., Houston, has been 
elected a director of the Almeda 


State Bank. 
7 + ” 


Fordville Completed 
A new building for Fordville, Inc., 
dealership of Franklin, Overstreet 
& Co., Swainsboro, Ga., has been 
completed. The building has more 
than 25,000 feet of floor space. The 
name of the firm was changed to 


Milwaukee, | 





Fordville, Inc., on the date of the 
Ford Motor Co.’s 50th anniversary. 


* * * 


Heiman Firm Expands 

Harry Heiman, Inc., has opened 
a new sales and service building at 
W. Oriskany and Pine, Utica, N. Y. 
The expansion adds 6,100 square 
feet of floor space to the firm’s 
facilities. 

* * * 


McCune Heads Service 


Mack McCune is the new service 
manager for Thumas Motor Sales 
(Dodge-Plymouth), New Carlisle, O. 


* * * 


Copp on Lions Board 


Maynard Copp, Rochester (N. Y.) 
auto dealer, has been installed as a 
director of the Rochester Lions 
Club. 


* * * 


Thompsons Start Deal 


Sidney L. Thompson and N, C. 
Thompson have formed Thompson 
Brothers (Nash), Pendleton, Ore. 





Norfolk CHRYSLER-PLYMOUTH dealer 
credits GLOBE rame-Kondact* HOIST 


with 75% increase in repair orders! 


And that’s not all! In a letter praising Globe Frame-Kontact Hoists, 
G. B. Gifford, Jr., Sec’y-Treasurer of Green-Gifford Motor Corporation, 





railroad, banking and manufactur- 





Grether Dealership Built on Modern Lines— 


This night view of the Russ Grether Chrysler-Plymouth dealership, which recently 
opened in La Jolla, Calif., shows the modernistic design of the showroom. The service 
department in the rear is a ranch-type building. In front of the service area is the 
used-car department, accommodating up to 50 cars. 


Meidl Motors Sold 

Meidl Motors (Lincoln-Mercury), 
Green Bay, Wis., has been sold to 
a new firm to be known as Bird- 
Johns Motors and composed of Mrs. 
Marguerite Burdon Johns; Arnold 
Rebesch, of Milwaukee, and Arthur 
S. Bird, a director in a number of 


includes these additional figures: 


e@ An increase of 89% in lube jobs—using only 
one Frame-Kontact Hoist! 
e A boost of 133% in customer parts-sales! 


e@ An average increase of 133% in gross profit 
for the combined efforts of parts and service 
departments! 


Green-Gifford Motor uses four Globe Frame-Kontact Hoists. 
Mr. Gifford says: ‘‘Because this lift is so simple to place a 
because there are no obstructions from the lift 
while under the car, we found it necessary to use only one 

. our mechanics who are using 
the other three hoists are enjoying the same advantages 


car on... 


of our lifts for lubrication . 


and it would be impossible to sell them on any other 


kind of hoist.” 


View of the well-lighted, roomy 
shop of Green-Gifford Motor 
Corporation. The four Globe 
Frame-Kontact Hoists shown 
in use help mechanics make 
the most of their skill and 
turn out fast the kind of work 
on which this Chrysler- 
Plymouth dealer has built its 
excellent reputation. 
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* * * 


Petitt Named Manager 


Ed Petitt has been named busi- 
ness manager of Hand Motor Co. 
(Dodge-Plymouth), Jerome, Id., 
Bill Hand, owner, 
Petitt has been _identified with 
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the automotive business for more 
than 18 years, the greater portion 
of the time in Jerome. John 
Jacobs is shop foreman of the 
concern. 


+ + * 
Hudson Trail Opens 
Formal opening of Hudson Trail 
Motors, Inc (Hudson), 1305 Eighth 
St., Miami, Fla., has taken place. 
Izzy Tendrich heads the company. 
* o* * 


New Home for Valley 


Valley Motors, Inc. (Oldsmobile), 
Endicott, N. Y., has opened its new 
sales and service building at 811 
North St. George D. Gardner is 
president, 

* aa + 


Darger Gets Ford Deal 


Stanford P. Darger has been ap- 
pointed Ford dealer for Magna, 
Utah. The business, purchased from 
Harris Ford, will be known as 
Darger Ford Co. 

* * * 


GM Names Alexander 


To Community Post 


General Motors has announced 
that W. H. Alexander, Dade City 
(Fla.) Buick dealer, has been ap- 


announced. pointed to serve the next year as 


(Continued on Page 46, Col. 3) 





*Reg. U.S. Pat. Off. Globe Frame-Kontact Hoists are manufactured under one or more 
of the following patents: 2593630-2593635. Other U.S. & foreign patents pending. 





Globe Hoist Company, 1000 E. Mermaid Lane, Phila. 18, Pa. 
Factories at Des Moines, lowa and Phila., Pa. 


GLC 





RY THE BEST LIFT YTHE BEST wet \> 
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1000 E. Mermaid Lane 
Philadelphia 18, Pa. 


Name 
Address 


City and Zone........ 


GLOBE HOIST COMPANY 


| want fo know all about Globe Frame-Kontact Hoists. 
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Dodge V-8 Engine for Florida U.— 


The college of engineering of the University of Florida has been presented with 
a Dodge V-8 engine for classroom and laboratory work. Attending the presentation 
are (from left) R. L. Shugg, district manager of Dodge; Harry T. Poole, of Poole-Gable 
Motors; Joseph Weil, dean of the college of engineering, and R. C. Loman, Atlanta 
regional manager of Chrysler Corp.'s central service division. 


Hammes Staff Wins Trip 


Romy Hammes, Ford dealer in| to visit the Ford plant in Dearborn 
South Bend, recently flew the staff|as a reward for achievement in a 
of his parts and service department | three-month period. 












Better 
bearings 
make 
them 
better 
buys ! 
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Security Motive Seen 
In Diversified Output 


pezzcers of large companies to 
diversify their lines are pro- 
ceeding on such a scale that they 
amount to an economic revolution, 
according to the August report of 
the York Engineering & Con- 
struction and York-Gillespie Mfg. 
companies, Pittsburgh. 


“This diversification is part of 
the greatest economic hedge in 
history,” the report states. “Com- 
panies are spreading themselves 
horizontally as never before. 
They are extending roots into 
every conceivable market. Then, 
no matter how violent are the 
storms in the future, the trunk 
and the tree will remain sturdy, 
strong and productive.” 

Lateral diversification is being 
approached in two ways, by mer- 
gers and by adding new lines, the 
report notes. Among diversifications 
by merger, it cites Republic Steel’s 
acquisition of Owings-Sharpe, 


nao 


When competition gets tough—when buyers compare quality 
as well as price —“‘Hyatt-equipped”’ is a recognized guide to top 
value! That’s because business men know that Hyatt bearings are 
better bearings —performance-proved to last longer at peak 


manufacturer of plastic tubing; 
General Mills’ purchase of O-Cel-O; 
White Motor’s merger with Auto- 
car; RCA-Victor’s purchase of Es- 
tate Stoves, and the Kaiser-Willys 
consolidation. 

: + * * 

S EXAMPLES of diversification 

by branching out into new 
fields, it cites Armour’s venture into 
new chemicals; International Har- 
vester’s introduction of 77 new farm 
machines in 770 days and General 
Instrument’s invasion of the con- 
sumer market with. a television 
converter. 

There ‘are often other ad- 
vantages to mergers, the York 
report observes. Among them are 
reductions in the cost of distri- 
bution, such as when an eastern 
company joins with a western 
firm to supply customers from 
the nearest plant; getting trained 
men, and tax benefits, such as 












efficiency! And they know also that Hyatt bearings are a 





reliable indication of extra quality, longer life, and lower 
maintenance costs in any product they buy or sell! For 

cylindrical or spherical roller bearings, HYATT is the name to 
remember! “‘If it’s built with Hyatts, it’s built to be the best!’’ 
Hyatt Bearings Division, General Motors Corporation, Harrison, N. J. 


3 y ATT xu BEARINGS 





minimizing taxes by merging 
with a company with losses that 
can offset future profits and real- 
izing capital gains with a low 
tax liability. 


Today’s mergers do not run afoul 
of antitrust laws, the report says, 
explaining: 

“Fear of monopoly is the key to 
legislative thinking. A firm domi- 
nating a market today—as in the 
days of Teddy Roosevelt—may face 
trust charges. But one holding 10 
percent of 10 markets might be 
even bigger and still not be re- 
garded as a monopoly.” 

* * 


Delaware Fund 
Hikes Holdings 


The $15 million Delaware Fund, 
mutual investment company of 
Philadelphia, increased its equity 
holdings in the auto industry dur- 
ing the first half of 1953, according 
to its semiannual report. 

In the six months, the fund 
purchased 3,200 shares of General 
Motors common stock to bring its 
investment in this company to 6,000 
shares, and 500 shares of Stude- 
baker Corp. common stock for a 
total of 8,000 shares. These hold- 
ings constituted 4.03 percent of the 
fund’s total net assets. 

= * * 


Federal-Mogul Reports 
— Sales, Earnings 

‘ederal - Mogul Corp. reports 
that net sales for the six months 
ended June 30, totaled $18,192,790. 
Net earnings for the same period, 
after provision for taxes, were 
$1,404,999. 

In the corresponding period of 
1952, net sales were $18,160,125, 
and earnings totaled $1,256, 967. 

~ x ea 


American Brake Shoe Boosts 


Shipments and Earnings 


Shipments of American Brake 
Shoe Co. for the second quarter in- 
creased to $38,402,075, compared 
with $36,129,384 in the first quarter 
this year and $35,652,452 in the 
second quarter of 1952, the com- 
pany has reported. 

For the six months ended June 
30, shipments were $74,531,459, an 
increase of $613,355 over the same 
period in 1952. 

Net earnings for the second 
quarter were $1,497,302 and for the 
six months were $2,792,847. These 
compared with earnings of $1,295,- 
545 in the first quarter, $1,288,298 in 
the second quarter of 1952, and $2,- 
664,364 in the first half of last year. 

* 7” * 

Gabriel 
| Gabriel Co. has reported a net 
profit of $285,308 for the first six 
months of 1953, compared to a loss 
of $2,999 for the same period of 
1952. Earnings, after preferred divi- 
dends, amounted to 52 cents per 
common share. Net sales for the 
six months were $11,240,046, com- 
pared to $7,997,494 for the same 


period of last year. 
7 * * 


Air Reduction 


Net sales of Air Reduction Co., 
Inc., for the six months ended June 
30 totaled $67,203,365, it has been 
announced. This compares with $63,- 
080,940 during the similar period 
last year. Net income for the six 
months ended June 30 was $3,564,- 
148, compared with $3,887,901 for 


the first half of 1952. 
* 28 se 


Associates Investment 


Consolidated net earnings of As- 
sociated Investment Co. and sub- 
sidiaries were $6,801,535 after Fed- 
eral income tax provision in the 
six months ended June 30, com- 
pared with earnings of $5,542,379 
in the first half of 1952, according 


| to Robert L. Oare, chairman. 
7 s a 


Borg-Warner 

Net earnings of Borg-Warner 
Corp. for the first six months 
amounted to $10,845,200, compared 
with $10,867,457 during the same 
period a year ago, according to R. 
C. Ingersoll, president. Sales were 
$202,550,961 against $185,202,424 last 
year. 


Maloney Sells to Speed 


H. G. Maloney has sold Maloney 
Motor Co. (Chrysler-Plymouth), 
Commerce, Texas, to Hodge Speed. 
The new owner has changed the 
name of the firm to Speed Motor 
Co. and has appointed James Reese 
assistant manager. 
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Auto News from Britain 


Trucking Industry Regains Freedom Next Year; 
Car Exports to U. S., Canada Soar 


By Arthur E. Jones four-wheel drives and breakdowns 
Staff Correspondent have been placed so far. 


ONDON.—Plans are going ahead a. » s 
fast for the freedom of the| French Imports 
British trucking industry from) 7.\RENCH Citroen and Renault 
State monopoly. The denationaliza- models are now being sold in 
tion of the industry will take effect | Britain on a limited scale under a 
beginning next year, and a scheme|/tojen import scheme. So far, Re- 
is being devised for the sale of the nault cars on the United Kingdom 
truck business now held by the} market have been assembled in 
Government. Britain. This development follows 
Coupled with this is a new Gov-|the introduction of the German 
ernment plan to improve British | Volkswagen. 
tLighways next year with an ex- 
penditure of more than $60 million. 
* cd ‘ 


Output Remains High 











* * * 


Daimler Rebuilds 
oS has now completed the 





rebuilding of its Coventry plant, 


which was extensively damaged by 
bombing during the war. About 
700,000 square feet of factory space 
was lost. Production capacity is 
now much greater than before, with 
the assembly shop covering 300,000 
square feet. Two models—the Lan- 
chester and Daimler Consort—are 
being made at present. 

* * * 


Ford Diesel Tractors 


oe a from a trip to the 
United States, Sir Patrick Hen- 
nessy, managing director of Ford 
Motors, said the firm had obtained 
orders for Fordson diesel tractors 
from the U. K. plant at Dagenham 
which would sell in America for 
$20 million. Shipments have already 
started. 


This marks an expansion of the 
firm’s business in North America, 
for already large numbers of Ford 


more?” 








i auto production is re- 
maining high, with a weekly 
output in June of 11,500 units, pro- 
viding 57,535 models for the month 
for home and export. 

Truck and coach output was 
almost 22,000. Exports in June 
were 30,077 cars and 8,576 trucks 
and coaches. 

In the first half of this year, the 
United States and Canada were the 
main buyers of British cars, taking 
38,374 autos valued at $44 million. 
This was almost twice as much as 
the first half of last year. 

« + - 



























Austins in Korea 
N THE reconstruction scheme for 
Korea, Austin Motor Co. will 
supply trucks to the value of $1,- 
500,000. Orders for 600 long-wheel- 
base trucks, tippers, pickup trucks, 











Lawyer Scores 
Insurance Firms 
For Jury Attacks 


SPRINGFIELD, Mass.—Attorney 
John J. O’Connell, of Northamp- 
ton, has issued a counterattack 
against recent insurance company 
charges that exaggerated and fraud- 
ulent claims and lenient juries are 
partly responsible for high auto in- 
surance rates. 

O’Connell said his ire was roused 
“because of a nationwide propa- 
ganda campaign, appearing in peri- 
odicals, magazines and from word 
of mouth of insurance agents, all 
calculated to induce the public 
(future jurors) to cut down on 
jury verdicts.” 

“As a member of the legal pro- 
fession,” he said, “I resent the at- 
tempt on the part of insurance 
companies to dictate to judges, 
lawyers and juries what should be 








roved | 
100.000.000 times 


A HUNDRED MILLION PINTS SOLD BECAUSE... 





“Have you noticed it, too—how 
hard it is to drive in traffic any- 


tractors and cars have gained a 
place in the Canadian market. 








paid by way of fair and reasonable 
compensation to plaintiffs who have 
been injured.” 

O’Connell admitted that an oc- 
easional “phony” case reached a 
jury but declared: “such cases are 
few. To effectively present such a 
case would require a dishonest 
client, a dishonest lawyer, a dis- 
honest doctor, a poor judge and a 
gullible jury. In my limited prac- 
tice in Northampton, I can’t recall 
a single phony case and I have 
yet to run into a dishonest doctor 
who will change his testimony to 
suit the occasion.” 

The attorney quoted from an 
article in the Boston Herald of 
Apr. 9, which reported that Liberty 
Mutual Insurance Co. had increased 
its profits and financial strength 
in 1952. Auto insurance premiums 
brought in $59,092,341, it was said, 
and incurred losses were only $27,- 
204,353. 


Balerank to Construct 


Additional Factory 

CINCINNATI. — Balcrank, Inc., 
has let the contract for a 60,000- 
square-foot manufacturing plant to 
be completed on or about Dec. 1. 

Balcrank manufactures lubrica- 
ting equipment, pouring devices, 
machine-tool handles and metal 
furniture. 

The new plant will be located 
adjacent to present Balcrank man- 
ufacturing facilities. 


Davis Bosses Gill Shops 


Richard Davis has been named 
general shop foreman for Dallas 
Fiudson Co., Dallas Willys Co. and 
Packard Automobiles, Inc., three 
firms in Dallas headed by X. R. 
Gill as president. 


Casite eases new car break-in. Since Casite causes 
oil to penetrate into tight places—more than oil 
alone can—a tight, new engine will be properly 
lubricated before normal clearances are established. 
This prevents excessive friction during break-in. 


Casite tunes up older cars. Here’s your quickest, 
easiest, non-mechanical tune-up. A pint of Casite 
through the air-intake, or in the gasoline, gets rid 
of engine gum and goo, frees sticky valves and 
rings, lets the power zoom through. 
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New Books Cover 


. e . ° 
Ignition, Collision 

CHICAGO.—Two new automotive 
books, one dealing with fuel and 
ignition systems and the other with 
collision work, have been an- 
nounced by the American Technical 
Society, 848 E. Fifty-eight St., 
Chicago. 

“Automotive Fuel and Ignition 
Systems,’’ by Irving Frazee, 
William Landon and Ernest Venk, 
proposes to make the mechanic 
less of a slave to the service 
manual and more of a diagnostician 
and problem-solver. 

“Automotive Collision Work” 
covers repair-bill estimating, weld- 
ing, cutting, bumping, shrinking, 
soldering, metal finishing, door 
aligning and frame straightening. 


Casite cuts start-up wear. Casite in the crankcase 
speeds a film of oil to all moving parts. Finest oil is 
still “cold” at 100°F, must warm up to about 210° 
before the oil starts flowing freely. Casite makes 
slow oil move fast, even during “start-up.” 





Casite speeds the flow of oil. Laboratory tests show 
Casite speeds the flow of No. 20 oil 29% at 70° F., 
more when colder. And though oil is more fluid in 
cold motors, it has normal body in warm motors, 
so the engine gets proper lubrication all the time. 





Casite aids hydraulic valve lifters. Casite in the crank- 
case gets oil into hydraulic valve lifters quicker, 
helps the lifters function smoothly. Casite also 
carries away deposits of sludge and gum which 
cause lifters to stick and clatter. 


Casite is unconditionally guaranteed! Yes, your cus- 
tomer gets Better and Smoother Motor Perform- 
ance all year ’round or Double-Money-Back. There 
are no strings—he must be satisfied or he gets back 
twice as much as he paid. 





AMERICA’S NEWEST, FINEST UPPER CYLINDER LUBRICANT! 


Here’s a brand new, easy-to-use plus-profits item—ideal for both 
new and old cars and for all top oilers. Just add Caslube to the 
gasoline. Retails profitably at only 25c. Casite Division, Hastings 
Manufacturing Co., Hastings, Michigan. Casite, Caslube, Drout, 
Hastings Piston Rings, Spark Plugs, Oil Filters. 
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Kord Master- 


the last word in 


Power Steering 


makes its Bow! 









Power steering is the newest in a long list of Ford advancements that 
make Ford the outstanding car for °53! 


No other car near Ford’s price has ever offered so much! Ford was 
ns the first in its field to offer V-8 power. Today, Ford alone of all the 

low-priced cars offers the smooth, unsurpassed performance of 

a V-8 engine. And Ford’s Six, with Overdrive, won over all other cars 

in this year’s Mobilgas Economy Run Sweepstakes. 





| 
| 


Ford first brought to the low-price field a completely automatic 
transmission that combines the smoothness of a torque convertor 
and the gas-saving ‘“‘go”’ of automatic gears. In all, 

Ford offers 41 ‘“‘Worth More” features. 


And now, in addition, Ford brings to the public the newest and finest in 
power steering .. , Master-Guide, a system that’s exclusive in Ford’s field! 
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Here’s the Difference! Master-Guide applies hydraulic steering 
power automatically . .. and in varying degrees 

as required... right at the steering linkage, close to 

the wheels. At the same time the system serves as a hydraulic 
shock absorber to keep road jars and jolts 

from driver’s hands. As a result all the driver does 


is... guide the car ... Master-Guide supplies the muscles. 





Master-Guide is Just another reason why . og 


Its GREAT to be a FORD Dealer! 








FOR D Division o f FOR D MOTOR COMPAN Y 
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| Autocar's Pneumatic Tire Demounter— 
. Following its introduction of a pneumatic tire mounter, Autocar Co. now offers a 
similar machine to remove tires. On the left is shown the first step of the operation 
; in which the eight-armed spider, working on compressed air, forces the tire down and 
permits removel of the locking ring. The wheel is then turned over, and the second 
operation, which lowers the arm with compressed air again, knocks the tire com- 
pletely off. 





Bowen Building Sold 


The Buick dealership operated in| the first of next year. The building 
Tifton, Ga., by Bennie Bowen will|has been sold by Bennie and L, E. 
move from the building it now oc-| Bowen to a Tifton furniture com- 
cupies to an unannounced location! pany for a reported $100,000. 


Come to“U.S.” 





Backshop . 





By Jack Weed 


(Continued from Page 30) 


was willing to give up a good job 
and follow his chief to Washington, 
knowing full well that doing what 
had to be done for the good of the 
country would bring down the 
wrath of the wolves, as it has been 
portrayed in this Life story. 
* 


Confidence in Shop 


I NOTICED a picture of 17 me- 
chanics of Luke Motor Co., New 
Orleans, who had completed their 
Master Technicans Service Con- 
ference courses. This brought to 
mind a little squib in a late issue 
of Plymouth Products Information 
News by Bill Rice, service director 
for Plymouth. 


Bill had been talking with a 
Plymouth owner who had been 
touring and had some trouble. 
The tourist had the same lack of 
confidence in service shops that is 
common to far too many owners 
of our automobiles today, and 
told Bill that he “didn’t feel too 
good” about taking his car into 
a strange garage. It wasn’t until 


he saw the Master Technician 
diploma hanging over a me- 
chanic’s work bench that he felt 
his car was in good hands, 

Bill likens the Master Technician 
diploma to the diploma that a 
doctor hangs in his office to show 
his customers that he has taken 
a course of study in a recognized 
medical school. Bill thinks that the 
diploma gives the average citizen a 
feeling of confidence in going to the 
doctor and that the mechanics 
diploma has the same effect on the 
person who takes his car into a 
dealership for service. 


* * + 


Joker in the Deck 


I AM inclined to agree with him 
—if the dealer does not allow 
bad work to go out of the shop, 
which, of course, not only would 
nullify the effect of the diploma 
but give the shop and all of its em- 
ployes a bad name in the eyes of 
the customer. 

Again it’s a case of top 
management having to be on the 





—for any type of plastic product 


a ee 


The automotive industry can obtain 
products made of practically any plastic 
known to science at the Chicago Die 
Mold Plant of United States Rubber 
Company. 

In this plant, precision moldings and 
extrusions are produced by the most ad- 
vanced equipment plus great engineer- 
ing skills backed by research data. 

“U.S.” scientists are constantly ex- 
tending the world’s knowledge of plas- 


ene 


UNITED STATES 


Automotive Sales Division - 


RUBBER 


New Center Bldg., 7430 Second Ave., Detroit 2, Michigan 


tics. They constantly study the require- 
ments of the automotive industry and 
anticipate the new developments. 

A “U.S.” Automotive Sales Tech- 
nician will gladly assist you in selecting 
the right typ2 of plastic for your prod- 
uct or application. Remember that he 
is backed by top technicians as well as 
by the resources of United States Rub- 
ber Company. 


“U.S.” Research perfects it 
“U.S.” Production builds it 








COMPANY 


job to see that any type of pro- 
motion that will bring customers 
in, and give them a sense of con- 
fidence in the shop, does not 
backfire and lose customers in- 
stead of winning them. 


Customers can’t continually come 
in for service to their car and con- 
tinually have obviously needed 
service items neglected, and yet 
feel that the shop is looking out 
for their welfare. 

A friend of mine, in the business, 
had a leaky muffler and needed a 
new oil filter. To see what would 
happen, he also took off one wind- 
shield wiper blade and one hub 
cap. He also had a big ding in a 
front fender. He exposed himself 
and his car to 26 franchised 
dealer service departments and also 
to their used-car managers and 
salesmen. 

* 
Opportunity Begs 
OT a service salesman or service 
manager said a word about 
either the ding, the missing hub 
cap or the wiper blade, and not a 
used-car salesman or manager 
asked him if he weren’t about 
ready to trade for a newer car. 
No salesman ever asked if he 
knew someone that was going to 
buy. 

My friend comes up with some 
natural queries: “How poor must 
business get before they will start 
asking? Is bird-dogging old- 
fashioned and out of date?” 

I gave up on this some time 
ago, and don’t know the answers. 
Nor do I know when the ma- 
jority of franchised car dealers 
will be interested enough in 
getting business to ask for it like 
the grocer or drugstore man. 

Yet total gross has steadily been 
dropping, and dealers are com- 
plaining that there isn’t any market 
for new or used cars and that 
service isn’t providing them with a 
livable absorption. 

I don’t blame the factory sales 
managers for not paying more at- 
tention to dealer complaints as long 
as such conditions exist. 

If you don’t think that these 
conditions do exist, take a used car 
and drive to some town or part of 
the city where you are not known 
and see for yourself. The results 
you will get, you may be sure, are 
what a customer most likely gets 
in your store if you are a dealer. 


Leasing School 
Staged by Reo 


LANSING. — Reo Truck Leasing, 
Inc., subsidiary of Reo Motors, has 
completed a week-long training 
program in cooperation with the 
department of continuing education 
of Michigan State College. 

Presiding was Eldridge W. Reese, 
general manager of Reo Leasing, 
which has established leasing out- 
lets across the country. 

Men attending the sessions re- 
ceived training in the fundamentals 
of truck ‘leasing, which Reese de- 
scribed as a “highly complex, scien- 
tific approach to current trans- 
portation problems.” They joined 
regular members of the company 
at the conclusion of the meeting to 
begin a period of training in the 
field. 

Subjects studied during the 
program included the engineering 


* * 





of equipment, safety and _in- 
surance, rate development, cost 
analysis, preventive maintenance, 


and bodies and special equipment. 


_ Beating the Heat 


Safeguard Cooling System, 
Motorists Told 


BROOKLYN. — Educating and 
selling motorists on using proper 
chemical safeguards against engine 
overheating in the summer helps 
goodwill and volume in the auto 
service industry, says C. A. Benoit 
jr., president of Permatex Co. 

On summer trips, Benoit says, at 
least one of every 30 breakdowns 
is traceable to overheated engines. 
“Slow speeds caused by weekend 
holiday traffic jams put an extra 
load on cooling systems, particu- 
larly in cars over three years old,” 
Benoit says. 

Permatex technicians recommend 
a full cooling system checkup, ap- 
plication of cleaners, sealing com- 
pounds, anti-rust chemicals, radia- 
tor cements and water pump lubri- 
cants as an important part of “heat 
conditioning” service during the 
summer. 
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Dealers Spark Addition of Facilities .. . 
Air-Conditioning Service Gains 


(Continued from Page 30) 


only 20 percent, or substantially less 
percen than on most other 
automotive accessories. 

And, by the time a dealer adds 
up his warranty expenses, his profit 
will likely be much less than 20 
percent of the retail price. Most 
factory people are willing to con- 
cede that automobile air condition- 
ing is far from the perfect stage 
of development. 

General factory policy regard- 
ing the service of auto air-con- 
ditioning units is the same as for 
any other items of factory-instal- 
led equipment, That is, all service 
performed and parts installed 
should be done only by an author- 
ized dealer. 


This is one of the principal 
reasons why the auto industry is 
strongly opposed to having auto 
air conditioning come under muni- 
cipal refrigeration service codes. 

. * * 


Lox before any air conditioning 
was ever installed in a car at 
the factory, the factories concerned 
had service programs under way. 
These programs have been stream- 
lined to handle the most important 
needs first, with the streamlining 
leaving ample room for expansion. 

A program as follows is typical: 

The factory divides its dealer 
body into three different classes. 
Group A dealers are assigned major 
service jobs, Group B dealers get 
minor jobs, while Group C dealers 
are designated “quick servicing” 
outlets. 

Dealers in Group A constitute 
about one-third of the maker’s en- 
tire dealer body, and are its largest | 
dealers. There are enough Group | 
A dealers to handle service needs in | 
those areas where the highest per- 
centage of cars equipped with air | 
conditioning are being sold. 

= * * 
ROUP B dealers have been! 
trained and are equipped to)! 
handle adjustments and minor 
parts needs which it is believed 
cover 75 percent of the situations 
under which an _ air-conditioning | 
unit might malfunction in service. 

When Group B dealers confront | 
a problem they can’t lick, the fac- 
tory’s field service personnel is 
ready to step in. Also, warranty | 
policies have been made whereby | 
Group A dealers may render aid to | 
Group B dealers. | 

Group C dealers are small vol- 
ume dealers, and basically they 
are being trained and equipped to | 
handle the type of auto air-con- | 
ditioning repairs now being taken 
eare of by Group B dealers. 

And, as training by factory field | 
service people progresses, it is plan- 





Business Threat 
Seen in Lack 


Of Mechanics | 


MINNEAPOLIS.—(UTPS) —A | 
shortage of trained mechanics is 
undermining the automobile serv- 
ice business, C. A. Klaus, president 
of the National Standard Parts 
Assn., told 400 parts distributors 
from 11 midwest states at a meet- 
ing here. 

The meeting was held prelimi- 
nary to the Upper Midwest Auto- 
motive Trade Show at the 
Municipal Auditorium. 


Klaus cited two reasons for the 
shortage of auto mechanics. The 
industry is competing for trainees, 
he said, with such “glamorous” in- 
dustries as television, electronics, 
atomic energy, aircraft and radar. 
Secondly, he said, cars are becom- 
ing more complicated technically, 
requiring longer hours of service 
and more skillful mechanics. 

To solve the problem, Klaus said, 
NSPA is working with vocational 
counselors in the nation’s schools 
to attract more youths to the auto- 
motive service industry. It also is 
working with vocational schools to 
establish and maintain high stand- 
ards of training for mechanics, he 
said. 


ned to move as many Group B 
dealers as possible up into the 
Group A class. 
7 * * 

ACTORIES admit that they and 

their dealers have been able to 
keep pace with the volume of serv- 
ice required on auto air condition- 
ing largely because volume sales of 
this piece of equipment have been 
concentrated in the south and 
southwest sections of the country. 


Mechanics have been exposed 


DeSoto Sales Set 
Mark in 5 Months 


DETROIT.—DeSoto new-car sales 
in the first five months were the 
company’s highest in history, J. B. 
Wagstaff, sales vice-president, dis- 
closed last week. 

Wagstaff said the total of new 
DeSotos registered was 31.7 percent 
greater than that for the corres- 
ponding period of last year. 


to air conditioning in automo- 
biles in those areas for several 
years, easing the manpower prob- 
lems of dealers doing business 
there. 

Dealers throughout the country 
are short of mechanics in all shop 
departments, but getting a man to 
service auto air conditioning poses 
unusual problems, 

Despite the fast-growing popu- 
larity of auto air conditioning, it 
will be some time before enough of 
the units are in the field to warrant 
many dealers hiring a man full time 
to service them. 

* * + 
has many dealers are 
handing the assignment on a 
parttime basis to one of the most 
aggressive mechanics in their em- 
ploy, after he has undergone a 
period of intense training. 

Adherence to many city ordin- 
ances would prevent the dealer 
from assigning a man parttime to 
auto air-conditioning repair. Such 
ordinances usually state that to do 
refrigeration unit repair, a man 





“Our series 300 trailer comes 
equipped with a helium tank, 
which makes overloading im- 
possible.” 





must have at least three years’ 
training and be licensed. 


dealers will find it necessary to 
extend their refrigeration repair 
auto air con- 


Meanwhile, in anticipation that 
many cities will eliminate auto air 
conditioning from their codes, the 
auto industry has asked the Society 
of Automotive Engineers to draw 
up a set of safety practices for 


| servicing the automotive units. 


The SAE is doing that and its 
program will be distributed to 
dealers throughout the country. 

Auto air conditioning represents 
a new field of endeavor for both 
factories and dealers. It is a chal- 
lenge which is being met with 
typical auto industry enthusiasm. 


Wareheim to Receive 


Old Timer Citation 


BALTIMORE.—E. C. Wareheim, 
president of Commercial Credit Co., 
Baltimore, will be among several 
auto industry figures to be awarded 
distinguished service citations Oct. 
14 at the 14th anniversary dinner 
of the Automobile Old Timers. 


Auto people have tried to tell Wareheim is president of the Old 


organizations which repair com- 
mercial and home refrigeration 
that if they insist upon dealers 
hiring licensed mechanics, then 


Timers’ Maryland state council. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 





BUILDS CONFIDENCE 





WHEN A MAN SELLS PRODUCTS in which the public 


has confidence ... people have confidence in him. 
That’s why it pays to sell Quaker State Motor Oil 
and other Quaker State lubricants—symbols of 
purity, quality, and performance for almost 50 


years. Quaker State makes satisfied customers 
—the kind who come back for all your services. 
Quaker State builds confidence in you—helps 


build your business! 








QUAKER STATE 


MOTOR OIL AND 
SUPERFINE LUBRICANTS 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. @ MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
LEASE contract on an automo- 
bile is valid and takes priority 
over a subsequently signed condi- 
tional contract, according to a late 
higher court decision. 

For example, in Freedom Nation- 
al Bank v. Northern Illinois Corp., 
202 Fed. (2d) 601, the testimony 
showed facts as follows: 

A man named Marsh leased 
from a manefacturer a motor ve- 
hicle. The lease contract provided 
for a total rental of $5,668.44, pay- 
able $815.28 at once and the bal- 
ance in 36 equal monthly install- 
ments of $134.81. The total rental 
covered insurance and carrying 
charges in addition to the cash 
price, which was $4,309.15. A bank 
financed the deal. 

Later Marsh defaulted in his 
agreed payments and through a se- 
ries of deals Marsh executed a con- 
ditional sales contract in blank and 
left it with Bartels Motor Sales Co. 
When this conditional sales contract 





was completed, it included the mo- 
tor vehicle on which the bank held 
the lease contract and on which 
Marsh had defaulted payments. 
Although the original unit invoice 
furnished to Marsh by the manu- 
facturer described the terms of the 
transaction as “cash” and was 
stamped “paid” on the date the ve- 
hicle was delivered to Marsh, the 
higher court held that the bank 
could take possession of the vehi- 
cle because the lease contract had 
priority over the conditional sales 


contract. 
+ ” am 


Bailment Lease OK’d 


FOr comparison, see General Mo- 
tors Acceptance Corp. v. Hart- 
man, 174 A, 795. In this case Hart- 
man, the prospective buyer, wanted 
to buy an Oldsmobile but, not hav- 
ing sufficient cash, he executed with 
the dealer a bailment lease contract 
and paid the amount of cash he had 
as advance rental. 


Possession of the automobile 
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was then given to Hartman and 
the bailment lease was assigned 
by the dealer to GMAC. In hold- 

ing that the title of GMAC was 
valid as against subsequent cred- 

itors, the court said: 
“A bailment lease has long been 
an approved and legal method by 
which one desiring to purchase an 
article of personal property, but un- 
able to pay for it at the time, may 
secure possession of it, with the 
right to use and enjoy it as long 
as he pays the stipulated ‘rental,’ 
and the further right to become the 
absolute owner, on completing the 
installment payments called for in 
the lease, by payment of an addi- 
tional sum, which may be nominal 
in amount.” 
This court pointed out that the 
transaction was not affected by the 
fact that the automobile dealer de- 
scribed the transaction on his books 
as a “sale” and the bailment lease 
as a “bill receivable,” nor by the 
forms used in securing the neces- 
sary certificate of title. 
+ + * 

Payment by Check 
Fo further comparison see Hur- 
witz v. Carpenzano, 110 N. E. 
(2d) 367. Here the testimony showed 
that a contract for the sale of an 
automobile provided that if pay- 
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Scott Gives 6th Car for Student Training— 
Herbert W. Scott (right), president of Herbert W. Scott, Inc. (Oldsmobile-Chevrolet), 


Holyoke, Mass., presents a 1953 Chevrolet 
training director. This is the sixth car Scott 


to Wilbur F. O'Donnell, high school driver- 
has given to the school. During the summer, 


is also will be used in a course for instructors at the University of Massachusetts. 





ment is by check, the title will 
not pass until the check is paid. The 
seller delivered the automobile to 
the buyer who gave his check bear- 
ing the date of the transaction, but 
the check was later protested for 
insufficient funds. 

In subsequent litigation, the 
higher court held that the trans- 
action was a “conditional sale” 
and as the seller had not complied 
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AUTOMOTIVE LACQUERS AND uN 
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>~@ New Fast Drying Combination 


requires NO EXTRA EQUIPMENT! 


>@ NO ANNOYING ORANGE PEEL! 


~@ MORE PAINT JOBS PER DAY! 


>@ ASK YOUR R-M JOBBER! 







5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 
1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 


In Canada: Standard Paint & Varnish Co., Ltd., Windsor, Ont. 


Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 


with the state laws regulating 
conditional sales contracts, the 
seller could not gain possession of 
the automobile from the present 
possessor who had purchased the 
car from the original buyer. 


Generally speaking, of course, the 
seller can at once recover possession 
of an automobile from a buyer who 
promises to pay cash, and fails to 
fulfill his promise. However, if the 
seller fails to strictly comply with 
state laws regulating mortgages 
or conditional sales contracts, the 
seller cannot replevin the automo- 
bile from a person who purchased it 
from the original buyer, although 
the latter violated his agreement 
to pay cash for the automobile. 

x * * 


Responsibility Law 
Of Tex. Due for Test 


The Texas State Supreme Court 
has denied D. C. Gillespie’s motion 
for a new trial in his case against 
the State Department of Public 
Safety, which means that the 
state’s drivers’ responsibility law 
probably will be taken to the U. S. 
Supreme Court in a test of its con- 
stitutionality. 


U.S. Steel Merges 
Two Divisions; 


Reassigns Trio 


CLEVELAND. — A realignment 
of the sales organization of the 
American Steel & Wire division of 
U. S. Steel Corp. has been an- 
nounced by John Graham, general 
sales manager. 


The spring products sales division 
of American Steel & Wire will be 
combined with the manufacturers 
products sales division and will be 
headed by Charles W. Meyers. 
Edmond J. Walsh will be assistant 
manager of the division in charge 
of rods, wire, and cold rolled strip. 
Robert D. Knight will be assistant 
manager in charge of springs. 


Meyers is a veteran of 30 years 
with American Steel & Wire. He 
began in October, 1923, as a 
chemist. He served in the wire rope 
and construction materials division 
and the manufacturers products di- 
vision before being named manager 
of spring products sales in April, 
1949 

Walsh joined American Steel & 
Wire as a clerk in the order and 
warehouse department in Wor- 
|cester in September, 1928. Since 
| December, 1952, he had been as- 
|sistant manager of the manu- 
facturers products division. 

Knight joined American Steel & 
Wire in November, 1932. Since 
April, 1949, Knight had been assist- 
ant manager of spring product 
sales. 


| Richmond Dealer Upheld 


On Single License 

RICHMOND, Va.—Hustings 
Judge M. Ray Doubles has ruled 
that new and used-car dealers do- 
ing business at different locations 
are authorized by the City Code to 
be licensed as one business. 

Lynn Pontiac, Inc., instituted the 
suit. The retail license tax rate in 
Richmond is $20 plus .34 of one per- 
cent of retail volume. 


Krebs Gives Watches 


Krebs Service (Chrysler - Plym- 
outh), Michigan City, Ind., is cele- 
brating its 25th anniversary. A 
wrist watch is offered the buyer 
with each new or used-car order 
taken during the last two weeks of 
June. 
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By James D. Woolf 

Special Correspondent 
EVEN years ago, a client of 
‘7 mine sold nearly 30,000 no-bat- 
tery flashlights by mail, at $4.95 
each, through the medium of a few 
8-inch ads in four or five national 
magazines. 


This morning, 81 months after 
the appearance of the first ad, he 
got an order and a check for $4.95, 
together with a letter from a man 
in Johnstown, Pa. Said the letter: 


“About seven years ago I read 
with interest the enclosed ad, 
tore it out of a magazine, and 
filed it away against some pos- 
sible future need. Now I’m in the 
market for your product, I have 
a new outdoor job, one that re- 
quires me to do a lot of night 
driving, and I figure that your 
no-battery flashlight will be just 
the thing to carry in the glove 
compartment of my car. Hope 
you can fill my order.” 


I asked my client if he got many 
such belated orders, and he said 
that he did. At my request he 
checked back on this particular ad, 
and found that 65 percent of the 
orders he has received up to now 
came within 30 days after the issue 
date. The remaining 35 percent 
have been trickling in slowly but 
steadily since March 1946. “If my 
figures are correct,” said this ad- 
vertiser, “I have sold more than 
10,000 of the lights after the first 
month’s rash of orders.” 


In this column I have frequently 
contended that sales—and not 
merely “keeping your name before 
the public” —is, except in special 
situations, the proper objective of 
advertising. I did not originate this 
point of view and I am not unique 
in upholding it. I believe it is sub- 
scribed to by most successful ad- 
vertisers and advertising men. But 
there are some who scoff. They in- 
sist that advertising is primarily 
an instrument of remindership, of 
keeping one’s brand or one’s busi- 
ness in the public eye. 

* ob x 


What Reason for Ads? 


HESE scoffers maintain that 

only rarely does any given ad- 
vertisement effect, under its own 
steam, enough sales to justify its 
cost. 


“It’s silly to bookkeep advertis- 
ing on this basis,” argue these un- 
believers. “The place where the 
consumer is separated from his 
money is in the store. Why not face 
the fact that advertising is pri- 
marily a lubricant that accelerates 
the transaction at the counter?” 


These doubters believe that few 
people read advertising anyway, 
especially if the copy presents 
sober, hard-hitting, reason-why ar- 
guments. Most people hated to be 
bored by such tedious stuff. They 
like advertising that is clever and 
ow and a bit on the amusing 
side. 


those five cute Fire-Chief puppies! 
Maybe they aren’t salesmanship in 
print, but they certainly are a 
mighty catchy way to keep the 


Fire-Chief name before the public.” | 


I have never contended that 
advertising can always be evalu- 
ated on the basis of immediate 
sales. Except in unusual cases, 
perhaps relatively few, I do not 
believe that droves of people, 
wads of money clutched in their 
fists, go panting into stores after 
being fired up by an ad or a radio 
broadcast. I don’t believe adver- 
tising works that way. But I do 
feel that it is the real function 
of advertising to make sales— 
under its own head of steam. 


My simile isn’t entirely pat when | 


I say that sales-making advertis- 
ing works somewhat after the 
manner of a delayed-action time 


bomb. But it’s close enough. And|} 


this brings me back to the mail 
order from the Johnstown man 
who waited seven years until he 
was “in the market for your prod- 
uct.” 

If you accept the thesis that a 
Substantial percentage of those 
people who see or hear your ad- 
vertising are actively in the market 
now or later, you will see the good 
Sense of selling as hard as you 


“For example,” they say, “take| 
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Salesense in Advertising 
Tested Ideas for Small Business 


can. It is my notion, with reference | sow the seed that will blossom into 


to this “in the market concept,” 
that consumers fall roughly into 
four general groups, as follows: 

* * * 


Customer Groups... 


C= 1: Persons actively in the 
market at the very moment 
they are exposed to the advertiser's 
selling message. (Example: Henry 
Smith has definitely decided to buy 
a new shotgun tomorrow, or a new 
outboard motor, or a new disc plow, 
or whatever. Hence he will be 
“good huntin’” for any advertising 
guns that are aimed at him today.) 

Group 2: Persons not actively in 
the market at the moment for cer- 
tain things, but who know they 
will be in the not too distant fu- 
ture. (Example: John Brown 
knows now that his house must 
have a new roof not later than 
1954. Therefore, he finds himself 
reading ads of roofing materials. 
There is every possibility that one 
of the ads he may read today will 


a sale later.) 


Group 3: Persons not con- 
sciously in the market—now or 
later. Tthey are not alive to cer- 
tain problems in _ their lives, 
hence are not actively looking 
for solutions and satisfactions. 
Example: Women were almost 
totally blind to their need for 
underarm daintiness prior to the 
introduction of Odo-ro-no, the 
first perspiration deodorant. 
“Keeping your name before the 
public” will not create markets 
for products people do not know 
they need.”) 

Group 4: Persons completely out 
of the market for one or more of a 
number of reasons. (Example: An 
ardent prohibitionist is most un- 
likely to be influenced by advertis- 
ing of alcoholic beverages.) 

It is true, of course, that many 
categories of merchandise are uni- 
versal, or nearly so, in their useful- 
ness. Practically everybody is con- 





tinuously in the market.for the 
small necessities of life, such as 
sugar, salt, and toilet soap; and 
for the small everyday luxuries, 
such as beer and soft drinks, 
cigarets, and candy bars. But it 
does not follow that Mrs. Brown 
is actively in the market for one 
of these small products on the very 
day she is exposed to your adver- 
tising message. 

* + + 


The Time-Bomb Ad... 


| id HER pantry, for example, is 
a case of the family’s usual soft- 


drink, or perhaps of beer, and she} — 


may not be ready to buy again for 
another 10 days or so. Is this fact 
a valid reason for not giving her 
the full treatment with a delayed- 
action time bomb? That new roof 
John Brown will have to buy in 
1954 may be sold to him tonight by 
salesmanship in print. 

In short, nearly all people— 
with the single exception of 
Group 4—are in the market for 
the products or service you ad- 
vertise. If they are in the market, 
if follows that, sooner or later, a 
reasonable number of them can 
be sold by selling copy. 

.If this proposition is sound, it 
is folly, as I see it, to spend your 
advertising dollars just to keep 
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FiaMM A 


It’s against the law in Mas- 
sachusetts to cool one’s feet by 
letting them hang out of an auto- 
mobile window. 





your name before the public. Write 
your copy on the assumption that 
some day, if not today, the people 
who see your advertising will be 
in the market, 


Tullos Opens Deal 


Paul Tullos has opened a Nash 
dealership in Brownwood, Tex. 




































Get 50% More 


Profit on your 
UNDERCOATING JOBS 





UNDER-CAR SEALER AND SILENCER 


50% More Jobs Per Drum 

* Nokorode is concentrated —no excess solvent. 
You spray Nokorode to %” thickness—and it 
dries to almost %”. It’s made entirely by Lion 
under U.S. Patent 2393774, assuring controlled 
uniformity, controlled quality. Nokorode goes 50% 
farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ... Lower Labor Cost 
* Nokorode is uniform for smooth application 


—no troublesome ‘“‘blobs’’. . 


. flows freely, per- 


mitting steady pressure in the gun. There’s no 


lost time due to lost pressure. 


Nokorode is stable, made of highly compatible 
materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 
jobs—you save man-hours and money. 


Made and guaranteed by 


LION OIL 


EL DORADO 


undercoating profit. 


Please send information 


Name_ 
Address 
City__ 

State_ 








FREE! Details on how to increase 


LION OIL COMPANY, El Dorado, Arkansas 


with LION NOKORODE., 


COMPANY 


ARKANSAS 












on higher profits 
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Norwegians Study White Handling Methods— 
A Norwegian team of 10 transportation engineers recently observed materials 
handling methods at the White Motor Co. plant in Cleveland and inspected White's 


power-lift cab model, the 3000, as part of a study trip arranged by the Mutual 


Security Agency. 


Bray Gets Buick Deal 


Hal Bray Buick, 309 W. Eighth,|include Mamie Leib, office man- 
Coffeyville, Kans., is a new dealer-| ager; Cleora Speer, secretary; Jack 
ship owned and operated by Hal| Wilson, service manager, and Den- 
Bray. Other supervisory personnel | zil Harris, parts manager. 





More Items Per RO Pa 
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Selling Needed Service 


Ups Profit, 


Goodwill 


(Continued from Page 30) 


a new battery, adjusting brakes | and replacement of differential pin- 


and checking the lining, and re- 
packing universal joint, The car 
also needed new tires. 


Car No. 2, in addition to a tuneup, 
needed all primary wiring tightened 
and the differential oil seal replaced. 

Car No. 3 needed spark plugs 
cleaned or replaced, valve tappets 
adjusted and the clutch overhauled. 
The ignition timing on this car was 
as it should have been and needed 
no altering. 

+ * + 
AR No. 4 needed carbon removed, 
carburetor overhauled and spark 
plugs cleaned or replaced. 

Car No. 5 needed valves freed, 
a distributor overhaul, carburetor 
overhaul, clean secondary circuit, 
time engine, service universal joints 


ion seal. 

Car No. 6 needed repair or re- 
placement of the heat riser valve, 
carbon removed, carburetor over- 
hauled, a tuneup, wheels bal- 
anced, universal joints repacked 
and brakes adjusted. 


Dealers who are worried about 
low-profit potential under present 
competitive conditions could do no 
better than to follow the check 
made by Green-Haldeman, on a 
group of cars that come into their 
service departments for a tuneup, 
expecting the package deal to cure 
most maladjustments. 

The dealer could then judge for 
himself if the practice of selling 
a tuneup, which in far too many 
cases results in the replacement of 
a set of spark plugs, new points 
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the power you bought! 


TAKETHE HILLS IN HICH! 
Squeeze out every ounce of 
power your car can produce... 
and get more trouble-free miles 
between changes,too. How? Just 
switch toa brand of 100% Pure 
Pennsylvania Motor Oil, made 
from Nature's finest crude oil. 


ASK tor a brand of 
100% Pure 


PENNSYLVANIA 
nC la 


PENNSYLVANIA GRADE 
CRUDE O1L ASSOCIATION 
Out City, Penasyivenia 












“Keep the power you bought” 


Motor Oil 


More often than ever before, 
Association advertising is telling car-owners 






This message is being shouted 
from the pages of these seven 
leading magazines 


210 MILLION TIMES in 1953 


telling motorists to 


ASK tor a brand of 
100% Pure 


ULM UAE! 





the reasons for using a quality motor oil — 


for better performance and longer engine life. 


That’s why it’s good business for you 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


Oil City, Pennsylvania 


to carry and recommend to your customers 
a brand of 100% Pure Pennsylvania Motor Oil. 





and a new condenser by “fast dol- 
lar’ mechanics, would make their 
customers happy, and keep them 
coming to his shop with confidence. 

One of the big problems of “deal- 
er public relations” and lack of 
meeting an adequate absorption 
percentage today is due—say ex- 
perts who are working with dealers 
who have achieved these results in 
their shops—to too little manage- 
ment being generated by the dealer 
himself. 

The dealer leaves too much to 
his service manager, his order 
writers and his shop foreman. 
These men are all human, and 

even if they had the best intentions 
in the world of doing a good honest 
job, they might slip when they are 
never checked, especially when they 
see the “fast dollar” mechanics get- 
ting away with murder and being 
praised for it. 


Supplier Panels 
Highlight Truck 


Body Convention 


CINCINNATI, — Three panel 
sessions have been scheduled for 
the Truck Body & Equipment Assn. 
convention and exhibit here Sept. 
21-23. 

Panel members will include 
qualified representatives of various 
supplier industries. Each panel will 
be presided over by a moderator, 
and a question-and-answer period 
will follow the formal discussion. 

Participating in the discussion of 
“Insulated, Refrigerated and Low- 
Temperature Truck Bodies” will be 
Harry E. Lewis, of Industrial 
Mineral Fiber Institute, Inc., New 
York; E. M. Myers, of Gustin- 
Bacon Mfg. Co., Kansas City; F. W. 
Segerstrom, of Libbey-Owens-Ford 
Co., Toledo; H. P. Hansen, of Dole 
Refrigerating Co., Chicago; Rollin 
F, Allyne, of Hunter Mfg. Co., 
Cleveland, and Harold D. Johnson, 
of the U. S. Department of Agri- 
culture. 

“Materials Used in Truck Body 
Construction” will be discussed by 
E. P. White, of Aluminum Co. of 
America, New Kensington, Pa.; G. 
Keith Glaza, of Dow Chemical Co., 
Midland, Mich. and Charles M. 
Parker, of American Iron and Steel 
Institute, New York City. 

Discussing “The Impact of Fast- 
eners in Truck Body Construction” 
will be W. C. Stewart, of Industrial 
Fasteners Institute, Cleveland; C. 
L. Harvey, of Lamson & Sessions 
Co., Cleveland; D. H. Samuelson, of 
National Screw & Mfg. Co., Cleve- 
land, and E. G. Wertheimer, of 
Sterling Bolt Co., Chicago. 


Charge It! 


Exide Urges Battery Check 


In Stock Rooms 


PHILADELPHIA.—Proper main- 
tenance of batteries in stock is im- 
portant in assuring that customers 
receive storage batteries in top con- 
dition. according to an instruction 
sheet issued by Electrical Storage 
Battery Co., manufacturer of Exide 
batteries. 

In order to avoid poor perform- 
ance and shorten battery life, the 
company recommends a regular in- 
spection schedule coupled with 
“first-in, first-out” inventory meth- 
ods, 

While trickle charging of stock 
batteries is considered satisfactory 
for storage periods not exceeding 
three months, batteries should be 
boost charged if stored for longer 
periods, according to the company. 

The instruction sheet, entitled 
“Care of Stock Batteries,” may be 
obtained by writing to Electric 
Storage Battery Co., Box 8109, Phila- 
delphia 1, Pa. 


Minnesota Mining Buys 
Varnish Plant in N. J. 

ST. PAUL. — Irvington Varnish 
& Insulator Co., Irvington, N. J., 
has been purchased by Minnesota 
Mining & Mfg. Co. 

Herbert P. Buetow, 3M president, 
said directors of 3M have approved 
a $7 million agreement by which 
Irvington becomes a division of 3M. 
Buetow said Irvington stockholders 
will receive 3M common stoek and 
cash in exchange for their Irving- 
ton stock. 

Irvington produces insulating 
varnishes, varnished cloths and 
papers, resins and extruded plastic 
insulations. 
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10 More Car Outlets Join Roster. . . 


Miami Adding New Dealerships 


By George Connell 
Staff Correspondent 

MIAMI. — Running against what 
seems to be a national trend, the 
number of auto dealerships in the 
Miami area has shown a marked 
increase during the past year in- 
stead of a decline. 

So far as new-car franchises 
are concerned, observers say 
there is little danger of any go- 
ing out of business at the present 
time. 

Counting dealerships for foreign 
cars, 10 new firms have started up. 
Among the long-established dealer- 
ships there have been some changes 
in ownership, but in every case the 
sales and service organizations 
have remained intact. 


Three veteran dealers have re- 
tired. In the case of Sam Murray 
(Ford) and Richard Thiel (Chevro- 
let), executives of both organi- 
zations took over. When John 
Jones (Dodge-Plymouth) elected to 
concentrate on his Indianapolis 
properties, John Jones, Inc., was 
acquired by Ben C. McGahey, for 
years an executive of T. M. Mc- 
Gahey & Sons Motors (Chrysler- 
Plymouth). 

The John Jones organization re- 
mained intact. Don Allen took over 
Southland Chevrolet and Leo Adeeb 
now is sole owner of Beach Chevro- 
let. 


New dealerships were establish- 


Consent Judgment 
Ends Suit on 
Bearing ‘Cartel’ 


CLEVELAND.—Entry in Cleve- 
land Federal Court of an antitrust 
consent judgment against Norma- 
Hoffmann Bearings Corp., a new 
York corporation with offices in 
Stamford, Conn., was announced 
last week by Attorney General Her- 
bert Brownell jr. 


The complaint was filed July 31, 
1946, and charged that Norma-Hoff- 
mann in 1922 entered into an illegal 
cartel agreement with Hoffmann 
Mfg. Co., Ltd., Chelmsford, England, 
which provided for allocation of 
territories on a worldwide basis 
and the exchange of patents and 
know-how relating to the manu- 
facture, sale and distribution. of 
antifriction bearings. 

The consent judgment provides 
for termination of the alleged car- 
tel agreement with the Hoffmann 
company. In addition, it contains 
injunctions to prevent future re- 
strictive agreements between 
Norma- Hoffmann and any other 
manufacturer of bearings. 

Meanwhile, it was announced in 
New York that controlling interest 
in Norma-Hoffmann had been pur- 
chased by Universal American 
Corp., of New York, from Hoff- 
mann, Transfer of the ownership 
has ended British control. 


Norma-Hoffmann will continue to 
operate as a separate company with 
no change of officer personnel, 
except that Herbert M. Singer, of 
the firm of Levian & Singer, at- 
torneys, has been elected chairman 
of the board. 


McInerney Spring 
Realigns Its Staff 


GRAND RAPIDS, Mich.—James 
L. McInerney, president of McIn- 
erney Spring & Wire Co. since its 
inception in 1931, has been elected 
chairman of the board, while his 
~< James M., was elected presi- 
ent. 


Margaret L. Keller, co-founder of 
the firm and executive vice-presi- 
dent since 1931, became a vice-pres- 
ident and director, while William K. 
McInerney, another son, was named 
executive vice-president. 

Robert N. Alt and R. E. Ringgen- 
berg, vice-presidents, and E. D. To- 
bin, secretary-treasurer, remain in 
those positions. 

Directors are James L., James 
M. and William K. McInerney, Miss 
Keller, Alt, Tobin and Leon W. 
Harrington. 

The firm produces cushion spring 
Seat and back constructions, seat 
frames and convertible tops. 


ed in the area by Ford, Chevrolet, 
Buick and Oldsmobile. The tre- 
mendous growth of the northeast 
section of Miami, and its distance 
from the downtown area, led 
Ford, Chevrolet and Oldsmobile 
to establish new dealerships 
there. 

Buick created a dealership in the 
southwest section, along the Tami- 
ami Trail. J. D. Ball Motors is the 
largest Ford dealer. Tropical-Chev- 


Singleton Co. Merges 
With General Supply 


CLEVELAND. — Singleton Co., 
manufacturers of electro-chemical 
equipment, has merged with Gen- 
eral Supply Co., a distributor, ac- 
cording to T. R. Gill, general man- 
ager of the latter firm. 


Albert Singleton continues as 
president of the manufacturing con- 
cern which is incorporated separ- 
ately in the new setup as Singleton 
Co. and is located with General 
Supply at 5317 St. Clair Ave. 


rolet is handling that car in the 
northeast area, and Potter-Olds- 
mobile has been established along 
Kane Concourse, a causeway link- 
ing Miami and Miami Beach. 


Gregg Motors, which formerly 
handled Willys, was granted a 
Studebaker franchise along the 
Tamiami Trail. 

Meanwhile, Nolan-Brown opened 
a new sales and service establish- 
ment on Kane Concourse. 

Waco Motors, which handles 
imported cars, including Rolls- 
Royce, also opened a new sales- 
room on Kane Concourse, Four 
other outlets were opened to 
handle foreign cars. 

The used-car business continues 
to be highly competitive. As of Aug. 
1, there were 103 dealers listed in 
the telephone directory and it is 
estimated there are probably 50 
more used-car lots in business. The 
mortality has not been as high as 
observers had anticipated, however. 

Of the Big Three, only Chrysler 
Corp. has not opened an additional 
dealership. 
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MODELS 
SIMPLIFIED 
STEERING 

TURN THE WHEEL 


WITH ONE FINGER 
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Herr 

“I don’t believe I’d like that! 

I learned to steer using all of my 

fingers. I'd have to learn all over 
again.” 





Bloemberg Honored 


Al Bloemberg, sales manager of 
Madison Motors (Ford), Phoenix, 
Ariz., has received a “Driver of the 
Month” award from the Luke 
Greenway Post of the American 
Legion. Bloemberg has chalked up 
25 years of safe driving without 
an accident or traffic violation. 


oe 
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Booklet Analyzes a 
Operating Costs 
Of Wholesalers 


CHICAGO. — The 1953 edition of 
the booklet, “Cost of Doing Business 
in the Automotive Wholesaling In- 
dustry,” which has been released 
by the Motor & Equipment Whole- 
salers Assn., contains a survey of 
operating ratios and the cost of 
establishing an automotive whole- 
saling business of high standards. 


To assist wholesalers in making 
comparisons, the performance fig- 
ures for each volume group based 
on average percentages are given 
on separate pages, with space left 
for the wholesaler to figure his own 
operating percentages. 


According to J. Howard Reed, 
management and legislative coun- 
sel, the purpose of the booklet is 
to help wholesalers be more effi- 
cient in their operations. 

In addition to an analysis of costs 
of goods sold, gross margins and 
expenses, the book includes facts on 
machine shop operations, inventory 
turnover, salaries and freight. 

Inquiries on the booklet should 
be sent to MEWA at 309 W. Jack- 
son Blvd., Chicago 6, Ill. 
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@ Easier sanding .. 
30 minutes after application. 
@ High color hold-out... It helps give a rich, smooth 
gloss to top coats. 
@ Great adhesion and flexibility ... It resists 
e) chipping, peeling or flaking, even under the 
; worst conditions. 
@ Economy ... Primer Surfacer contains 
high solids that fill file marks and pits 
quickly, with less material. 
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DUCO Primer Surfacer is the best! 
Put the best to test today! 
E. |. du Pont de Nemours & Co. (Inc.), 
Refinish Sales, 

Wilmington 98, Delaware 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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Completely new DUCO Primer Surfacer 
turns out fast, easy, UNIFORM jobs 


For fast, trouble-free jobs, brand-new DUCO Primer Sur- 
facer just can’t be beat. Check these big new improvements. 


@ Remarkable stability ...less settling, both reduced 
and unreduced means better, more uniform jobs. 


. Primer Surfacer sands wet or dry 
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TOP PAST PROFIT 
RECORDS! USE DUCO 
PRIMER SURFACER 
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GARAGE HORSE — Drednaut 60-115 is 
rated at two-ton capacity, has a low 
height of 12 inches and a raised height of 
20 inches. A stamped steel base is rib- 
bed to provide added strength while the 
upright post and extension bar are con- 
structed of heavy steel tubing, according 
to Auto Specialties Mfg. Co., St. Joseph, 
Mich. 

 -: 


Retractable Wheel Chock 
Built for Heavy Loads 


A retractable wheel chock, which 
is claimed to be strong enough to 
hold the heaviest vehicles and 
loads, is being manufactured by 
Calumet Steel Castings Corp., 1610 
Summer St., Hammond, Ind. 

According to the maker, a wide 


curved bearing plate provides|~ 
maximum tire contact, and a grip- 
ping surface on the rear gives non- 
slip holding power. 
* * 





TRUCK-TRAILER HITCH—Premier 380 is 
a solid pintle-type hitch to accommodate 
a two-inch drawbar eye. Companion 
Model 480 will accommodate a 2'-inch 
drawbar eye. According to the maker, 
a locking mechanism makes it impossible 
to have false locking, since the latch will 
raise to the open position automatically if 
locking is not completed. Premier Mfg. 
Co., 409 S.W. Thirteenth Ave., Portland, 
Ore. 


= * * 


Columbia to Distribute 


Robergel Wire Wheels 


Columbia Motor Co. has been 
appointed distributor for Robergel 
wire wheels. 

These true wire wheels have 70 
spokes with adjustable nipples and 
a three-lever brass cap. They are 
available for Jaguar, 


* * * 


MG, Fiat, | 
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New Products 


Simca and Singer. Details are ob- 
tainable from Columbia Motor Co., 
245 West Fifty-sixth St., New York 
19, N. Y. 





SELF-LOADING CRANE—This new line 
of loaders is available in one-half to two- 
ton lifts. The crane mounts behind the cab 
and occupies only 16 inches of space. One 


model comes with an elevating mast, 
another with a fold-over superstructure, 
the latter for traveling and bridge clear- 
ings. Hoisting power is supplied by truck 
engine. Ray-Lind Mfg. Co., Iron River, Mich. 





REPAIR BENCH—Model J-60 is said to 
cut labor time by half. An electric elevator 
eliminates lifting of radiators in and out 
of testing tanks. The unit is 70 inches 
long and 382 inches wide. Accessories 
include air blowgun and manifold, solder- 
ing torch and manifold, air-pressure regu- 
lator and gauge, air filter, and pilot light. 
Inland Mfg. Co., 1108 Jackson St., Omaha 
8, Neb. 
* * * 
Air-Driven Screwdrivers 


Have Reversible Motors 


A new series of 24 air-operated 
reversible screwdrivers and nut 
setters has been announced by 
Thor Power Tool Co., Aurora, IIl. 








METERING PUMP—Designed for delivery 
of precise quantities of both normal and 
hard-to-pump liquids. Plunger stroke is 
adjustable, according to volume of de- 
livery, CC Pump Mfg. Division, Market 
and Madison Sts., Palmyra, N. J. 


* * * 


Shock Absorber Catalog 
Published by Monroe 


A new shock absorber catalog has 
been published by Monroe Auto 
Equipment Co., Monroe, Mich. 

The 20-page booklet lists all types 
of Monroe absorbers and tells which 
model is needed for different ve- 
hicles. 


* * * 


Wet Valve Refacer 
Is Offered by Lee 


A new wet valve refacer has been 
introduced by K. O. Lee Co., Con- 
gress and First Sts., Aberbeen, S. D. 

According to the manufacturer, 
it grinds wet or dry and is equipped 
with a five-inch grinding wheel. 
Standard equipment includes a dia- 
mond dresser, micrometer butt 
grinding attachment, tappets and 
rocker arms. It is designated as 
Model K500. 





TORQUE-LIMITING WRENCHES—Six new 
Proto wrenches calibrated in inch-pounds 
have been announced. They supplement 
the six foot-pound models introduced a 
few months ago. Capacities are 100 to 
750 and 700 to 1,600 inch-pounds. Three 
models have a plain head, and three 
have a built-in reversible ratchet head. 
All of them use a precision spring as the 
principal torque-controlling element and 
have a micrometer-type adjustment. Plomb 
Tool Co., 2209 Santa Fe Ave., Los Angeles, 


| Calif. 






PUNCTURE 
3718 






TIRE PUNCTURE SEAL—This new product 
is said to make any tire tube puncture- 
proof. It is squeezed through the valve 
stem into the tube and, according to the 
maker, then becomes bonded to the tube 
walls without losing its sealing qualities. 
Puncture Seal Corp., 93 Montgomery St., 
Jersey City, N. J. 





FLUORESCENT SIGN LETTERS—Day-Glo sign letters are attached to the window with 
cellulose tape. They are described as four times brighter than the normal color. They 
The units, all of which weigh two| come in four and eight-inch sizes. Realty Supply, 5901 Southwest Ave., St. Louis 9 


pounds, feature reversible motors to| Mo- 


-|permit the tool’s use in removing 


threaded fasteners. The tools are 
available in four basic speeds, 


ranging from 475 rpm to 2,000 rpm. 
+ * * 





SPARK PLUG—tLuthy Aero is claimed to 
give greater thermal conductivity, thus 
absorbing and radiating heat faster—a 
factor of importance in high-compression 
engines. Its three electrodes are said to 
last three times as long as an ordinary 
plug. Luthy Aeronautical Sales Co., 302 
Cooper St., Jackson, Mich. 

ee 








Auto News from Japan 





Importation of 1,440 Foreign Cars Allowed 
During Six-Month Period 


By Stuart Griffin 
Staff Correspondent 

OKYO.—A total of 1,440 foreign 

automobiles, mostly American, 

will be brought into this country 
during the April-September half- 
year period, according to the Min- 
istry of International Trade and 
Industry. 

Total value must not exceed 
$2.5 million, it was announced. 
Of the 1,440-car total, 380 will be 
used automobiles. 

The used cars are to be imported 
from the dollar area entirely. Sev- 
enty-seven will be for private use 
and 303 will be for taxi companies. 

* o* oS 
Nation Can’t Compete 


INISTRY officials have there- 

fore decided to scale down the 
original import numbers, though 
privately they dismiss the other 
line of argument. 

Japan, which manufactures a 
number of small cars almost en- 
tirely for the domestic market, 
simply cannot hope to offer com- 
petition with its inferior product, 
at much higher prices, against 
foreign automobiles. 

The top cars manufactured in this 
country, all small like the Datsun, 
Prince and Toyopet, sell for roughly 
$3,000 to $3,500 and are still in 
limited, high-cost production. 

*% * Oo 


Order Draws Criticism 
HE new cars will be furnished 
largely by U. S. makers. Other 
cars to be brought in will be the 


DISPLAY BOARD—Designed to attract the “do-it-yourself” customer, it is quickly} Opel, Volkswagen, Porsche, Hill- 
assembled without tools. The board is made of perforated masonite so as to lend| man, Austin, Morris, Riley, Fiat, 
flexibility in arranging equipment displays. Shown here are D. V. Perry (right), assistant | Simca, Renault, Peugot, and others 
sales manager of the DeVilbiss spray equipment division, and Frank R. Pitt, presi- | from Britain, France, Germany and 
dent of the Toledo Paint, Varnish & Lacquer Assn. DeVilbiss Co., 300 Phillips Ave.,| Italy. 


Toledo 1, O. 


There has been much recent 


criticism of importing even this 

number, which represents a 

marked slash from original MITI 
import intentions, 

Other branches of the Govern- 
ment and spokesmen for Japanese 
auto makers have leveled constant 
criticism at the MITI import policy, 
claiming that insufficient encour- 
agement is thereby given to the 
local manufacturing industry and 
that a Japan, currently kept eco- 
nomically on even keel mainly by 
the American war procurement pro- 
gram, should be following a policy 
of austerity rather than one of 
luxury goods buying. 


New-Rubber Use 
Climbs Slightly 
During Month 


NEW YORK. — New-rubber con- 
sumption during June amounted to 
120,462 long tons, 1.08 percent 
above May’s consumption of 119,171 
long tons, according to the Rubber 
Manufacturers Assn. 

Natural-rubber use in June 
amounted to 48,958 tons, or 40.64 
percent of total new-rubber con- 
sumption, compared with 46,862 
tons, or 39.32 percent of total new 
rubber in the previous month. The 
natural-rubber increase was 4.47 
percent. 

Use of synthetic rubber was down 
1.11 percent for June to 71,504 tons, 
compared with 72,309 tons in May. 

Consumption of reclaimed rubber 
by the industry was estimated at 
24,598 tons, 2.44 percent lower than 
the 25,213 tons used during May. 


Home on Wheels 


Designed for 
A-Bomb Threat 


WASHINGTON. — A Flint in- 
ventor, Merwin D. Willson, has ap- 
plied for a patent on a new-type 
automobile—convertible into a 
home on wheels for the family— 
which he claims may be the answer 
to the threat of atomic bombard- 
ment of American cities. 

Willson says that the primary 
objective of his vehicle “is to im- 
plement and temporarily maintain 
mass diffusion from _ congested 
areas threatened with atomic at- 
tack.” 

A space-saving housekeeping 
structure, the car contains space in 
the rear for dressers and cabinets 
and has an air-conditioning unit. 
Another feature is division of the 
front and rear seats into two 
segments separated by an aisle 
running from front to rear, This 
puts the driver in a seat by him- 
self, with a space between him 
and the other two passengers in 
the forward seat. 

Besides permitting passengers to 
move about while the car is in 
motion, Willson says it also may 
be the answer to future “laws 
which may compel a fixed gap be- 
tween the driver and companions 
to decrease highway hazards.” 

The body style of the new vehicle 
is of a type where the front and 
rear appear to be identical, with 
a sloping hood in front and a 
similar sloping lid covering the 
engine in the rear. Also, the auto 
bulges at the sides and roof to 
permit the split in the seats and 
to give the passengers stand-up 
room, 

Willson claims that from 90 to 98 
percent of his car could be pro- 
duced on the assembly line, with 
the household features being 
customized later. 






For Trucks Bows 


AKRON. — A new truck tire 
which has all nylon cords and is 
designed to give more original 
mileage than a regular tire and a 
recap combined has been an- 
nounced by B. F. Goodrich Co. 

J. E. Powers, manager of truck 
tire sales, said the new tire has de- 
livered more than 100,000 miles in 
many types of service in road tests. 
He said that the tire, which is de- 
signed for use on drive wheels of 
trucks and tractors, has a tread 
that is as much as 46 percent 
thicker than the tread of regular 
truck tires. 

The tire, called Traction Express 
Silvertown, is the result of a test- 
ing program which started in 1949, 
Powers said. He said that experi- 
ence gained in more than eight 
million miles of testing in all 
sections of the country indicates 
that the new tire will deliver the 
greatest mileage for traction 
wheels ever offered to truckers. 
Truck operators who have tested 
the tire call it the “100,000-mile 
tire,” he said. 


TBA Data 
Goodyear and Goodrich Issue 


Revised Manuals 


AKRON.—Both Goodyear Tire & 
Rubber Co. and B. F. Goodrich Co. 
have just issued revised manuals 
containing tire, battery and ac- 
cessory replacement data for cars 
and light trucks. 

The Goodyear book covers 1941 
through 1953 models, while the 
Goodrich manual is for 1938 
through 1953 models. 

The manuals list batteries, 
spark plugs, cooling system capa- 
cities, fan belts, radiator hose, ther- 
mostats, radiator caps, gas caps, 
tires, tubes, chains, floor mats, seat 
covers, wiper arms and blades, 
filter elements and filter kits, and 
fuses, bulbs, and cables. 


Buffalo Group Reappoints 


District Dealer Aides 

BUFFALO.—The board of direc- 
tors of the Buffalo Automobile 
Dealers Assn. has reappointed the 
following district directors to rep- 
resent dealers in their respective 
communities: 

East Aurora, H. Reed Hunt; Lan- 
caster-Depew, A. J. DeLacy, and 
the Tonawandas, Ervin J. Wolf. 











Correspondent George Glaser Writes . . . 
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Auto Letter from Europe 


eee ees Germany. — The 
hard - pressed auto industry of 
Germany is busy trying to figure 
out how the motorization of the 
country could be speeded up. 

Plans under discussion are two- 
fold: (1) To give used-car buyers 
a greater inducement through tax 
reductions, and (2) to reach new 
groups of buyers who, for eco- 
nomic reasons, so far have been 
unable to enter the market. 

Particularly, it has been sug- 
gested that taxes on new cars be 
staggered so as to enable the 
lower-income groups to buy cars. 
Under this proposal, the use of 
the car for going to and from 
work would become a deductible 
item from the income tax, 

Pleasure drivers, too, would 
benefit from such tax relief. 

In the opinion of the industry, an 


Octane Ratings 
Of Last Winter 
History’s Best 


WASHINGTON.—Average anti- 
knock ratings of gasoline sold at 
service stations throughout the 
United States in the winter of 1952- 
53 were the highest in history, ac- 
cording to a semiannual survey 
conducted by the Bureau of Mines. 


Both regular and premium gaso- 
lines were tested. 

The average octane numbers for 
premium fuel were 90.9 by the re- 
search method and 82.7 by the 
motor method. For regular gasoline, 
the research method number was 
84 and the motor method number 
was 79.1. 


The report, latest in a _ series 
made in cooperation with the Ameri- 
can Petroleum Institute, was based 
on analyses of 4,397 samples of 
gasoline. 

They represented the products of 
130 companies which manufacture 
and supply gasoline. 


In addition to octane numbers, 
the samples were tested for gravity, 
corrosion, percent sulfur, contents 
of gum and lead, vapor pressure 
and distillation temperatures. 

Highest octane numbers were 
found in the New England area. 
Lowest were found in the south- 
west. 


A. O. Smith Plans 
New Frame Plant 


MILWAUKEE. — A. O. Smith 
Corp., manufacturer of automotive 
frames, will build a frame-manu- 
facturing plant costing more than 
$5 million on an 80-acre tract it 
has purchased at Granite City, IIL, 
according to a company announce- 
ment. 

The plant, scheduled to begin 
production by early next summer, 
will produce not less than 40 per- 
cent of the annual passenger frame 
requirements of Chevrolet, the com- 
pany said. It will employ 800 to 
1,000 workers. 

In the new plant, the frames will 
be fully assembled for delivery to 
Chevrolet assembly plants at Oak- 
land and Van Nuys, Calif.; St. 
—— Kansas City, and Janesville, 

Ss. 


a e ' 
Premium’ Gas 
Calif. Motorists’ Purchases 
Buy Insurance, Too 
SAN FRANCISCO.—More than 
100 service stations are partici- 
pating in a new kind of premium 
to stimulate gasoline sales — $500 
auto accident medical expense in- 
surance policies for customers who 
purchase 150 gallons of gasoline. 
The plan _ was initiated by 


William D. Coldiron, of Coldiron & 
Peeples Oil Co., Inc. 


Upon the purchase of his 150th| 


gallon, the customer returns a 
Punch card to the service station 
which, in turn, forwards the card 
with the premium to Tebco In- 
Surance Premium Plan. Policy cost 
to the dealer is under one cent a 
gallon, it is said. 


2xport market cannot be success- 
fully developed unless it is backed 
up by a stable home market. Also 
linked with these problems is the 
development of better highways. 
The Bonn Government is known 





Foreign-Born Drivers 
California’s New Target 


Auto dealers in Stockton, Calif., 
have been urged to adopt a 
program that may help save the 
lives of some of their customers. 

The San Joaquin County 
Safety Council has urged dealers 
to carry out an _ educational 
program to make safer drivers 
out of foreign-born motorists 
who may not be familiar with the 
traffic laws. 


Dealers have been asked to 
check operators’ licenses before 
making sales to such persons, and 
to explain the laws governing 
registration and operation of ve- 
hicles. 


CUSTOMERS ASK FOR 
THE PURPLE OIL 





to be sympathetic to the plight of 
the industry and is cooperating 
with it in an effort to solve its 
difficulties. The Government has 
told the industry that substantial 
price cuts would be desirable and 
very helpful. 


* * * 


Diesel-Powered Tractor 


ANOMAG, the Hannover auto 

firm, which pioneered in diesel- 
powered cars several years ago, 
has come out with a new small 
single-cylinder diesel tractor, 
although it has not offered any new 
model in its car line since 1951. 

Special features of the tractor 
are two upholstered seats, three 
possibilities for the attaching of 
tools (in front, middle and rear), 
and six-speed transmission with 
four forward and two reverse 
speeds. 

It is believed that the General 
Motor-type diesel engine may have 
some significance in regard to 
Hanomag’s passenger car in prepa- 


Agricultural Service Station in Germany— 


45 





With the farm motorization program in western Germany progressing rapidly, 
specialized service stations, such as the one shown here, are springing up everywhere 
to take care of the maintenance of tractors and other farm machinery. 





ration. Experts say that the two- 
cycle, 12-horsepower diesel would 
be a smoother-running engine than 
the traditional types used so far. 

* oe * 


Impressions in France 


HE famous Le Mans race course 

in France is open to the public 
when no races are being held. In 
driving over the course recently 
for a short time, we came to the 
conclusion that anybody who can 
drive over this track at an average 
of more than 100 miles an hour for 
24 hours must be a very good 


Service Manager Finds— 


E. W. Novack says: “Selling heavy-duty 
ROYAL TRITON motor oil to car purchasers 
was not at all difficult. In fact, many cus- 
tomers were already wondering where they 
could get this amazing purple oil. They'd 
read about it in national magazines and 
were eager to try it. 

“And we are eager to recommend ROYAL 
TRITON, for, in our opinion, heavy-duty 
ROYAL TRITON is superior for keeping hy- 
draulic valve lifters and other precision en- 
gine parts in perfect operating condition. 
ROYAL TRITON keeps engines clean and 
holds wear down to a minimum.” 


E. W. NOVAK (left), Service Manager, Bill Burns Chev- 
rolet, Inc., Decatur, Illinois, tells another customer about 


ROYAL TRITON motor oil. 


Here’s how this amazing purple motor oil 
keeps engines clean and combats sticking 
lifters: 


1. ROYAL TRITON contains special com- 
pounds that reduce the formation of lacquer 
and varnish. 


2. ROYAL TRITON’s greater detergency re- 
tards sludge from clogging hydraulic valve 
lifters. Instead of depositing on engine 
parts, sludge and gum stay suspended in the 
oil until drained. 

Inquire about handling heavy-duty 
ROYAL TRITON motor oil in your automo- 
bile agency. Write your nearest Union Oil 
Company office: 

LOS ANGELES NEW YORK 
Union Oil Building 45 Rockefeller Plaza 


CHICAGO, 1612 Bankers Building 


NEW ORLEANS 
917 National Bank of Commerce Building 


CINCINNATI, 2111 Carew Tower Building 


UNION OIL 
COMPANY 


OF CALIFORNIA 





driver, indeed, and that he needs 
not only a good car, but good 
brakes and a good transmission, in 
addition to an excellent engine. 

Speaking of France, in the 
automotive field, as well as in 
politics, there are signs of a 
“reapproachment” between 
France and Germany. A taxi in 
Paris had painted on its sides: 
Mercedes-Benz. 

It turned out that the man who 
during the war was the German 
administrator of a large French car 
manufacturer is now the distributor 
for the same make in Germany. 












40-Year Plaque for Collier Studebaker— 


iJ 


Four decades of service with Studebaker is the record of Collier Studebaker Co., 
Rockford, Ill. On hand for the presentation of a plaque were (from left) Harry B. 
O'Neil, regional manager; H. M. Rohling, district manager, and Harry H. and Harold 


H. Collier, owners of the dealership. 


Edwards, Brown Shifted 


Gate City Motor Co. (Chrysler-|manager and Paul M. Brown as 
Plymouth), Greensboro, N. C., has|sales manager. Brown is president 





Dealer 
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GM community relations chairman 
for Dade City and vicinity. 

The chairmanship carries a com- 
munity service responsibility. GM’s 
department of public relations 
makes available a variety of educa- 
tional materials in the form of 
motion pictures, booklets and pres- 
entations for community use. 

* * * 


Tabor Chooses Steeves 
Tabor Motor Co., 15 N. Ever- 
green, Chanute, Kans., announces 
that Harry Steeves is now new-car 
sales manager. Steeves has been 
with the firm 10 years. 


+ * * 


Sherman Gets Packard 


Sherman Motors is the new 
Packard dealership in Sheldon, 
Ia, J. H. Sherman is president of 
the company. 

* + 


Grossman Adds Lot 
Max Grossman, of Suburban 


announced the appointment of|of the Greensboro Automobile|Chevrolet Co., Hopkins, Minn., a 


two lots across the street from his 
showroom to expand the firm’s 
used-car operations, Suburban 
Chevrolet also is building a new 
body, paint and reconditioning 
building. 


VanderGrift Gets Deal 


Western Implement Co. has been 
named Packard dealer in Worth- 
ington, Minn. John VanderGrift is 
president of the company. 

* * + 


Kale Opens Paint Shop 


Kale Buick Sales, of LaPorte, 
Ind., has opened an auto paint and 
body shop at 1005-9 E. Lincoln 
Way. 


* +. * 
9 Firms Become Members 


Of Northern Calif. Assn. 
The Northern California Motor 


Car Dealers Assn. has added nine 


new members. 
The firms are British Cars of 


(Chrysler - Plymouth), Palo Alto; 
Larry Larson’s Motors (Packard- 
Willys), Gilroy; Imperial Motors 
(Chrysler - Plymouth), San Fran- 
cisco; Hanley Pontiac, Los Gatos; 
Richmond Motors (Mercury), Port- 
erville; Willys of Marin, San An- 
selmo;. Mack Lazarus (Kaiser- 
Frazer), Fresno, and Weil Motors 
(Ford), Jackson. 


Wilkinsburg Parking Lot 

With parking limited, Wilkins- 
burg Sales & Service Co. (Buick 
Wilkinsburg, Pa., purchased nearby 
property and provided a parking 
area with a 200-foot front and 125- 
foot depth. 


Nelson Gets Buick Deal 
W. J. Nelson Co., Inc., is the 
new Buick dealer in Amboy, 
Minn. R. J. Nelson is president 
of the company. 
. * . 


Rinkel Opens New Lot 


R. C. Rinkel, of Merit Chevrolet 
Co., St. Paul, Minn., is opening a 
new lot on Payne Ave. for used 
cars and trucks. 

* * a 


Gentle Gets Packard 





Charles W. Edwards jr. as general | Dealers Assn. Minneapolis suburb, has purchased! Burlingame; Crown Motor Sales Gentle Motors has been named 
Packard dealer in Austin, Minn. 


Steve Gentle is president of the 


¥ company. ‘ 
° * 
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Storck Chevrolet-Buick Co. has 


COMPARE THESE LOW KRW FACTORY-TO-YOU PRICES FOR TOP QUALITY SERVICE EQUIPMENT! ae th inane, th 7. 
f ' Ol ea a a % Storck is president of the firm. 
; ae * * « 
mt ; Jeck Adds Buick 


Jeck Chevrolet-Buick Co. is the 
new Buick dealership in Spirit 
Lake, Ia. G. V. Jeck is president of 


ni green 
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‘4 5 Sandin Replaces Ulmen 
Ske sf | A. L. Sandin & Son is the new 
tN | Packard dealer in Bismarck, N. D., 
=e replacing. Ulmen Motors. The firm, 
aS | which has been operating a general 


| garage, has built a new showroom. 
. 2 © : 
Ness Gets Packard 
Wild Rice Motor Co. is the new 
Packard dealer in Mahnomen, 


|Minn. B. C. Ness is president of 
| the company. 
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f 


3 


KRW No. 50-AX REAR AXLE DOLLIE Tested and approved by 
Timken. Handles largest truck or smallest car axles. Axles can be 
separated for complete overhaul. Easily wheeled to or from car or 
truck. Made of welded tubular steel. Also holds drive shafts and 


other parts. Clamping jaws turn and lock in 4 
different positions. $I 45 
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Maki Motors Expands 


Maki Motors, Buick dealer in 
Evelth, Minn., has erected a new 
building which includes a show- 
room, parts and service depart- 
ment and garage. 

= io ao 


Lowe Gets Hudson Deal 


R. H. Lowe has been awarded a 
Hudson dealership for Lafayette, 
Ind. The firm will be located at 
52-By-Pass between South and 
Kossuth. 
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NEW KRW SHOP PRESS No. 37-R 25 ton hand zr 

operated Hydraulic especially designed for auto- BY 

motive service. Ideal for straightening, body and 22%'; 

fender work, pulling and replacing gears, pins and as 
ie 


bushings. Shown with special fixture $310 este KRW No. TR 1-A TRACTOR DOLLIE with Built-in Jacks. Rolls 








* 
Wynn Named Manager 


Ed Wynn is the new manager 
of Packard Minneapolis. He pre- 
viously was manager of Grosse 
Point Packard Co. in Detroit. 


Moen Takes Over Deal 


Ralph Moen has been named 
new Dodge-Plymouth dealer in 
Willmar, Minn., replacing John- 

| son Giere Motor Co. 


. * * 


Buick for Skovgaard 


Skovgaard Service has been 
named Buick dealer in LaMoure, 
| N. D. Ray Skovgaard is the 
dealer. 


for removing Ford V-8 timing gear. ae under tractor with plenty of clearance. Jacks are built right into cross 
members of dollie. Simple turn of front and rear jack screws raises 
“*% tractor off floor. Long slides permit easy separation and removal of 
tractor units. Maintains perfect alignment of engine, transmission and 


differential units. Pays for itself in time saved $203 30 
le 


on your first overhaul jobs. 
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Parker Motor Opened 


KRW AIR COMPRESSORS You can actually save 
20-40% on Air Compressors by taking advantage of 
KRW’s factory-to-you prices. 2, 5, 7% and 10 H.P., 
2-stage models. These Compressors have a com- 
bination filter and air cleaner; plate type, easily 
removed valves; Loadless Starting — a tamper-proof, 
patented device that unloads the compressor when 
it stops; Pressure Control Switch with Thermal Relay 
prevents overload. Available with Quincy DRI-R- 
AIR tank drain that automatically removes water 


that collects in tank. 
7% H. P. $810.00 


2H. P. $450.00 
5H. P. $517.90 


10 H. P. $850.00 





KRW No. 472-A 3-TON HYDRAULIC JACK Lifts 4 to 24 inches. 
Fingertip control located for safety between handle rails. Handy foot 
plate for quick, easy spotting under load. Tamper-proof safety valve 
prevents overloading and damage. Swivel casters on double row ball 


bearings are lubricated for life. Priced far less 
than other jacks of comparable quality. $105.95 


KRW MEANS FACTORY-TO-YOU SAVINGS You can see by the prices 
on this page that you don’t have to sacrifice quality to save money 
on automotive service equipment. KRW, the world’s oldest manu- 
facturer of garage tools and equipment sells direct to you. You save 
the middleman’s profit. KRW also makes motor stands, valve refacers, 
car washers and many other quality products. Order from Dep't. 67. 


All prices F. O. B. Factory, Arcade, N. Y., Prices subject to chonge without notice 


Parker Motor Co. (Hudson-Kais- 
|er), LaGrande, Ore., has been 
opened by F. Parker and his son, 
Don. 

* n z 


Ayers to Expand 
James A, Ayers, president of 
Ayers Motor Co. (Cadillac-Olds- 
mobile), Chattanooga, Tenn., has 
announced that his company will 
build a new $110,000 building. The 
structure will contain about 20,000 

square feet of floor space. 


| Cleveland Chevrolet Dealers 
Elect LaRiche President 


Dee tse 





215 MAIN STREET @®© BUFFALO 3, N. Y. 
WORLD’S OLDEST MANUFACTURER OF GARAGE TOOLS AND EQUIPMENT | 





William M. LaRiche, vice-presi- 
dent and general manager of Cen- 
tral Chevrolet, has been elected 

(Centinued on Page 47, Col. 1) 
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president of the Cleveland Chevro- 
iet Dealers Assn. 

Other officers include Ray Herz- 
berger, West Park Chevrolet, vice- 
president; Floyd H. Mosher, Horton 
Chevrolet, secretary, and Ivan 
Brownlee, Brownlee Chevrolet, 
treasurer. 

. s 


Schille Adds Lot 


Milford Schille, who recently pur- 
chased Dean Nichols Motors (De- 
Soto-Plymouth), Everett, Wash., 
has opened a new used-car lot. 

> * * 


Stols Opens New Plant 


Stolz Motors, Inc. (Ford), Grand 
Prairie, Tex., headed by E. H. Stolz, 
has opened a new dealership plant 
at E. Main and Fifteenth St., which 
provides approximately 65,000 
square feet of floor space. 

° * s s 


Stratton Joins KADA 


A, L. Stratton, owner of Freeburn 
Motor Sales Co. (Chevrolet), Free- 
burn, Ky., is the newest member of 
the Kentucky Automobile Dealers 
Assn. He was brought in by E. 
Bruce Walter, of Pikeville. 


S. C. Dealers Swap Sites 


Bob Nelligan Motor Co, (Mer- 
cury), 38 Westfield St., and Sitton- 
Mauldin Buick Co., 225 Buncombe 
St., Greenville, S. C., have ex- 
changed locations. 

* 


Soler Does Bit 
Jack Spitzer, of Gateway Motors, | 
Inc., Albany, has been appointed | 
to the advisory board of the newly 
formed Albany Safety Council. 
* * * 


New Mezey Showroom | 
John B. Mezey, of Mezey Motors, | 
Inc. (Lincoln-Mercury), has an- 
nounced the opening of a new 
showroom at 1229 Second Ave. in 


midtown Manhattan. 
2 a 


Barnard’s Son Wins 


Bob Barnard, son of William 
Barnard, Cadillac dealer in Twin 
Falls, Id. won the first junior 
roadeo held in Twin Falls. He also 
was chosen president of the Teen 
Age Auto Club, formed by partici- 
pants in the driving contest. 

os * a 


Haight on Committee 


Charles Haight, Burley (Id.) Ford 
dealer, has been appointed a mem- 
ber of an interim committee to 
study the State’s medical-care pro- 
gram. The appointment was made 
by Gov. Len Jordan, who was an 
auto dealer in Grangeville. 

* af - 





Crisman New Manager 


James H. Crisman has been ap- 
pointed general manager of Mie | 
McCarthy’s Lincoln Center, 2300 W. 
Sixty-third St., Chicago. 

x * - 


Jesser Leads a Winner 


Under the leadership of Roy Jdes- 
ser (Willys), a Twin Falls (Id.) 
Junior Chamber of Commerce 
group was awarded third place 
nationally for cities of 10,000 to 25,- 
000 population. Jesser was chair- 
man of local sports activities dur-| 
ing the period considered for the) 
award, 


7 a * 
Kelly Opens 2-Level Lot 
Kelly Pontiac, Baltimore, has| 
opened a used-car lot next to its 
sales and service building, Charles 
Kelly sr. has announced. The lot 
is built on two levels so that cars| 
at the rear can be easily seen. 
. 7. * } 


Stanley Remodels 


Stanley Chevrolet, Pahokee, F'a., 
has remodeled the front of its} 
building with simulated Georgia 
greystone on the bottom half, and 
white marble veneer on the upper 
half. M. P. Stanley is president of 
the firm. 

* * 7 
Curtiss Organizes Firm 
To Handle Foreign Cars 


Glenn H. Curtiss, son of the 
aviation pioneer, has organized | 
3rundage Motors, Inc., in Miami | 
"la., to handle two German 
nakes of cars, Volkswagen and 
?orsche. 

Curtiss is president of the com- 


pany. J. L. Brundage is vice- 

president, and H. L. Brundage is 

treasurer and general manager. 
* * * 


Crisman with McCarthy 


James H. Crisman has been 
named general manager of Mike 
McCarthy’s Lincoln Center, 2300 W. 
Sixty-third St., Chicago. 


. Crisman 
joined McCarthy as head of the 


newly opened Lincoln operation 
after several years with General 


Motors. 
* 


- 
Alex Paint Shop Sold 

Alex Paint Shop, operated by 
Alex Scarborough in Cocoa, Fia., 
has been purchased by Smith & 
Wooten, Cocoa Ford dealership. 
Scarborough will continue as paint 
shop operator, and Warren Wooten, 

will be manager. 
* * * 


Cornette Gets Mercury 


Hendry County Motors has 
opened a Mercury dealership in the 
Lake Okeechobee (Fla.) area. E. M. 
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"Voice of Chevrolet’ Gets Convertible— 


Curt Gowdy, sportscaster and widely known in the Boston area as the “Voice of 
Chevrolet” on the Chevrolet dealers’ nightly baseball game recap program, gets 
the key to a Bel Air convertible through the courtesy of Lee Chevrolet Co., Inc., 
Wellesley, Mass. Presenting the keys are (from left) Bob Lee and Bob Farrell. 


sons, Eugene Koop and Richard 
Nelson. 


Cornette, president, has been as- 
sociated with Ford Motor Co. as 
a dealer for more than 25 years. 

* * ok 


Ingle-Nash Celebrates 


Ingle- Nash, a father and son 
dealership in Inglewood, Calif., has 
celebrated its fifth anniversary. 
Clarence Koop and Herb Nelson 
are the owners, assisted by their 





* * * 


Summer ford-Cox Deal 
Summerford-Cox Motor Co. 
(Studebaker), Panama City, Fia., 
has opened at 107 W. Fourth St., 
former location of Child’s Motor 
Co. The company is headed by 
E. F. Summerford, president and 





Riding on U. S. 89 along the rim of Marble Canyon toward the mighty Vermilion Cliffs in eentiienn Arizona. 


How to make extra money the “E-Z” way! 


Let your customers know that you install E-Z-Eve. 
They’ve read about it in The Saturday Evening 
Post, Collier’s, Time and The New Yorker. They’ve 


bought it. E-Z-Eve 


Motors cars. 


read how shaded windshields of light blue-green 


E-Z-Eyve Safety 


Plate Glass protect their eyes WHY NOT GET YOUR 


from the nagging strain of glare—from blinding 


sun and skybrightness, sharp reflections and the 
blasting brilliance of oncoming headlights. And 


selling the E-Z-Eve option. 


they’ve read how unshaded E-Z-Eye in their side 


and back windows absorbs solar energy, keeping 
passengers cooler in summer. 


extra profit by selling E-Z-Eve. 
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general manager. Other officers are 
Hubert Cox, vice-president and 
service manager, and Harold W. 
Summerford, secretary - treasurer 
and sales manager. 

> s e 


Keller Opens Firm 


Ted Keller, former manager of 
Yarnall Chevrolet, Chicago, has 
bought R. & J. Chevrolet Co., of 
Antioch, Ill. The firm will be known 
as Ted Keller Chevrolet and also 
will handle Oldsmobile. 

+ 7 + 


Little Heads Havens Sales 


Virgil Little has been named 
sales manager for Havens Motors, 
Ine. (Lincoln-Mercury), Logans- 
port, Ind. 

+ * . 


Bechdol Joins East End 
Hiram J. Bechdol, former region- 
al manager for Remington Rand, 
has joined East End Nash, Cleve- 
land, as new-car sales manager. 
+ * » 


Craig Motor Observes 


30th Anniversary 
Craig Motor Sales Co., New 
Castle, Va., has observed its 30th 


anniversary. 
Craig was organized in 1928 
(Continued on Page 48, Col. 3) 


Over half a million car owners have already 
is available in all General 


SHARE? 


WHEN YOU SELL CARS you'll make extra commissions by 


WHEN YOU REPLACE GLASS you'll turn routine jobs into 


LIBBEY - OWENS - FORD GLASS COMPANY, TOLEDO 3, OHIO 


E-Z-EYE 


with 


“Reduceo Glare, Eyestiain,, Sun teats 


SAFETY PLATE 


the shaded windshield ee 








ALL L-O-F SAFETY GLASS IS ORADS-MARKED. 


If the word PLATE isn’t etched on your car windows, 
they aren't safety Plate glass, 












Johnson Builds Hudson ‘Corner Store’— 
The new Hudson dealership of Walter S. Johnson, Fresno, Calif., is located on a 





ne 





busy corner on Broadway and reserves more than 12,000 square feet of space for 
service facilities alone. Joe Haney is sales manager, and Slim Walker, service 


manager. 





McAdams Buys Interest 


In Hippodrome Motors 


Robert E. McAdams has acquired 
a substantial interest in Hippo- 
drome Motors, Inc. (Ford), Nash- 
ville, and is the new president and 
general manager. It is reported that 
McAdams bought out part of the 


stock of Otto E. Nonn, former 
president. The latter is scheduled to 
become board chairman. 
McAdams formerly was general 
manager of Ralph Nichols Co. 
(Cadillac-Oldsmobile). He has been 
succeeded there by J. M. Carroll, 
previously assistant general man- 
ager. 
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(Continued from Page 47) 


with three partners, B. W. 
Carper, W. O. Martin and O. C. 
Lee. In 1926, Carper sold out to 
the other two partners and in 
1928, Martin sold his interest to 
Lee, Lee has been operating as 


individual owner since that time. 
« *~ * 


Knowles Adds Paint Shop 
Bob Knowles Ford Co., Minneap- 


|| olis, has opened a new $100,000 paint 


and body shop. Equipped to paint 
up to 20 cars daily, the shop is un- 
der the supervision of Ray Keonig, 
service manager. 

+ * * 


Mercer Sells Interest 


Chester Mercer, for several years 
a member of Mercer & Albritton 
Motors, (Willys), Arcadia, Fla., has 
sold his interest to his partner, 
Walter V. Albritton, and is now 
connected with a firm in Ocala, Fla. 

. * = 
New Satori Showroom 


Peter Satori, dealer and distribu- 
tor of imported cars, has opened a 
new showroom at 143 S. Glendale 





Ave., Glendale, Calif. He recently 
sold his retail business in Beverly 
Hills. 


* * * 


Buick for Keech 
Rea Keech Motor Co., Inc., is a 
|new Buick dealership in Baltimore. 
Rea Keech is president and Walter 
Miller is secretary and general 
manager. 





* * + 


Legion Selects Pynn 

Leander G. Pynn, Ford dealer in 
Meredith, N. H., for many years, 
has been named a delegate from 
Griggs-Wyatt Post, American Le- 
gion, to the Legion’s state conven- 
tion in Nashua. 

+ * + 


LaPorte Adds Nash 


LaPorte K-F Motors, Inc., La- 
Porte, Ind., of which Robert Bas- 
ney is president, has bought 
Baumgartner Motors, Inc. (Nash), 
owned since 1945 by Carl R. Baum- 
gartner, and has combined the two 
dealerships under the name of 
LaPorte Motors, Inc. Matthew Pan- 


"So easy to sell ... Clean vs dirty! E 


Easy Enough to show your customers 2. 
the why-and-wherefore of Purolator’s 
low-cost insurance against engine wear. 3. 


1. Just show motorists dirty refills from their 


2. Explain how a clean Purolator traps the 


stuff that does damage—keeps it out of 
oil stream, away from bearing surfaces. 


And once does it! After that show a 
dirty refill now and then! In fact, keep a 
card file—to make sure you don’t miss! 

Chances are you'll make sales most 
every time, because... 


1. MOST makes of cars, trucks, buses and 





tractors are factory-equipped with Puro- 
lator Micronic* Oil Filters. 


PUROLATOR PRODUCTS, INC. 
Rahway, N. J. and Toronto, Ontario, Canada. 


ALL MAKES of filter-equipped cars take 
Purolator* 


TESTS PROVE that Purolator traps more 
dirt, finer dirt, faster . . . leaves valuable 
H-D additives in! 

(Think of it! You’re 1 
one make oil filter . . . Purolator!) 


Refills. 


lator 


% COVERED with quart 


Easier TOO fo sell in summer! Motor- 
ists drive more... filters clog faster... 
have to be changed oftener. 


Two Sales—Two Profits! Every Puro- 


sold means the sale of an extra 
of oil to take the place of the dirty 


oil thrown out with the dirty filter. 


*Reg. U.S. Pat. Off. 


PurOlator 


Nord fest OER Fi 





TE re 








narole is vice-president of the new 
firm. Basney has had the Kaiser 
dealership since 1950. 

+ * * 


Carpenter in New Post 


Bob Remensperger, general sales 
manager of Remensperger Buick, 
San Francisco, has announced the 
appointment of Joe Carpenter as 
used-car manager. 

* * * 


Rio Motors Launched 


Rio Motors, Inc. (Chevrolet), has 
been opened formally in Rio Grande 
City, Tex. T. G. Ellison, president, 
formerly was sales and service 
manager of Gateway Chevrolet Co., 
Laredo, Tex. 


* * * 


Empire Holds Open House 


Empire Motors, Ltd, Toronto, 
held an open house in con- 
junction with the 50th anniversa- 
ry of Ford Motor Co. Music, gifts 
and refreshments were on the 
program, 


* * * 


Milliard & Sullivan Opens 


Milliard & Sullivan (Nash), has 
opened at Tonawanda, N. Y. 
George Milliard is general manager, 
and Walter Sullivan is service man- 
ager. 

* +” * 


Mt. Lebanon Names 4 


Van H. S. Beese has been pro- 
moted to general manager of Mt. 
Lebanon Motors, Inc. (Dodge-Plym- 
outh), Mt. Lebanon, Pa. C. Jeff 
Stein has been appointed sales 
manager; William E. Soracco has 
been named used-car manager, and 
Jacob Schumas is now service man- 
ager. 

ok * + 


Thompson Chosen 


L. S. Thompson has been named 
manager of O’Connor Motor Sales 


in Cleveland. 
+* * * 


Coutts Looted of $5,500 


Safecrackers, operating at night, 
stole $5,500 in cash from Coutts 
Motors, Coutts, Alta., owned by 
Albert Horner. 

* 


* * 


Nelson Gets Hudson 


Hudson Sales Corp. has an- 
nounced sale of the Hudson dealer- 
ship at 1725 Swift Ave., North 
Kansas City, Mo., to Earl L, Nelson 
and a change of name to Nelson 
Hudson, Inc. Nelson has been in 
the automobile business since 1938. 

+ * * 


Lumberton (N. C.) Group 


Elects McLeod President 


Frank McLeod, of McLeod Mo- 
tors, has been elected president of 
the Lumberton (N. C.) Auto 
Dealers Assn. 

E. A. Sunday, Community Motor 
Co., was chosen vice-president and 
C. H. Elkins is new secretary-treas- 
urer. Voted to the board of direc- 
tors were A. G. McPherson, Bullard 
Motor Co., and R. E, Freeman, 
Freeman Motor Co. 

. * * 


Hunt Deal Sold 


Hunt Lincoln Mercury Co., Inc., 
of Sanford, Fla., has been sold to a 
partnership and will be known as 
Ray-Fields Lincoln Mercury, the 
retiring president, Emmett M. 
Hunt, has announced. W. F. Hunt, 
nephew of the president, and R. L. 
Clicuennoi, former bookkeeper for 
the company, are the new owners. 

+: * = 


Ferman in Civic Drive 


James L. Ferman, Tampa (Fla.) 
auto dealer, has been named chair- 
man of the advance gifts commit- 
tee of the Community Chest cam- 
paign to be conducted this fall. 


* * x 


Tarratus Is Ten 


Tarratus Oldsmobile Co., Savan- 
nah, Ga., is celebrating its 10th 
anniversary. R. W. Tarratus is 
president of the firm and Davis S. 
Carter is general manager. 

* * = 





|Ford Announces Changes 


\In Seattle District 


Dealer changes announced by the 
Seattle district office of the Ford 
division include a new dealership 
in Bellevue, Metke Ford Motors, 
Inc. Owner is Herbert Metke, for- 
mer sales manager of Smith-Gandy 
Ford, Seattle. 

W. P. Watkins Motor Co., Mt. 
Vernon, Wash., has been sold to 
George W. Gearhart, former Ford 

(Cont. ised on Page 49, Col. 1) 
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(Continued from Page 48) 


dealer at Ritzville, Wash. The Mt. 
Vernon deal will operate under the 
name of Gearhart Ford Sales. 

Gearhart’s former firm at Ritz- 
ville will now be operated by L. W. 
Benzell, formerly employed by Gear- 
hart, under the name of Benzell 
Ford Sales. 

The Wenatchee Ford dealership, 
formerly known as Brown & Welty, 
will now operate under the name 
of Wells & Welty. 

* + 


Third Term for Stevens 


For the third time, Herb Stevens, 
of Phoenix, Ariz., has been elected 
a director of the Los Angeles Dis- 
trict Lincoln-Mercury Advertising 
Assn. The association represents 77 
Lincoln and Mercury dealers in 
Arizona, Nevada and southern Cali- 
fornia. 

* * * 


McCarten Escapes Fire 


McCarten Motor Co., of LaPorte, 
Ind., suffered only some water dam- 
age when a $175,000 fire burned an 
adoining three-story brick building 
to the ground. 

* + 


Burkhalter Appointed 


Jack Burkhalter, president of the 
Tift County Chamber of Commerce 
and owner of Burkhalter Chevrolet 
Co., Tifton, Ga., has been appointed 
to the industrial division of the 
Georgia State Chamber of Com- 


merce. 
* * * 


Dubois Chosen 


R. A. Dubois, of City Chevrolet 
Sales, Hamilton, Ont., has been 
elected to the board of directors of 
the Downtown Businessmens Assn. 
of Hamilton. 

7 * * 


Cherry Names Horning 


Stu Horning, Chrysler salesman 
for more than 12 years, has been 
appointed sales manager for Guy 
Cherry, head of the Chrysler- 
Plymouth dealership in Highland 
Park, Calif. | 


* * * 


All-Truck Lot Opened 


Read Mullan Motors (Ford), 
Phoenix, Ariz., has opened an all- 
truck lot. Frank Jones is the de- 
partment manager. 

* * * 


Heckard Is Manager 


Pat Heckard is the new manager 
of Hiers Ford Motor Co., Williston, | 
Fla. 


* * * 


Welches Acquire Deal 


Max and Gene Welch, brothers, 
of Lyons, Kans., have purchased 
Boxberger-Nuss Motor Co., Russell, 
Kans. The firm name has been 
changed to Welch Bros. Mercury 
Co, 


* * * 


Lentz Gets County Post 


Russell B. Lentz, president of 
City Motor Car Co. (Dodge-Plym- 
outh), Spartanburg, S. C., has been 
elected to the Spartanburg County 


Board of Control. 
* x x 


C of C Elects Wood 


Ralph T. Wood, automobile 
dealer in Portsmouth, N. H., and 
president of the New Hampshire 
Automobile Dealers Assn., has been 
elected to the board of directors of 
the Portsmouth Chamber of Com- 
merce. 

a * 2 


Marines Elect Horgan 
Lt.-Col. Ralph T. Horgan, presi- 
dent of Ralph Horgan, Inc. (Ford), 
New York, has been elected to the 
national board of directors of the 
Marine Corps Reserve Officers 


Assn. 
ok x ~ 


Hendrickson Adds Lot 


Hendrickson Motor Sales, Logans- 
port, Ind., has opened a second 
used-car lot. Roy Frey is in charge. 

* * * 


Greenville (S. C.) Dealers 


Give Honor to Bridges 


Members of the Greenville 
(S. C.) Automobile Dealers Assn. 
have honored Curran Bridges, 
Packard dealer for 30 years and 
former president of the associa- 
tion. Bridges recently sold his 
business in Greenville and will 
move to Charlotte, N. C. He was 
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FLASH-A-CALL 
Service Gontrol 


offers you 


UU CAPT Nelvana 


Doings 





presented with a silver pitcher 
and a life membership in the as- 
sociation. The presentation was 
made by A. M. Easterby. O. D. 
Attaway made a brief talk in 
which he sketched the history of 
Bridges Motor Co. The associa- Ea 
tion president, Waldo Leslie, pre- . P 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken, Train your entire 
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P Bove 06 | San Diego Hails Townsend on 40th Anniversary— turers, we offer you direct, 
earce buys Pirm ae ; : 7 ‘ equipment designed for 
Al Pearce, of Hutchinson, Kans., Many civic and business leaders of San Diego, Callif., attended the 40th anni- this purpose alone, havi 
who long has been associated with | Yes°ry celebration of J. R. Townsend Co., Inc. (Studebaker), which was highlighted the highest known stand 
by the presentation of a special service plaque. Present at the ceremony were (from of quality, in two complete 
the Ford car business, has pur- left) Lou Minkel . on r of Studebaker’s Pacific divisi Sealer tet packages, for the large 
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McPherson. Kans. from Kenneth R. Townsend; C. K. Whittaker, Studebaker vice-president; Cilliam Reid, general man- department. Our program 
° x ager of Townsend; Walt Astler, Townsend vice-president, and Clyde G. Riley, Los meets and goes beyond the 
Dalby. The firm is now known a8| 4° oo. regional manager requirements of all major 
Al Pearce Motors. Pearce formerly | “"9 9 ee se factories. Write us today 
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* * * firm name will be Manweiler Chev-| more than 15 years. e 
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ship of the company. Wayne Mau-| named general sales manager of | been elected president of the Elk- 


pin has become owner of the firm’s'Grand Avenue Ford Co., St. Paul.| hart (Ind.) Chamber of Commerce. 





Lester Swailes, 
of 300 So. Main St., Lombard, Illinois, says: 


“Here's How | Sell 
More WEED CHAINS Earlier!” 





“When folks start talking football they know winter's 
on the way. That's when | get my WEED display 
material up. Then | show my customers a WEED V-Bar 
cross chain, and point out those flaring steel points. 

/ remind them that a sudden rush might clean me out. 
Smart folks would rather buy early than get stuck 
— so! make a lot of sales in September and October.” 




























¢ You profit two ways with early- : . F , : 
bird sates of WEED V-Bar Tire Flaring Reinforcements with Right-Left Construction 


Chains: You makeimmediatesales GIVE DOUBLE GRIP and REDUCE SIDE-SKID 


...and the last-minute customers 
remember you when they decide ae . RL 
rf | nt 
to buy. et 2 
e When you talk WEED CHAINS, 
point out that each pair has at least 
288 steel points, which bite into ice 
and hard-packed snow ... tell how 
right-left construction (see picture) 
reduces side-skid. Remind your cus- 
tomers that they use chains only when 
needed—don’t have to put up with 
whine, rumble and roar of snow tires 
when roads are clear. And remember 
this: a safe customer is a continuing 
customer. That’s why you’d better 
sell WEED V-Bar Tire Chains... 
traction you can trust. 


co American Chain & Cable Company. Inc., 


York, Pa. and Bridgeport, Conn. 


In Canada: Dominion Chain Company, Ltd., 
Niagara Falls, Ont. i 
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" Don’t S’kid Yourself eee 2.ON. | 


STOPPING ON GLARE ICE AT 20 M.P.H. { make it easier 
: to put on 





Pee Oe y chains. .. 


Sell a pair with 
every pair of 
WEEDS 







tires skid or spin 10% to 50% more than natural rubber 
(All figures in this panel are quoted from National Safety Council Tests) 


The Tire Chain that Doubles the Wear 
and Doubles the Bite on Ice or Snow... 
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Reported for June 





Arkansas 


Indiana 


Kentucky 


Mississippi 
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New Mexico 
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Texas 
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Year 
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New Commercial Car Registrations, 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
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at eit ia (Hy-Drive optional at $145.80 on all 
Se tote, A.J for Federal ‘omen ( . PONTIAC Chieftain 
. _- 6 Special — 4-dr. 
and suggested delivery and handling T p N W C sed., $2,014.64; 2-dr. sed., $1,956.36. 
charges. They de net cover transporta- u r r e n r i Cc e Ss oO n e ar Ss — 6 "nes. ; sed., $2,118.53; 
tien costs, state lecal taxes, op- -ar. sed., ,060.28; = 2,444.21. 
tional equipment or any other charges |50 (8-pass., $4,369); cl. cpe., $3,155. conv., $2,229.92; stat. wag., $2,403.24; | stat. wag., $2,825.50. (Mere-O-Matic op-| Chieftain 8 Special_—4-dr. “nd, $2'089.02: 
that may be passed on to the retail buyer. | Newport, $3,522; stat. wag., $3,932.75. New (Fordomatic optional at $184 on all mod-/| tional at $189.81 on all models.) 2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
ALLSTATE—Sour—2-dr. sed., $1,399. Six | Yorker Deluxe—4-dr. sed., $3,327.50; cl. | els.) MORBIS and MG—Morris Minor—4-dr. | 4-ar sed., $2,193.51; 2-dr. sed., $2,136.32: 
—2-dr. sed., $1,561.18. (Sold only by Sears, | cpe., $3,298.50; Newport, $3,687.75; conv.,| FORD OF BRITAIN—Prefect 4-dr. sed., | sed., $1,535; 2-dr. sed., $1,435; conv., $1,-| conv., $2,517.66. Catalinas—Deluxe 6, §2,- 
Roebuck & Co. stores in certain areas.) || $3.980. I -dr. sed., $4,-| $1,337.04; Anglia 2-dr. sed., $1,179.07; 4 Morris Oxford—saloon, $2,150; stat. | 304.30; Custom 6, $2,370.43; Deluxe 8, 
AUSTIN—A-30 sed., $1,495; A-40 Som- | 259.50; lim, $4,797; Newport, $4,560.25. Consul 4-dr, sed., $1,695; Consul conv., , $2,385. MG/TD—standard conv., $2,- $2,370.99; Custom '8, $2,446. Station wag- 
erset sed., $1,796; stat. wag., $1,895; | Crown — 8-pass. sed., $6,921.50; — (power top, $150 extra); Zephyr lis! "Mark II conv., $2,360. (Delivered in| ons—Two-seat Special 6. $2,449.61; three- 
cenv., $1,945; A-40 sports conv., $2,295; | lim., $7,043.75. (Fluid - Matic optional at] Six 4-dr. sed., $1,890; Zephyr Six conv.,| New York City.) seat Special 6, $2,505.15; two-seat Deluxe 


CHEVROLET — One-Fifty — 4-dr. 
el. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 
010. Two-Ten — 4-dr. sed., 
sed., $1,707; cl. cpe., $1, 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., 


$1,670; 2-dr. sed., $1,613; 


spt. cpe., $2,051; conv., 
Bel Air models only.) 


CHRYSLER — Windsor — 4-dr. sed., 
492.25 (8-pass., $3,433); cl. 
stat. wag., $3,288.75. Windsor 
dr. sed., $2,721; Newport, $3,025.25; conv., 
dr. sed., $3,184.- 


$3,246.75. New Yorker—4- 


726; 


els. 


$2,553.17. | 0n Windsor.) 


$1,761; 
spt. 


$2,175. 


cpe. 


$1,820; 
(Power- 
glide optional at $17.35 on Two-Ten and | seq, 


$2,- 
, $2,471.75; 
Deluxe—4 


sed., 


2-dr. 
cpe., 


en | $2, 
- 


80: con, oh 
env 
I'models, aT Ttp-Toe Shift with Fluid 7 

cea $236.50 on V-8s only.) 


. ged., $2,208.76; | perial and Bn Imperial ; 
ged., $139.75 on 
$2,196.88; | $106.40 on Windsor Deluxe and at $236.50 


super DeSOTO — Powermaster 6 — 4-dr. sed., 
cpe., $8,610.56; conv., $3,001.59; stat. wag., $2. 385.75 <opeesd $3,281) ; cl. cpe., $2,364 
33, Ri = oe wag. 


$130.10 on Windsor, standard on other mod- 
Fluid-Torque standard on Custom Im- 
other eight-cylin a = 399. 

t-cylinder m a 5 
. 561.18. 


brook 6—4-dr. sed 


$2,109. Ooromet vba, 
stand- | cl. cpe., $2,223; Diplomat we conv., 


$2,519; stat. wag., $2,5: 


cpe., 


2-dr. sed., 


$1,782.69; 


pling optional at $20.40 on 
models except the 


DODGE—Meadow' 
024.75; cl. cpe., $1,983; s stat. wag., Sabo. 
25. Coronet 6—4-dr. 


$3,107. 75. 
673 (8-pass. 
;, Spertemen, 


entry.) 


$2,310.87; 2-dr. sed., 

$2,310.87. Super Wasp 

465.84; 2-dr. Sed., $2,413.28; cl. cpe., $2,- 

465.84; Hollywood, $2,811.58; conv. 

047.50. Hornet—4-ar. sed., 

cpe., $2,741.99; Hollywood, $3,095.15; conv., 
342.05. (Hydra- 


oo | $3,342. at $178.03.) 
JAGUAR—Mark VII 4-dr., sed., $4,170; 
Mark VII 4-dr. sed. with automatic trans- 


Corsair Deluxe Six—2-dr. sed., $1,-/ S 


Super — 4-dr. 


$2,433.20. A 


—4-dr. sed., 


$2,461.71; 


hardtop, 


ey sed., ei com Statesman $2,300.00; 
HUDSON—Jet—4-dr. sed., $1,858. Super| 4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., | hardtop, mbassador Super 
$2,264.12; cl. cpe., | 4-dr. sed., 


$2,425. (Delivered at New York port of NASH—Rambler Super— Suburban, $2,- 
002.60. Rambler Oustom — Hardtop, $2,-| three-seat Special 
HENRY J—Oorsair Four—2-dr. sed., $1,-| 125; conv., $2,150; stat. =e, $2,118.90. 

tatesman $2,178.35; 


$2,557.20; 2-dr. sed., $2,520.75. 
— 4-dr. sed., $2,-| Ambassador Oustom—4-dr. sed., eS: 
2-dr. sed., $2,695; 
(Hydra-Matic optional at $178.85 on ore 
$2, 768.86; cl. man and Ambassador. ) 

OLDSMOBILE — Deluxe 
‘Matic optional on all/ $2327.09; 2-dr. sed., $2,261.62. Super 88 
2-dr. sed., $2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59 

Classic 98—4-dr. sed., e.7. 82; 


$2,828 


hardtop 


6, $2,589.61; 


$5,110. 


88—4-dr. sed., | conv. 


$2,999. 


two-seat Special 8, $2,524.61; 


8, $2,580. 15; 
Deluxe 8, $2,663.61. 
station wagons, 
optional on all models at $178.35.) 


ROOTES—Hiliman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1, 899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., 


$80 extra. 


two-seat 
Grain finish on all 
(Hydra-Matic 


$2,399; Hawk touring lm., 


$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim., 
Sunbeam - Talbot — Sed., $2,699 
$2,899; Sunbeam Alpine sports conv., 
Rover—sed., $2,899. (Delive: 
U. 8. coastal ports.) 
STUD 


EBAKER — Champion Custom 
dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 


red at 
== 4 


mission, $4,450; XK-120 cpe., $4,065; modi- 

1 cl. epe., ° $3,021.75; conv., $3,228. Fiesta sports dr, 
Tea. 2244-00; | 0d XK-120 cpe., $4,460; XK-120 open! car, $5,715. (itytre-Matie standard on 2-dr.  sed., $1,830.58; 5-pass, ~<a 
sports, b rye ae = open | Fiesta, optional at $178.35 on all other| 868.21. Champion Regal — 4-dr. sed., $1.- 
(Fluid — $4808.50. ¢ *, at U. = models. ) 949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 

wae onan of entry.) Delivered Ports PACKARD—Clipper—4-dr. sed., $2,598; $1,954.55; hardtop, $2,115.80 
Meadowbrook station KAISER — Carolina — 4dr, sed, $2, 2-dr. sed., $2,544; Sportster hardtop, '§2,-| Deluxe —4-dr. sed., $2,121.15; 2-dr. sed., 
optional at $130.10 on 372.69; 2-dr. $2,312.56. ‘Deluxe- 4-dr. — Clipper ag sed., 745; $2,088.90; 5-pass. ‘cpe. , $2,126. 52. Com- 
$2,512.70; ‘club sed., $2,459; 4-dr. -, Sed., $2,691. Packard—Cavalier 4-dr. | mander Regal—4- $2,207.54; Land 


2-dr. 


sed., 


wagon. Gyro-Matic 

all models except the Meadowbrvok station sed., 

wagon. Gyro-Torque optional at $233.50 on 

V-8s only.) 
FORD—Mainiine 6—4-dr. sed., $1,690.47; | $3,923. 

$1,641.59; bus. cpe., $1,537.33; | on, 


tomline 6—4 lim. 
stat. wag., $2,018.90. Cus -dr., LINCOLN — —4-dr. sed., . 
$1,733.79; cl. | $3,522; spt. cpe., $3, Patrician and formal sed., 


sed., 


91. (Hydra-Matic standard on Drag- 531; 


$3,244; 


$7,100. 


Mayfair hardtop, 


(Ultramatic 


; 625. Oapri—t-dr. sed. 
$1,743.29. Mainline 8 —'4-dr. sed., | $3,766; “hardtop” $3,869; conv., $4,030.50. | #199 on all other models.) 
( Matie en all models.) 


$1,613.53; stat. 
line 8—4-dr., sed., 


wag., 


$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$2,095.07. Custom- 
$1,858.35; 2-dr. sed., 


hardtop, $2,451.50; conv., $2,609.50; 8-pass. 


wag., 


el. 


cpe., 


Traveler, $2,618.55, Manhattan—4-dr. sed., conv., $3,486; Patrician 4-dr. sed., $3,740; 
$2,649.63; club sed., $2,596.76. Dragon— Gastiiedee cone, 
corporation 
standard on 
optional ati54. oar 


PLYMOUTH—Cambridge—4-dr. sed., $1,- 
MERCURY — Custom — 4-dr. sed., $2,- | 765; cl. sed., $1,727.25; bus. cpe., 

250.50; 2-dr. sed., $2,193.50; spt. cpe., | stat. 

$1,809.45; cl. cpe., $1,819.50; stat. wag., | $2,315. Monterey — 4-dr. sed., $2,332.50; | $1,872.50; 

$2,266.76. Crestline 8—Victoria, $2,120.23; 


$1,617.50; 
$2,064. Oranbrook—4-dr. sed., 
$1,842.50; Belvedere, 
$2,064; conv., $2,220; stat. wag., $2,207.25. 


$3,278; | Cruiser 4-dr. sed., $2,315.64; 5-pass. ope., 


4-dr. 


$2,212.91; 
, $5,210; formal sed., $6,-| Drive 
executive sed., $6,900; 


sed. 


sed., 
$1,861; 
Aero Ace—4-dr. sed., $2,038. 82: 2-dr. sed., 
$1,963.50. Aero Eagie—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1, 
-— “wheel drive, $2,304.55); 6- -cyl., 
949.23. 


hardtop, 
optional 
$243.08 on Commander. ) 

WILLYS—Aero Lark—4-dr. sed., $1,732. - 
$1,646.09. Aero Falcon— 


$2,374.16. 


(Automatic 
at $231.24 on Champion, 


2-dr. sed., $1,796.26; 


862.70 
$1,- 
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Affecting Factories and Dealers... 


AUTOMOTIVE NEWS, AUGUST 17, 1953 


Auto Advertising 


William A. Hart, president and 
chairman of the board of the Audit 
Bureau of Circulation, last week 
announced that October will be 
ABC Month and urged the active 
participation of all publishers, ad- 
vertisers and agency members. 

The program will be an edu- 
cational project by the bureau’s 
members throughout the United 
States and Canada, and will 
feature the “protection that the 
use of ABC reports provides for 
advertising investments,” Hart 
said. The project also will show 
how circulation standards aid 
publishers in maintaining editori- 
al quality, he said. 

Letters from the bureau’s publish- 
er directors outlining the objectives 
of the project, accompanied by 
promotion kits with suggested edi- 
torials, display advertisements and 
advertising sales help, have been 


mailed to executives of ABA 
periodicals. 
On Aug. 31, Hart announced, 


messages from the newspaper di- 
rectors, with promotional material 





specially prepared for the use of 
ABC newspapers during October, 
will be mailed to all members in 
that division. 


“The idea for the October cam- 
paign stems from the successful 
ABC Month of the business publi- 
cation members in 1952,” Hart said. 
This year, he added, the occasion 
will be observed by all ABC media 
—newspapers, magazines, farm 
publications and business  publi- 
cations. 

. * * 


Institute Picks Committees 


The Point-of-Purchase Advertis- 
ing Institute has named its research 
and educational committee and 
steering committee for the coming 
year. 

Heading the research and edu- 
cation group is Carl Haecker, dis- 
play director of Radio Corp. of 
America. His co-chairman is Nor- 
ton B. Jackson, executive director 
of POPAI. 

Other committeemen include 

Howard Cowee, of William Melish 





Willys Builds 1,000th Aircraft Engine— 


Ready for delivery to the Air Force is the 1,000th aircraft engine produced by 
Willys in nine months. Taking a look at the engine are (from left) James F. McCloud, 
manufacturing manager of the engine division; John Quirt, AF quality control; Cecil 
Hartley, AF inspection; Carl Olson, chief engineer of the engine division, and Capt. 
George Yager, AF resident officer in charge. 


Harris Associates; William Prout, 
of General Foods Corp.; David 
Bland, of G. Krueger Brewing 
Co.; Samuel Krebs, of Copeland 
Displays, Inc.; Frederick Wertz, 
of Window Advertising, Inc.; 
Lester J. Scott, of U. S. Printing 

& Lithograph Co., and Ralph 

Head, of Batten, Barton, Durstine 
& Osborn, Inc. 

Heading the steering committee 
for the coming year is Chester 
Thomson, vice-president of Einson- 
Freeman Co., Inc. Jackson also 
will be co-chairman of this group. 

Other members include Arthur L. 
Scaife, of General Electric Co.; A. 
J. Borre, of Magill-Weinsheimer 
Co.; Murray Koff, of Seagram Dis- 
tillers Corp.; W. R. Browne, of 
Remington Rand Inc.; William N. 
Farlie, of Esso-Standard Oil Co.; 
George Phillips, of Cluett, Peabody 
& Co., Inc.; Carl H. W. Reprecht, 
of Underwood Corp.; H. A. Speck- 
man of McCandlish Lithograph Co.; 
Leslie Levi, of Ivel Construction 
Corp., and Frederick Wertz, of 
Window Advertising, Inc. 

eo * * 


Delbar Appoints Benham 


L. Eric Jones, president of Del- 
bar Products, Inc., Perkasie, Pa., 
has announced the appointment of 
Benham Advertising Agency, Inc., 
Philadelphia, to handle promotion 
of the Delbar line of automotive 
safety devices. 


* * * 


Times Details Circulation 


An analysis of its circulation has 
been published by the New York 
Times in a 20-page booklet. The 
report shows circulation for a single 
weekday and for a single Sunday 
on dates designated by the Audit 
Bureau of Circulations. A _ geo- 
graphical breakdown is given. 

A summary of national circu- 
lation shows that the Times is 
read weekdays in 6,899 cities and 
towns in all 48 states, and the Dis- 
trict of Columbia, and in 10,932 
cities and towns on Sundays. 

* on + 


Sun-Tele Realigns Staff 


Lee Austin, former local advertis- 
ing manager, has been named ad- 
vertising director of the Pittsburgh 
Sun Telegraph, succeeding Stuart 
List, former general manager and 
advertising director, who has been 








- 


51 





Asheville Dealers Hold Outing— 


At their recent annual outing, Asheville (N. C.) dealers were guests of Harry D. 
Blomberg (sixth from left, standing) at his Lake Lure Lodge. Shown here are (seated, 
from left) David Rankin; C. Fred Brown; Tom Black, president of the North Carolina 
Auto Dealers Assn.; R. E. Matthews; Eugene C. Ochsenreiter; Ed Sams, and Ed Orr. 
Standing: John Orr, Joe Hunter, John Lassiter, Walter Deal, Max L. Spurlin, Blomberg, 
Curtis Baldwin, Wayne Thompson, L. H. Cordell and Mason Rankin. 


appointed publisher of the Chicago 
American. 

Charles L. Kammer, former 
classified manager, moves up tec 
Austin’s previous post, while 
John G. Vollmer jr., a member 
of the staff for seven years, be- 
comes assistant advertising man- 
ager. Maurice Chotiner, a 
member of the local display staff, 
succeeds Kammer as classified 
advertising manager, 

List replaces Worth Coutney as 
publisher of the Chicago paper. 
Coutney left the paper to under- 
take special assignments for the 
general manager of Hearst news- 
papers. 

* * * 


American Weekly Adds 


Robert D. Levitt, publisher of the 
American Weekly, announces that 
the Houston Chronicle has been ad- 
ded to the list of newspapers dis- 
tributing the supplement. This addi- 
tion raises the number of distribut- 
ing newspapers to 25 and boosts 
circulation to well over 9% million, 


Levitt said. 
© * * 


Ford Telecasters Cited 


Christopher Medallions, awards 
of the Christophers, a Catholic 
movement in New York, have been 
presented to Leland Hayward, pro- 
ducer; Frederick Allen, writer, and 


Clark Jones, director, for their work 


in the production of Ford Motor 
Co.’s dual-network telecast, “The 
American Road.” The show, staged 
June 15, commemorated Ford’s 
50th anniversary. 

* * * 


Dodge Dealer U. C. Ads 


Dodge dealers in the Chicago area 
are using large display headlines 
on a full page of used-car want 
ads in the Chicago Tribune. 


It marks the first time in the 
Tribune’s 105 years that large head- 
lines have been used on a want-ad 
page, Arthur E. Rozene, classified 
advertising manager, said. 


Fifty-five dealers participated in 
the first ad, July 31, headed “Dodge 
Dealers Offer Dependable Used 
Cars at Terrific Savings.” 

+ * * 


Names 


Frank A. Bellucci jr., formerly 
with Quick magazine, has joined 
the advertising sales staff of Look 
in New York. 

Jean Herrick, who has been West 
Coast vice-president of Cowles Mag- 
azines, with responsibility for the 
West Coast editorial and advertis- 
ing operations on Look, is being 
transferred to the firm’s headquar- 
ters in INWew York to become an 
assistant to Marvin Whatmore, gen- 
eral manager. 
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Lubricates 


THE PARTS CORPORATION 


MUFFLERS « PIPES « MIRACLE POWER « dof 123 


Car manufacturers are plenty fussy about lubrication for the engines they design. 
Before they approve any lubrication aid, you can be sure they have tested and 
checked it, backwards and forwards. 

That’s why it means something when Miracle Power is the only lubrication aid 
distributed by three leading car manufacturers to their dealers for resale to 
car owners. 

Car factory confidence in Miracle Power has been verified by proof from the 
laboratory of Wetmore Hodges & Associates, Redwood City, California. After 
33,000 miles, an engine with Miracle Power in gas and oil was using 33% less 
oil, had 13% greater compression, 56% longer spark plug life, 49% less cylinder 
wear, 15% less ring wear. 

Sell the lubrication aid that car manufacturers approve. For full information 
about Miracle Power and its profit possibilities, contact your AP wholesaler today. 






Miracle Power Division 


Building «+ Toledo 1, Ohio 


Manufacturers of: 
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Used-Car Auction Prices 
Market Trend 


Wholesale prices of used cars firmed up last week, according to 
Automotive News index, with the overall average price up $11 to stand 
at $913. 

All models gained except ’53s, down $1; ’47s, down $28, and ’5ls, 
which held steady at $1,098. 

The index showed gains as follows: ’52s, $56; ’50s, $15; ’49s, $25; ’48s, 
$10, and ’46s, $11. 

At the auctions, however, activity apparently slid off as the ratio 
of cars sold to those offered dropped 1 percentage point. At nine auc- 
tions last week, 1,214 cars were sold from 1,946 offerings, as compared 
to 1,233 cars sold from 1,959 offerings at the same auctions a week 
earlier. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DENVER CHEVROLET—'53 (210) conv., $1,995*; 


Bel Air sport coupe, $1,930*; (210) 2-dr., 
(Denver Auto Auction. Sale every Tues- $1,770. '52 Bel Air, $1,630; station wag- 
day. Prices are for sale of Aug. 4.) on, $1,570; 2-ton pickup, $1,135, '51 FL 
(Market appears steady. Sold 105 cars Deluxe 4-dr., $1,000*. "50 FL Deluxe 2- 
out of 218 offerings.) 
$2,765*. '52 Super 


dr., $820. '49 SL Deluxe 4-dr., $755. 
BUICK—’'53 RM 4-dr., CHRYSLER—'53 NY 4-dr., $3,095*, $3,- 
Riviera 4-dr., $1,525*. '51 Super conv., 


000*; Windsor Newport, $2,920*. ’52 Sar- 
$1,395*. '50 Super Riviera 2-dr., $1,165*; atoga, 4-dr., $1,710*. °51 Windsor 4-dr., 





Super 4-dr., $945, $815; Special 4-dr., $1,230*. '49 Windsor 4-dr., $805*. 
$815. '49 RM 4-dr., $560. '48 Super conv., | DODGE—’53 Coronet 4-dr., $1,895; %%-ton 
$565. pickup, $970. 

CADILLAC—’53 (60) 4-dr., $4,505*. °52 | FORD—’53 Country Squire, $2,395*; Coun- 


try sedan, $2,280*, $2,230*; Victoria, $2,- 
200*, $2,180*, $2,105; conv., $2,005"; 
Custom (8) 4-dr., $1,870. °’52 Victoria, 


Fleetwood 4-dr., $3,335*; (62) 4-dr., $3,- 
220°. °49 (62) 4-dr., $1,720*. "47° (62) | 
4-dr., $690. 
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$1,705", $1,025; | 
(8) 2-dr., $1,120; 
Deluxe (8) | 
$795. °49 


$1,800; ranch wagon, 
conv., $1,360; Custom 
%-ton pickup, $1,000. ’51 
conv., $825. ‘50 conv., $850, 
Custom (8) club coupe, $700. 
HUDSON—'51 Hornet 4-dr., $1,080. 
KAISER—’51 Deluxe 4-dr., $875. 


LINCOLN—’53 Capri coupe, $3,950*. °49 
2-dr., $555. 

MERCURY—’53 4-dr., $2,305*; sport coupe, 
$2,205*; 2-dr., $2,125*. °51 4-dr., $1,255, 
$1,230; sport sedan, $1,155. °49 club 
coupe, $740. 

NASH—’52 Rambler Country Club, $1,120*; 
station wagon, $980. '50 Statesman 4-dr., 


$560. 

OLDSMOBILE — '53 (98) conv., $3,095*; 
(88) Holiday, $2,950*; 4-dr., $2,640*. ’52 
(98) Holiday, $2,420*. '50 (76) 2-dr., 


$755. '49 (76) 2-dr., $640. 

PLYMOUTH—’53 Savoy, $2,090; suburban, 
$1,860. '52 Savoy, $1,650. 

PONTIAC—’53 Catalina, $2,515*, $2,470*; | 
Chieftain (8) 4-dr., $2,280. ’52 Chieftain 
(8) 4-dr., $1,505, $1,475, $1,405. ’'51 
Chieftain (8) 4-dr., $1,160. '49 Chieftain 
(6) 4-dr., $755. '48 SL (6) 2-dr., $400. 

STUDEBAKER—’51 Commander (6) 4-dr., | 
$850. '50 Land Cruiser, $720. | 

WILLYS—’53 Jeep, $1,465. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 





(62) $2,900*. '51 (62) conv., $2,750*. ’50 
(61) coupe, $2,075* 

CHEVROLET—’53 conv., $1,950*; Bel Air 
sedan, $1,950, $1,910; (210) 2-dr., $1,- 
740, $1,720, $1,625; 4-dr., $1,650, $1,600. 
’52 Bel Air, $1,400; SL Deluxe 2-dr., $1.- 
345*, $1,325*, $1,150, $1,135. ’'51 Bel Air, 


rviay; rice are for sale of July ot} | giao al beline’ 2.04200" 4978, 
oman. $900; '4-dr, $1,050, $1,000, $975.''50 4- 
BUICK—’53 Super Riviera 4-dr., $2,680*,| 4%.» $955, $875, $870, $800. "49 SL De- 
$2,650*, $2,535*, $2,250, $2,570*: conv.,| _ luxe 4-dr., 2 at $700. 
$2,535*; 2-dr., $2,400*. °52 RM Riviera CHRYSLER—’51 Windsor 4-dr., $1,250*. 


50 Windsor 4-dr., $850, $800. 


coupe, $1,925*; 2-dr., $1,850*; Super Riv- 
DeSOTO—’53 Fire Dome (8) 4-dr., $2,200. 


iera 2-dr., $1,725, $1,620. ’51 Super Rivi- 


era 4-dr., $1,450*; Super 4-dr., $1,295*. ’50 Custom 2-dr., $775. °49 Deluxe club 
’49 Special 4-dr., $605. coupe, $474. '40 Deluxe 4-dr., $100. 
CADILLAC—’52 coupe deVille, $3,650*; ' DODGE—’53 station wagon, $2,000*, $1,- 








Let your prospects see a 


Here’s how East Coast Auto Painters merchandise their 


service with DeVilbiss equipment to pull in extra customers: 


This Newark, New Jersey shop 
averages 60 complete refinish jobs 
a week plus regular touch-up and 
two-tone jobs. The secret of suc- 
cess? Merchandising with their 
DeVilbiss spray equipment! 

General Manager Sidney E. 
Leffler says, “Watching a car while 
it’s being spray-painted seems to 
fascinate people. We encourage 
everyone to come in and look 
through the windows of our De- 
Vilbiss showroom booth. We let 
them stay as long as they like. 
Before you know it, we've sold 
another paint job! 


See how you 


methods and 


“Much of the credit goes to our 
DeVilbiss equipment. Besides the 


‘THE DEVILBISS COMPANY, Toledo, Ohio 
Windsor, Ontario - London, England « Santa Clara, Calif. 


showroom booth, we have DeVil- 
biss spray guns, air compressors 
and a bake oven. Prospects are 
impressed by the ideal conditions 
under which the work is being 


steady returns from a properly 
equipped paint shop. Your DeVil- 
biss jobber is ready with complete 
information on modern spray 


data and prices on DeVilbiss spray 
booths, guns, compressors, ovens, 
hose and connections. Call him to- 
day, or write direct to the factory. 


East Coast Auto Painters pick up sales by letting prospects watch 
spray work in this standardized DeVilbiss showroom booth. 


spray job! 








done — they're convinced that we : 
can make their car look like new.” 
‘ sal . Spray Guns Hose and 
Look into DeVilbiss equipment. Connections 


can get high and 





materials. He has 
Spray Booths 


FOR BETTER SERVICE, BUY 


DeViILBISS 





Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World 





Average Used-Car Prices 


(Compiled by Automotive News) 


Aug 1953 
To Date 


$2,083 
1,470 
1,098 
868 


July 
1953 


$2,188 
1,571 
1,126 
878 
676 
485 
373 
305 


662 

458 

370 

291 
Overall 


Average... $ 913 §$ 935 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


860. °52 Wayfarer club coupe, $850. '51 
Wayfarer sedan, $800. 

FORD—’53 Victoria, $2,200*; Custom (8) 
2-dr., $1,875*, $1,860*; ranch wagon, §$1,- 
825. '52 Custom (8) 4-dr., $1,350*; 2-dr., 
$1,160; conv., $910. ’51 Victoria, $1,295* 
$1,175, $1,170, $1,075; Custom (8) 4-dr., 
$1,050; Deluxe (8) 2-dr., $925. "50 Cus 


tom (8) 2-dr., $1,000*, $950, $575. °49 
Custom (8) sedan, $650, $645, $600; 
conv., $425. 


HUDSON— 51 PM 4-dr., $550. 

MERCURY—’53 Monterey, 2 at $2,430*; 4- 
dr., $2,260*, $2,150, $2,100. °51 club 
coupe, $1,265, $1,140, $1,050. °50 sport 
sedan, $1,185. °49 club coupe, $825, $675; 
4-dr., $625; conv., $580. '48 conv., $580 
°46 4-dr., $410. 

OLDSMOBILE—’53 Super (88) 4-dr., $2,- 
750*, $2,525, $2,500, 52 (98) 4-dr., $2,- 
050*. ’51 (98) 4-dr., $1,500, $1,400; (88) 
4-dr., $1,250*. ’50 (88) sedan, $1,150*; 
(98) 4-dr., $1,000, $950; 2-dr., $975. '47 
(76) sedan, $335. 

PACKARD—’51 4-dr., $1,000. 

PLYMOUTH—’53 Belvedere, $1,860; Cran- 
brook 4-dr., $1,680, $1,675, $1,670. ‘51 
suburban, $1,050; Cranbrook sedan, $940, 
$700. ’50 SD 4-dr., $700, $690. 

PONTIAC—’53 Chieftain (8) 4-dr., §$2,- 
200*, $2,050*, $1,545. °51 Chieftain (8) 
4-dr., $1,175. ‘50 Chieftain (8) 4-dr., 
$850; club coupe, $850. 


MASON CITY, IA. 


(Lapiner Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Aug. 5.) 

(Market appears steady in this area. 
Sold 101 cars out of 134 offerings.) 
BUICK—’51 Super hardtop, $1,560*. '50 

RM 2-dr., $800*. ’49 RM 4-dr., $705*. 


CADILLAC—’51 (62) 4-dr., $2,450*. ’50 
(62) 4-dr., $2,145*. 
CHEVROLET—’53 (150) business coupe, 


$1,470; Bel Air sedan, $2,080*. ’52 SL 
Deluxe 4-dr., $1,200, $1,185; 2-dr., $1,- 
"51 SL Deluxe 2-dr., $950, $1,035", 
$950; 4-dr., $1,095*; ciub coupe, 
"50 FL Deluxe 4-dr., $855, $835. 
$775; SL Deluxe 2-dr., $765 
$515. °47 FL aerosedan, 


025. 
$905, 
$765. 
’49 conv., 
’48 SM 4-dr., 
$515, 

CHRYSLER—’51 Windsor club coupe, §1,- 
100*. ’50 NY 4-dr., $980*. 

DeSOTO—’51 Custom 4-dr., $920*. 

DODGE—’50 Coronet 4-dr., $845*. 

FORD—’53 Custom (6) 2-dr., $1,695; Vic- 
toria, $2,025*. '52 Main (8) 2-dr., §$1,- 
190. ’51 Deluxe (6) 2-dr., $825; Deluxe 
(8) 4-dr., $850; 2-dr., $850. '50 Custom 
(8) 2-dr., $805; Custom (6) 2-dr., $575. 
’49 Custom (8) 4-dr., $585. "48 SD (3) 
2-dr., $390. °47 SD (8) 2-dr., $380. '46 
(8) station wagon, $300. 

KAISER—'51 4-dr., $820*. '48 4-dr., $250. 

MERCURY—’53 Monterey coupe, $2,455". 
"50 4-dr., $910*. '49 4-dr., $545; 2-dr., 
$585. 

NASH—’51 Statesman 4-dr., 
Statesman 2-dr., $525. 

OLDSMOBILE — °52 (88) 2-dr., $1,730*; 
(98) 4-dr., $2,200*. °50 (98) 4-dr., $1,- 
095*. 

PACKARD—’53 conv., $3,430*. 
$1,075*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,750, 
$1,800; suburban, $2,025*. '51 Cranbrook 
club coupe, $1,020. '48 Deluxe 4-dr., $470. 

PONTIAC—’51 Chieftain (8) 2-dr., $1,360*. 
'49 (8) 4-dr., $770*. 

STUDEBAKER—’51 conv., $910*; Com- 
mander (8) 4-dr., $845. '50 Champion 4- 
dr., $690*; Commander 4-dr., $750*. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Aug. 3.) 

(Prices remained about the same as 
a week earlier. For the most part, offer- 
ings were not quality offerings, but clean 
cars are bringing nearly retail vrices.) 
BUICK—’51 RM sedan, $1,500*. ’50 Spe- 

cial sedan, $840*. ‘49 KM sedan, $785*, 


$825*. '50 


"51 4-dr., 


$610*; Super sedan, $780*, $730*, ‘47 
Super sedan, $450. °41 Special club 
coupe, $150. 

CADILLAC—’53 Special deVille, $4,500*. 


’52 (62) sedan, $3,225*. '50 (62) sedan, 
$1,870*. °48 (62) conv., $960*. °46 (60) 
sedan, $470*, 

CHEVROLET—’52 SL Deluxe sedan, $1,150, 
$1,375*; SL Special sedan, $1,160. ’51 
SL Deluxe sedan, 2 at $1,050, $1,040, 
$1,060*, $1,025, $1,075; Bel Air, $1,285°*; 
SL Special sedan, $730; FL Deluxe sedan, 
$1,025. '50 FL Deluxe club coupe, $870*; 
Station Wagon, $1,060; SL Special sedan, 
$805; FL Deluxe sedan $950*, $900; SL 
Deluxe conv., $900; sedan, $950*, 2 at 
$930, 2 at $920. 49 SL Deluxe sedan, 
$850, $700, $785, $810, $780; FL Deluxe 
sedan, $740; FL Special sedan, $710. 

CHRYSLER—’53 Windsor conv., $2,825*. 
"52 Saratoga club coupe, $1,920*. ’49 
Windsor Station Wagon, $750. 

DeSOTO—’53 Fire Dome (8) sedan, $2,425*. 
"50 Deluxe sedan, $920*. 

DODGE—’52 Coronet club coupe, $1;260*. 
’50 Wayfarer business coupe, $530; Coro- 
net club coupe, $870*; sedan, $885*. '49 
Coronet club coupe, $660*. 

FORD—’52 Custom (8) sedan, $1,050; 
Country Squire, $1,720*. ’51 (8) %-ton 
panel $610; 1%-ton pickup, $560; De- 
luxe (6) sedan, $650; Custom (6) sedan, 


$970*; Custom (8) sedan $1,050; Vic- 
toria sedan, $1,000*. °50 Deluxe (6) 
sedan, $620; Custom (8) sedan, $835 


’49 Deluxe (8) sedan, $640, $590. °47 SD 
> atin, $380, '46 SD (8) club coupe 


HUDSON—’48 ‘Super (6) sedan, $220. '47 
Super , sedan, $120. ’°46 Commodore 
(8) club coupe, $100. 


(Continued on Page 53, Col. 1) 
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(Continued from Page 52) 


L'NCOLN—’49 sedan, $570*. ‘48 sedan, 
$200*. 
MERCURY—’53 Monterey sedan, $2,290*, 





$2,300*. °52 sedan, $1,500. '51 sedan, $1,- 
040*; conv., $1,260*. ‘49 sedan, $620, 
$720*. '48 conv., $570. 

NASH—’52 Rambler country club, $1,130*. 
51 Statesman sedan, $790, $860. ‘50 
Statesman sedan, $550*. ‘49 Ambassa- 
dor sedan, $480. °48 Super club coupe, 
$375, '47 (600) sedan, $260. 

OLDSMOBILE—’53 (88) conv., $2,870*. ’52 
Super (88) sedan, $1,675*. '51 (88) Holi- 
day, $1,630*. 50 (98) sedan, $1,125*. '47 
(98) sedan, $350*. 46 (66) sedan, $220°. 

PACKARD—’52 (200) sedan, $1,320*. '46 
Clipper sedan, $190. 

PLYMOUTH—’53 Cranbrook sedan, $1,710. 
‘51 Cambridge club coupe, $1,000. ‘50 
suburban, $1,160; SD sedan, $910. 49 
Deluxe station wagon, $800. '48 Deluxe 
sedan, $160. '46 SD sedan, $160. 

PONTIAC—’53 Chieftain (8) sedan, §2,- 
400*; conv., $2,675*; Catalina, $2,775*, 
$2,650*, $2,600*. °52 Catalina, $2,125*, 
$2,075*. ’51 Chieftain (8) sedan, $1,340*, 
$1,425*. '50 Chieftain (8) sedan, $900. 

STUDEBAKER—’50 Champion club coupe, 
$650*. °46 Champion sedan, $130*. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 

Tuesday. Prices are for sale of Aug. 4.) 

(Prices down a little, with cars a little 

hard to sell. Sold 100 units out of 150 
offerings.) 

BUICK—’52 Super Riviera 2-dr., $1,920*, 
$1,970*, $2,040*. '51 Super 4-dr., $1,300, 
$1,380*, $1,400*. '50 Super 4-dr., $1,015, 
$1,065*; RM 4-dr., $1,030*. '47 RM _ se- 
danet, $425, $475; Special sedanet, $215. 
°46 Super 4-dr., $275. 

CADILLAC—’51 (62) 4-dr., $2,345*; (60) 
4-dr., $2,590*. °48 (60) 4-dr., $1,250. 
CHEVROLET—’53 (150) 2-dr., $1,490: °51 
SL Special 4-dr., $860; FL Deluxe $1,- | 
000, $920; 4-dr., $1,005, $980. 50 SL De- | 
luxe 2-dr., $885, $830, $925; 4-dr., $815, 
$825, $790. '49 SL Deluxe 4-dr., $725. °48 

FL aerosedan, $510, $550. 

CHRYSLER—’50 Windsor Newport, $1,120*. 

DODGE—'52 Wayfarer 4-dr., $860. ‘51 
Meadowbrook 4-dr., $1,025; Coronet club 


coupe, $990*. °49 Coronet conv., $780; 
club coupe, $705. 
FORD—’53 Victoria, $2,125*, $2,185*. '52 


Custom (8) 2-dr., $1,535*; Main (6) club 
coupe, $1,130. °51 Custom (8) 2-dr., 
$995, $1,055*, $1,025*. °50 Custom (6) 
club coupe, $695, $705; (8) 2-dr., $780; 


4-dr., $700. '49 Custom (8) 4-dr., $630. 
FRAZER—’51 Deluxe 4-dr., $765*. | 
HUDSON—’52 4-dr., $1,100. '49 Super (6) | 
2-dr., $100. 
MERCURY—’53 Monterey 2-dr., $2,450*. | 
52 2-dr., $1,620*. '50 4-dr., $1,000. "49 | 
4-dr., $465. 


NASH—’51 Rambler station wagon, $715. 

OLDSMOBILE—’49 (88) 4-dr., $905; (98) 
sedanet, $775*. '47 (66) club coupe, $250. 

PLYMOUTH—’52 Belvedere, $1,225*. ‘'50 
suburban, $1,050; Deluxe club coupe, 
$800. '47 SD club coupe, $305. | 

PONTIAC—’53 Chieftain (8) 2-dr., $2,- | 
345*; (6) 2-dr., $2,345*. '52 Chieftain (6) 
2-dr., $1,550; (6) Catalina, $1,740. °51 | 
Chieftain (6) 4-dr., $1,405; Catalina, $1,- 
575*. °50 SL (6) 4-dr., $900; sedanet, 
$852, $965. '49 Chieftain (8) 4-dr., $795, 
$865* 


STUDEBAKER—’52 Champion 2-dr., $985; 
4-dr., 2 at $1,000. "51 Commander (8) 
4-dr., $860; Starlight coupe, $915. °50 
Champion 4-dr., $650. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- | 
nesday. Prices are for sale of Aug. 5.) | 
(Reasonably active sale, with smaller 
number of entries. Sold 33 cars out of 

68 offerings.) 
BUICK—’50 Super 4-dr., $2,080*. | 
CHEVROLET—’53 (210) 4-dr., $1,680. °50 | 
%-ton pickup, $410. °48 SM 2-dr., $380. 
°47 FM 4-dr., $420. ’41 4-dr., $340. 
CHRYSLER—’51 NY 4-dr., $1,200*. 
DeSOTO—’49 Custom 4-dr.,$780. | 
DODGE—’50 Wayfarer 2-dr., $805. ‘49 | 
Wayfarer 2-dr.,$515. | 
FORD—'53 Custom (8) 2-dr., $1,780. ’52/| 
Custom (8) 2-dr.,$1,330. '51 Custom (8) | 
2-dr., $955. 50 Custom (6) 2-dr., $705; 
Custom (8) 2-dr., $809, $870; Station 
Wagon, $670; %-ton pickup, $665. °47 
SD (8) 2-dr., $365. °46 SD (8) 2-dr., | 
$480. '42 SD (8) 2-dr., $115. | 
HUDSON—’49 4-dr., $375. 
LINCOLN—’49 2-dr., $800. | 
MERCURY—’50 4-dr., $430. '49 4-dr., $675. | 
NASH—'53 Station Wagon, $1,070. 
OLDSMOBILE—’52 (88) 4-dr., $1,350*. 
PACKARD—’'49 4-dr., $545. 
PONTIAC—’53 Chieftain (8) 4-dr., $2,080*, 
$2,140*. '50 SL (6) 2-dr., $780. 


LOS ANGELES 


(Los Angeles Auto Auction. 
Tuesday and Thursday at 
Calif. Prices are 
Aug. 4.) 

(Prices on all sedans continue down, 
as well as most ’53 models. Sport models 
and station wagons, however, are still | 
bringing a good price here. Sold 312 cars | 
out of 616 offerings.) | 
BUICK—’53 RM 4-dr., $2,930* (ps), $2,- 

585* (ps); Super Riviera 4-dr., $2,500*, 

$2,475*, $2,470*; 2-dr., $2,500*, $2,475*. 

‘52 RM Riviera 4-dr., $1,675*, $1,650*, 

$1,555*; Special 4-dr., $1,375*, $1,350. 

"51 RM Riviera 2-dr., $1,525*; 4-dr., $1,- 

475*; Super Riviera 2-dr., $1,440*; 4-dr., 

$1,305*, $1,250*; Super estate wagon, 

$1,180. ’50 Super Riviera 2-dr., $1,200*; 

RM conv., $1,150*; RM Riviera 4-dr., 

$1,080*, $995*, $890*; Special sedanet. 

$895*. '49 Super conv., $700*, $675*; RM 

_Sedanet, $695*. "48 RM 4-dr., $380*. 
CADILLAC—'53 conv., $4,965* (ps), $4,- 

915* (ps); (60) 4-dr., $4,670* (ps); (62) 
club coupe, $4,570* (ps), $4,225*. 52 (62) 

club coupe, $3,700* (ps), $3,325*; 4-dr., 

$3,225*. ’51 coupe deVille, $3,200*, $3,- 

065*, $3,020*; (62) 4-dr., $2,680*, $2,- 

155*; club coupe, $2,505*. '50 conv., $2,- 
550*; (62) coupe, $2,495*; (60) 4-dr., 

$2,355*. '49 (62) 4-dr., $1,315". '48 (62) 

coupe, $1,075*; (60) 4-dr., $990*, $905*. 

"47 (61) coupe, $715*; (60) $560*. 
CHEVROLET—’53 Bel Air 4-dr., $2,230*, 
$2,095*. '52 Bel Air, $1,745*, $1,725*; 

SL Deluxe 4-dr., $1,325*, $1,255; 2-dr., 

$1,300; %-ton pickup, $995, $960. ’51 
Station wagon, $1,365, $1,105; Bel Air, 








Sale every | 
San Gabriel, 
for sale of July 30, | 
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$430. '46 conv., $320; (8) business coupe, 


$2,685*, $2,630*°, $2,500*; conv., $2,500*; 


53 





(ps), $3,515* 


$310; (6) 2-dr., $275. 
HUDSON—’'49 (6) conv., $545. 
KAISER—’51 2-dr., $1,120*. '49 Vagabond, 

$405*. °47 4-dr., $185. 
LINCOLN—’53 Capri club coupe, 
(ps); 
coupe, $3,310*. '52 Capri club coupe, $2,- 
950*; Cosmopolitan coupe, $2,565*; 4-dr., 


station wagon, $2,475*. ‘52 conv., §$1,- 
620*. ‘51 (8) station wagon, $1,620*; 
Chieftain (8) 4-dr., $1,375*, $1,295*, $1,- 
285*, $1,230*; 2-dr., $1,205*; sedan,, $1,- 
130*. '50 (8) club coupe, $1,120*; 4-dr., 
$815. '49 conv., $895*. '48 sedan, $410*. 
STUDEBAKER—’53 Commander (8) star- 
liner, $2,495*; club coupe, $2,175*, $2,125*. 


RY Tar Or 


Patent 


$3,720* 
Cosmopolitan club 


ate iatep) 


$1,350*, $1,345*, $1,250; conv., $1,250; $2,410*. '51 Cosmopolitan 4-dr., $1,450*. ’52 Commander (8) 4-dr., $975; %-ton 
SL Deluxe 4-dr., $1,235*, $1,150; FL De- ’50 4-dr., $820*. '49 Cosmopolitan coupe, pickup, $850*. '51 Commander (8) star- 
luxe 4-dr., $1,125*; 2-dr., $1,020; \%-ton $740*. liner, $705*. °50 Champion coupe, $705, 
pickup, $725. '50 station wagon, $1,070; | MERCURY—’53 Monterey coupe, $2,655*, $700*. '48 conv., $275*. '47 Champion 4- 
SL Deluxe 4-dr., $940; SL Special 2-dr., $2,650*; conv., $2,520*; sport coupe, $2,- dr., $385*; Commander starliner coupe, 
$810; %-ton pickup, $735. '49 FL Deluxe 495*, $2,365*; 4-dr., $2,205. ’52 station $385*. 

4-dr., $805; FL Special 2-dr., $655. wagon, $2,330*; Monterey coupe, $2,300*, | WILLYS—’'52 Aero 2-dr., $1,105*. 

CHRYSLER—’53 Windsor 4-dr., $2,455*, $2,250*, $2,195*; 4-dr., $1,985*, $1,910*, ‘ F 
$2,375"; club coupe, $2,325* (ps). ’51 $1,755*, $1,585*; 2-dr., $1,810*. ’51 conv., FLINT ena Lompiete 
Saratoga 4-dr., $1,360. '50 Windsor club| $1,375*; club coupe, $1,280*; 4-dr., $1,- | ee 
coupe, $930*. 270*, $1,250*, $1,220*, $1,190*, $1,075", (Flint Auto Auction, Inc, Sale every Wed- intormatior 


DeSOTO—’49 Custom club coupe, $850; De- 


$1,105*. 50 club coupe, $1,025*, $1,020*, 


nesday. Prices are for sale of Aug. 5.) 


-dr. 60*. ’ 4-dr., $895; 4-dr., $905. '49 conv., $955*, $890°; (Market strong, with new-car dealers 
ote — oe . : station wagon, $695*; 4-dr., $650; club| entering large stocks of sharp cars. Sold ACh & RINGS 
vs ipl t, $2,145*. °47 4-dr., coupe, $300*. 94 percent of offerings.) PRICED AT 
<item tase: NASH—'S1 Rambler country club, $s95¢, | BUICK 62 RM 2-dr., $2,110", $2,075, oe roe 
“+53 ,. $2,350", $2,275". $2,-| $1,055*, $935*. '50 Statesman 2-dr.,| $1,800*; 4-dr., $1,905. ’51 RM 2-dr., $1,- a : 
wire’; Victoria $2,226", $2,206, $4,250%, | _$585°. °46 club coupe, $270. 485°, $1,430°; Super 4-dr., $1,550*, $1.- 
$2.270*, $2,045; (8) ranch wagon, §$2,.|OLDSMOBILE—'53 Super (88) Holiday,| 535%, '50 RM 2-dr., $1,005, $890; Super 500... 8.78 
200, $2,135, $2,125: (6) ranch wagon, $3,200* (ps), $2,940*; (98) 4-dr., $2,880*, 2-dr., $860, $845. "49 Special 4-dr., $745, 
$2,115*; Custom (8) club coupe, $1,960*; | $2,790"; (88) 4-dr., $2,610*. ‘52 Super| $685. 2 4.50 


Custom (6) 4-dr., $1,825*. °52 Victoria, 
$1,950*, $1,900*, $1,865*, $1,850*; Coun- 
try Squire, $1,885, $1,825*; conv., $1,- 


920*. '51 (98) 


(88) Holiday, $2,270*, $2,230*; 4-dr., $1,- 
Holiday $1,645*, 
Super (88) 4-dr., $1,640*; 2-dr., $1,370*. 


CADILLAC—’50 (61) club coupe, $2,165*. 
CHEVROLET—’53 Bel Air 4-dr., $1,850; 
(210) 4-dr., $1,650. °52 SL Deluxe 4-dr., 


$1,565* ; 


Enclose Check with ° 
Order 


ane S ae. : '50 (88) Holiday, $1,435*; 4-dr., $1,250*, | $1,280, $1,100, $1,030. ‘51 Bel Air, $1.- 
$1.3i5° $1910, $1260; dear $1,440" $1, | $995", $920"; (98) 4-dr., '§915*. "49 (88) | 205; SL Deluxe 2-dr., $1,070, $1,015, Shipments Prepaid 
385*, $1,300*: Main (8) 2-dr., $1,330,| 4:dr., $880%. '47 (76) 4-dr., $295*. 46] $970; 4-dr., $1,005, $785. '50 SL Deluxe Free Used Car Systems 
$1 260 $1 275, $1,225*, $1,220: (8) %-ton (76) club sedan, $265. 4-dr., $875; 2-dr., $815, $805; FL Deluxe & Aids Catalogue 
pickup, $905. ’51 Victoria, $1.325; conv., |PACKARD—'51 (300) 4-dr., $1,000°. 4-dr.. $605. '49 SL Deluxe 4-dr., $760, 

; ; » Tot east " ' . 575 ; FL 2-dr., $700, $610 
$1,310*, $1,300*, $1,260*, $1,235", $1.- | PLYMOUTH—'53 Cranbrook 4-dr., $1,875*. | $575, $710; FL 2-dr., $700, Pe oa 
175*, $1,065*; Custom (8) 2-dr., $1,210*,| °52 suburban, $1,275; Cranbrook 4-dr., alan Shee. Pt irMeeres BARRY AUTOMOTIVE CO. 
$1,130*; Country Squire, $1,005*; Deluxe $1,125; Cambridge club coupe, $1,100. ’51 ae ; * : , A 
(8) 2-dr., $895. "50 Crestline (8) $1,090*; | business coupe, $795. '50 suburban, $980; | DODGE — °51 Meadowbrook club coupe, Rcelarsamsgteh beast 
Deluxe (8) 4-dr., $825; 2-dr., $790; De-| SD club coupe, $890. ’47 Special Deluxe | $700; 4-dr., $685. '50 Meadowbrook 4-dr., | TEER iL) ae hPa. S.Ct ee aol it 





luxe (6) 2-dr., $645. '49 Custom (8) 2- 4-dr., $370. 
dr., $820, 2 at $575: club coupe. $810*; coupe, $210. 
(8) station wagon, $740, $450. '47 conv., 


46 Special 
| PONTIAC—’53 Catalina, $2,750*, 


Deluxe club 





FORD—’52 Custom (8) 4-dr., $1,450*, $1,- 





$2,745", 








Why BEAR is Announcing 





(Continued on Page 54, Col. 3) 


a Brand-New Service that Meets the Car Owner’s Cry 
to*“Do Something About the Egg-Shaped Tire Ride’’ 


“Balantru” Service 


Here Are the ANSWERS to Your Questions About this Most Important New Profit 
Opportunity for You Since “Bear” Introduced Dy-Namic Balancing 15 Years Ago! 





Q. What is **Bear Balantru”’ Service? 


A. It is a service wherein out-of-round tires are 
Re-Trued and Dy-Namically balanced by ‘‘Bear” 
methods. Re-Truing is designed specifically to cor- 
rect out-of-roundness, not out-of-balance. That is 
why the new “Bear Balantru’’ combination of the 
“Bear” Re-Truer and 36 Balancer is offered as a 
complete unit. This set-up makes it possible to bal- 
ance and Re-Tru in practically one operation, with- 
out need for remounting. 


Q. Why is ‘*Bear’’ introducing Tire 
Re-Truing? 


e Because this new method is the only answer 
to the mounting demand of millions of motorists to 
get rid of tire “thump” and other mysterious vibra- 
tions due to out-of-round tires. This condition 
cannot be remedied by balancing alone. 


Q. What is Tire Re-Truing? 
A e Re-Truing is the “Bear’’-developed method of 


gently evening out the circumference of an out-of- 
round tire by buffing off the high-spots one very thin 
layer at a time. So accurate and perfected is this 
method, and so unaffected is the tread or appearance 


of the rubber, that the naked eye cannot tell a tire 
has been Re-Trued. 


Q. What is behind the ever-mounting 
increase of car-owner complaints about 
tire “thumping”? 


A e Smoother black-top roads, more high-speed 
driving and more powerful, smooth-running engines 
all help to magnify vibrations of out-of-round tires. 
which formerly were hardly noticeable. Out-of- 
roundness is almost as prevalent on new tires as on 
tires which have been driven for 5 or 10 thousand 
miles. 


ALL THREE NEED RE-TRUING! 


Tire "thump" complaints of 
your customers may be 
caused, in varying degrees, 
by any one of these three 
conditions: (a) abrupt change 
in out-of-roundness, (b) out- 
of-roundness spread over a 
section of the circumference 
or (c) so-called ‘‘scuff cups’ 
around the circumference of 
the tire. 





Q * Whyisitimportant,intermsof profits 
and good will, for shops to offer Re-Truing 
in addition to balancing? 


A. ““Egg-shaped” or out-of-round tires can ruin 
your balancing reputation, because balancing alone 
won’t make them round. Dissatisfied balancing 
customers and do-over work caused by this situation 
are bad for your business. 





(). What is an Out-of-Round or 
*egg-shaped”™ tire? 


A. An out-of-round tire is one which 
has a variation in thickness ...a differ- 
ence in the tread of the tire, and may show 
up in a rather abrupt difference in radius 
between its high and low points. This could 
be caused by a car standing in one posi- 
tion for a long period of time, uneven 
wear, etc. Any out-of-round conditions 
should be corrected by Re-Truing. 


Q. Does removing rubber by 
Re-Truing decrease mileage? 


A e The exact opposite is true. ReTruing 
extends tire life because the tire will roll 
smoothly with no “thump,” “‘slap’’ or 
“scuff” at any section of the circum- 
ference. 
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Los Angeles Ford Dealers Hear Sales Plans— 


A council meeting of Ford dealers in the Los Angeles district heard a report from 
members who had attended a regional meeting in San Francisco on future sales 
activities. Shown (in back row, from left) are Walter J. Cooper, district sales manager; 
Ivor deKirby, San Diego; Homer Heller, Escondido; Al Stuebing, Hollywood, and 
Homer C. Thompson, Santa Barbara. Seated around the table (from left) are E. M. 
Chaffee, Hawthorne; LeRoy White, Los Angeles; R. C. Capps, Montebello; Jack Fraim, 
los Angeles; C. O. Swift, Gila Bend, Ariz.; George Dunton, Santa Ana; V. E. Mansur, 
Orange; Jesse E. Smith, Glendale; J. K. Snyder, assistant district sales manager; G. 
W. Bowles, regional parts and service sales manager; A. F. Lang, district parts and 
service sales manager; Karl Muth, San Bernardino; L. |. Delaney, district car sales 
manager; Howard Ellis, Bishop; Dee Cowen, Barstow; Les Madison, Glendale, Ariz.; 
W. Chase, manager of truck and fleet sales, and Harry Munro, service department 
manager. 


to launch the 30-day celebration 
of its 25th year as a DeSoto 
dealership. These ads gave the 
history of the dealership’s de- 
velopment and plans for current 
used-car and new-car promotions. 


Il Newspaper Pages Used 
For Ball’s 25th Milestone 
Eleven newspaper pages were 
used by Vernon M. Ball, Inc. 
(DeSoto-Plymouth), Elkhart, Ind., 





Used-Car Auction Prices 
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(Continued from Page 53) 


280. '51 Victoria, $1,250*, $1,110, $1,065; 
Custom (8) 2-dr., $1,075, $1,000, $900; 
Deluxe (8) 2-dr., $875, $795, $775; Cus- 
tom (8) 4-dr., $1,050, Deluxe (6) 4-dr., 


$745. °50 Custom (8) club coupe, $925; 
2-dr., $885, $850, $760. '49 Custom (8) 
2-dr., $600, $575, $555, $490. "47 SD (8) 
4-dr., $250. 46 SD (8) 4-dr., $250, $245. 

HUDSON—’'51 PM 4-dr., $875. '50 PM 2- 
dr., $575. 


LINCOLN—’50 4-dr., $660. 


NASH—’52 Ambassador 4-dr., $1,700". '49 
Ambassador 4-dr., $430, $385. ‘47 Am- 
bassador 2-dr., $205. ‘46 (600) 4-dr., 
$125. 

OLDSMOBILE—’'53 (88) Holiday, $2,850*, 
$2,830*. ’51 (88) 2-dr., $1,200. 50 (88) 


2-dr., $1,100*, $960. '48 (66) club sedan, 
$490*. '47 (78) club sedan, $410*, $175. 
PLYMOUTH—’'53 Cranbrook 4-dr., $1,625. 
"50 Deluxe 4-dr., $720, $620; club coupe, 


$680. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,625*; 
2-dr., $1,600*. ‘51 Chieftain (8) 4-dr., 
$895. °49 SL (8) 4-dr., $710, $700. 


STUDEBAKER—’53 Champion club coupe, 
$1,800*, $1,700. '51 Commander (8) club 
coupe, $850; Champion 4-dr., $760. '50 
Champion 2-dr., $665. 


PHILADELPHIA 


(Harold B. Robinson Auto Sales Auction. 
Sale every Tuesday and Thursday. Prices 
are for sale of Aug. 4.) 

(Auction fair — prices slightly lower 

than last week. More cars needed for 





Thursday sale. Sold 135 cars out of 167 
offerings.) 

BUICK—’53 Super Riviera sedan, $2,460*. 
‘51 Super sedan, $1,485, $1,480; Special 
sedan, $1,300, $1,225. ‘50 Super sedan, 
$1,075; Special sedan, $840, $825, $700. 
‘49 RM sedan, $730, $530. '48 RM conv., 
$560; sedan, $530. °41 Special sedan, 
$200. 

CADILLAC—’52 (62) 
(62) sedan, $500. 

CHEVROLET—’52 Bel Air, $1,400; SL De- 
luxe sedan, $1,360, $1,270, $1,260, §$1,- 
240, $1,150, $1,145, 


sedan, $3,475*. °41 


$1,165, $1,150, $1,130, $1,100, $1,075, 
$1,010. °51 Bel Air, $1,300, $1,175; SL 
Special sedan, $910; FL Deluxe sedan, 
$1,000, $890. "50 SL Deluxe sedan, $875, 
$830; SL Special sedan, $750. '49 FL 
Deluxe sedan, $800, $765, $375; FL 
Special sedan, $510. ‘47 FL aerosedan, 
$620; FM sedan, $470. °46 sedan, $375. 
"42 club coupe, $170. '40 business coupe, 


$150. 


CHRYSLER — '51 Windsor Newport, $1,- 
410*; sedan, $1,390*. 

DODGE — ’49 Coronet sedan, $895, $770. 

FORD — '53 Custom (6) sedan, $1,580; 
Main (8) sedan, 2 at $1,540, $1,530, 2 
at $1,500; Main (6) sedan, $1,440, '52 
Custom (8) sedan, $1,400; Main (8) 
sedan, $1,300, $1,250. ‘51 Deluxe (6) 


sedan, $825. '50 conv., $775; Custom (8) 
sedan, $900; Deluxe (8) sedan, $830. 
HUDSON—’4S8 Super (6) sedan, $580. 


KAISER—’51 Special sedan, $860. 





STOP 
Te 


The time buyer is here to stay! He’s also your biggest 
customer — so why not pattern your business after the 
successful dealers who are using the American Bank Credit 
Plan. This Dealer-Bank credit service is primarily designed to 
help build the “Time-Sales” of the Automobile Dealer . . . 
and safeguard his interests 100%. 


Car buyers are more and more demanding bank credit. 
Under the American Bank Credit Plan, as an accredited 
dealer, you can provide your customers with a dignified, 
low cost bank credit plan with nationwide “Safe-Travel” 
features that surpasses all competition. 











The American Bank Credit Plan recognizes the dealer 


as the key man . . . supports him 100%. You, and only you, 


make all the financial arrangements for your customer at one 


time, on the spot, without delay. You are provided with 


adequate reserves and dependable, continuous insurance 


coverage. The American Bank Credit Plan works with you 


and for you. If not available in your immediate territory, ask 


your bank to write us. 


The Foremost Dealer-Bank Plan in the 
automotive field offered exclusively to dealers through banks in 


Connecticut New York Wisconsin 
Rhode Island § New Hampshire 


Wlinois Ohio 
Massachusetts 


AMERICAN 
103 PARK AVENUE 


Minnesota 
West Virginia 


Maine Indiana 
Delaware 





Pennsylvania 
New Jersey 


Vermont 
Michigan 


Maryland 
Missouri 


INSTALLMENT CREDIT CORPORATION 
NEW YORK 17, 


ee 


$1,120, 2 at $1,110, | 
$1,100, $1,090; SL Special sedan, $1,170, | 





MERCURY—’51 sedan, $1,120. '46 sedan, 
$370. 

NASH — '51 Rambler country club, $875. 
’49 Ambassador sedan, $510, $470; (600) 
sedan, 500. 

OLDSMOBILE—'49 (98) conv., $860. 

PLYMOUTH — '53 Cranbrook club coupe, 
$1,620, 2 at $1,580, $1,560; Cambridge 
sedan, $1,530, 3 at $1,510, 2 at $1,500, 
$1,490, $1,480, $1,565, $1,460, 4 at $1,450, 
2 at $1,440, 2 at $1,435, $1,400. °52 
Cambridge club coupe, $1,190, $1,130, 
$1,110, $1,100, $1,090, $1,080, $1,055, 
$1,045, $1,025. ‘51 Cambridge sedan, 
$915, $880, $770. '50 SD sedan, $900; 
Deluxe sedan, $850; Concord sedan, $760. 
’47 SD sedan, $480; Deluxe conv., $300. 
'40 club coupe, $200. 

PONTIAC—’53 Chieftain (6) 
$2,070, $2,050. °49 sedan, 
(6) sedan, $335. 

STUDEBAKER—’50 station wagon, $830. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Aug. 6.) 
(Market still holding on clean cars. 
Sold 43 units out of 76 offerings.) 
BUICK—’51 RM sedan, $1,180, $1,160. 
Special sedan, $1,020. 
CHEVROLET—’53 (210) sedan, $1,550. '52 
SL Deluxe sedan, $1,215. '51 SL Special 
sedan, $855. '50 SL Deluxe sedan, $850; 
Bel Air, $1,015. °49 SL Deluxe sedan, 
$670, $640, $650. '48 SM club coupe, $375. 
DODGE—’'50 Coronet sedan, $795. 


sedan, 2 at 
$830. °47 SL 


"50 


FORD—’53 Custom (8) sedan, $1,705. '52 
Main (6) sedan, $890. '51 Custom (8) 
sedan, $960, $950, $925, $865. 50 Cus- 
tom (8) sedan, $750, $815, $780. '49 


Custom (8) sedan, $570, $590, $650, $680, 
$435. '42 Deluxe sedan, $180. 

OLDSMOBILE—’52 (98) sedan, $2,015*. '49 
(76) sedan, $650; sedanet, $745*. 

PLYMOUTH—’52 Cranbrook sedan, $825; 
suburban, $1,335. 50 suburban, $895; De- 
luxe sedan, $830. 

PONTIAC—’52 Chieftain (8) sedan, $1,- 
510*, '51 Chieftain (8) sedan, $1,110. ’50 
Chieftain (6) sedan, $750. 

STUDEBAKER—’53 Commander (8) sedan, 
$1,905. 

WILLYS—'49 '%-ton pickup, $390. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction Co. 
Sale every Friday. Prices are for sale of 
Aug. 7.) 


(Market good. Sold 137 cars out of 
202 offerings.) 

BUICK—’53 RM conv., $3,100*; 4-dr., $2,- 
590*; Special 2-dr., $1,940. ’52 Super 4- 
dr., $1,880*. ’51 Special Riviera sedan, 
$1,370. '50 RM 2-dr., $1,140*; Special 
2-dr., $875. '48 RM 4-dr., $450. 

CADILLAC—’53 (62) 4-dr., $4,075*. ‘51 
(61) 2-dr., $2,940*. '49 (61) club coupe, 

. 48 (62) 4-dr., $1,210*. '47 conv., 


$475. 

CHEVROLET—’'53 Bel Air 4-dr., $2,125*; 
2-dr., $1,930; (210) 4-dr., $1,800. ’52 SL 
Deluxe 2-dr., $1,295. '51 SL Deluxe 4-dr., 
$1,100*. '50 Bel Air, $1,160. 49 FL De- 
luxe 4-dr., $895. ‘47 conv., $530. 

CHRYSLER—'53 NY conv., $2,950*. ‘51 
Windsor 4-dr., $1,300. '50 Royal club 
coupe, $1,010*. °48 Windsor 4-dr., $965*. 
47 Windsor club coupe, $630. 

DeSOTO—'52 Custom club coupe, $1,620*; 


4-dr., $1,490*. °’50 Carryall, $970. '49 
Custom 4-dr., $700. 

DODGE—’'53 Coronet conv., $1,990*. °51 
Coronet conv., $1,200*, $1,135*; club 
coupe, $1,080. ‘49 Meadowbrook 4-dr., 
$780. 

FORD—'53 Victoria, $2,265; conv., $2,080*; 


Main (8) 2-dr., $1,820. '52 Main (8) 2- 
dr., $1,260. '51 Victoria, $1,260; Custom 
(8) 4-dr., $1,185. °50 station wagon, $1,- 
110. 

KAISER—’53 Manhattan 4-dr., $1,820*. ’51 
4-dr., $775; Henry J (6) sedan, $490. ’50 
Vagabond 4-dr., $360. 48 4-dr., $175. 


LINCOLN—'52 Cosmopolitan 2-dr., $2,270*. 
MERCURY—’52 4-dr., $1,770. °51 2-dr., 
$1,165; 4-dr., $1,160. °50 club coupe, 


$940*. '49 4-dr., $610. 
NASH — '53 Rambler conv., $1,600. ’51 
Rambler station wagon, $950. '50 States- 


man 2-dr., $720*. '48 (600) club coupe, 
$445. 
OLDSMOBILE—’53 (88) 4-dr., $2,720*. ’52 


Super (88) 4-dr., $1,840*; (88) $1,720*; 
2-dr., $1,670*. "51 (98) 4-dr., $1,620*. ’47 
(98) club coupe, $250. 

PACKARD —'52 (200) 
4-dr., $800. 

PLYMOUTH —’53 Cranbrook 4-dr., $1,720; 
club coupe, $1,630; Cambridge 4-dr., $1,- 
630, $1,450. ’50 Deluxe club coupe, $705. 

PONTIAC—’53 (8) conv., $2,340*; Chief- 
tain (8) 2-dr., $2,300*; Chieftain (6) 4- 
dr., $2,075*. ‘52 Catalina, $1,880*%. ’51 
Chieftain (8) 4-dr., $1,330*. ’48 Chieftain 
(8) 4-dr., $590. 

STU DEBAKER—’51 Commander (8) 4-dr., 
$1,300, $960*; Champion 4-dr., $910*, 
$850*. ‘50 Champion 2-dr., $740. 

WILLYS—’52 Aero 2-dr., $1,090. 


4-dr., $1,550*. °50 


Harvester to Make 


All 5-Ton Trucks 
For Defense Unit 


WASHINGTON. — International 
Harvester will be the sole producer 
of five-ton military trucks after 
Jan. 1, the Defense Department an- 
nounced last week. 

The department recently decided 
that only one of the three firms 
making the big trucks would con- 
tinue production and that the pro- 
ducer would be determined by com- 
petitive bidding. The other firms 
involved are Mack and Diamond T. 

TH will make the trucks at its 
Fort Wayne (Ind.) plant. 

A similar bidding procedure will 
be followed to determine the sole 
maker of 2%-ton military trucks. 
Competing for the contract are Reo 
and GMC. 


Clark to Daniel’s Buick 


Phillip C. Clark has been named 
general manager of Daniel’s Buick, 
Inc., Columbus, O. Before coming 
to Columbus, Clark operated 
dealerships at Ashland, O. 
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News in Brief 





CHICAGO.—Expanding its facil- 
ites for providing transparent 
p.ckaging, Utility Plastic Bag Co., 
Ine., has moved to 3805-09 S. Racine 
Ave. At the same time, the com- 
pany became incorporated, with 
Milton Rifkin, formerly sales man- 
ager, as president. 

od * 


Fuel Lab Expanded 


WHITING, Ind.—Standard Oil 
Co. of Indiana has added a new 
building, with facilities for engine 
testing of automotive fuels and lu- 
bricants, to its automotive labora- 
tory here, it has been announced 
by Joseph K. Roberts, general man- 
ager of research and development. 

* * * 


Fiat Distributor Moves 


NEW YORK.—Columbia Motors 
has moved to larger quarters at 
245 W. Fifty-sixth St. Columbia is 
American distributors for foreign 
autos and parts, including Fiat 
cars, Pirelli tires, Marchal lamps 
and horns, and Fren-Do brake and 
clutch linings. 


* * + 


Glass Textiles Book 


NEW YORK.—American industry 
is using 60 different constructions 
of broad glass fabric in the pro- 
duction of a wide range of in- 
dustrial and consumer products, ac- 
cording to “Glass Textiles for In- 
dustry,” a 32-page pamphlet pub- 
lished by Hess, Goldsmith & Co., 
1400 Broadway, New York. 


$5 Million in Taxes 


RICHMOND. — The State of Vir- 
ginia collected $5,155,118.95 in gaso- 
line taxes in June, according to the 
Division of Motor Vehicles. 

e a 7 


Canadians Invest 
OTTAWA.—A midyear survey by 
the Canadian Government has re- 
vealed that capital outlays for con- 
struction, machinery and equip- 
ment in the auto trade will total 
$57.7 million in 1953, $4.2 million 

higher than first estimated. 

* 2 + 


Manual For Oil Jobbers 


NEW YORK.—A simplified ac- 
counting manual is being made 
available to oil marketers by the 
American Petroleum Institute. En- 
titled “A System of Accounting for 
Distributors and Jobbers of Pe-| 
troleum Products,” the manual may 
be obtained through the Division of | 
Marketing, American Petroleum 
Institute, 50 W. Fiftieth St., New 
York 20, N. Y. The price is $1.50. 


* * * 


Computing Machine Clinic 
DETROIT.—A dozen of the na- 
tion’s leading computing machine | 
experts will be at Wayne Univer- 
sitv Aug. 10-21 to lecture in a spe- 
cial summer program on computing 
machines and their business and | 
engineering applications. Three 
courses will be offered. 
. * * 


Chrysler, Lid., Expands 


MONCTON, N. B.—Chrysler Corp. 
of Canada, Ltd., has opened a new | 
building here to serve motorists 
and dealers in Canada’s four Atlan- 
tic provinces. The $500,000 structure 
has 40,000 square feet of floor space 
and houses regional sales offices 
and parts and accessories depart- 
ments, 





. * * 


Shift by Brown Trailers 


SPOKANE.—To provide a central 
location, operational headquarters 
of Brown Trailers, Inc., will be 
moved from Spokane to the plant 
in Toledo, according to A. A. Kear- 
hey, president, Executive offices 
and headquarters of the board of 
directors will remain in Spokane. 

- * 7. 


Foil Packaging Manual 

LOUISVILLE. — A new and en- | 
larged edition of “Reynolds Alumi- | 
hum Foil Packaging” has been | | 
Published by Reynolds Metals Co., 
2500 §. Third St., Louisville 1, Ky. 
The manual discusses foil materials | 
in current use and provides techni- | 
cal data on package design and ap- 
Plication. 





| 
| 


Hardboard Sales Soar 


NEW YORK.—Sales of Weldwood | 
Hardboard during its 1952-53 fiscal | 


year increased 45 percent over the 
previous year, according to U. S. 


Plywood Corp. Weldwood Hard- | 
board, a rigid structural panel pro- | 


duced by a wood defibrating pro- 


cess, has had increased use as an | 


interior structural material in cars 
and trucks, 


cations, the company said. 
* * * 


Ride ’Em, Chief! 
AZTEC, N. M.—When the Navajo 
Indians failed to plan their annual 
rodeo here, the San Juan County 
Fair Board decided to substitute a 


hot-rod race. 
> * * 


Ark. Gas Revenue Up 


LITTLE ROCK, Ark.—Arkansas’ 
gasoline tax collections for July 
amounted to a record $2,768,269, or 
$122,000 higher than the previous 
record of October, 1952, 


* * * 


Spray Insulates Metal 


AKRON.—A quick-drying spray- 
on material which makes a metal 


among other appli- | 








surface capable of withstanding 
temperatures as high as 
degrees has been developed by B. 
F. Goodrich Co. Called Pyrolock, a 
one-sixteenth inch coating of the 
insulation is claimed to protect 
metal for as long as 10 seconds 
against temperatures hotter than 
its melting point. 
* * & 
Catalyst Plant Rising 

NEWARK, N. J.— Construction 
has started here on a $2,500,000 
plant to produce a new platinum- 


|containing catalyst for use in re- 


forming petroleum. Charles W. En- 
gelhard, president of Baker & Co., 
Inc., said that the catalyst, for pro- 
ducing high-octane gasoline, was 
developed jointly with Sinclair Re- 


|search Laboratories, Inc. 


* * 4 


S. F. Motor Sports Show 


SAN FRANCISCO.—San Francis- 
co’s Motor Sports Show, to be 
staged Nov. 21-29 at the Civic Audi- 
torium, will feature a variety of 
sports cars, custom cars, hot-rods, 
experimental automobiles, classic 
cars, antique cars and sleek, new 
designs, in addition to boats, motor- 
cycles and mobile homes. 





5,000 | | 








Red-Letter Day for DeNooyer— 

When the circus came to town, John DeNooyer, partner in Way-DeNooyer Chevro- 
let, Inc., Coldwater, Mich., had a chance to ride Tina, queen of the elephant herd 
of the Kelly-Miller Circus, when the animals appeared in front of his showroom. 
The dealership also displayed a truck on the midway. The same day, DeNooyer had 
delivered a big cab-over-engine truck to a grocery firm. 


Kansas Firm Launched 
Three Topeka (Kans.) men have| (Ford), Topeka, as manager. Be- 
incorporated Hal Innis Motors, Inc. — — ono on of the 
(Ford). of Ark rm are Mack and Willard 
: ae rkansas City, Kans., Noller, Topeka, both of Mosby- 
with Hal Innis former generai sales 


Mack. The firm formerly was A, L. 
manager of Mosby-Mack Motor Co.! Short Motor Co. 
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William H. Ledyard has been ap- 
pointed director of purchasing at 
Mechanical Handling Systems, Inc., 
according to W. V. Casgrain, presi- 
dent. At the same time, Casgrain 
announced the appointment of Don- 
ald C. Kilgus as purchasing agent 
for the Detroit plant. 


Whellams Named Manager 


Of Canadian Auto Group 


Thomas H. Whellams, former 
secretary-manager of the Junior 
Chamber of Commerce of Can- 
ada, has been appointed secre- 
tary-manager of the Canadian 
Automotive Wholesalers & Manu- 
facturers Assn, 

Cc. E. Phillips, president, said 
141 applications were received 
for the position. 


* * + 


Bell Joins Hall Lamp 


L. O. Zick, president of C. M. Hall 
mp Co., announces the appoint- 
ment of Rupert B. Bell as chief 
| products engineer. Bell, who will be 
| responsible for the design of motor 
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Hagen Signs Buick Franchise— 


Succeeding Al Young Buick, Inc., Cincinnati, George Hagen (left) signs his Buick 
franchise as J. M. Mayer (right), zone manager, and Jack Burton, assistant zone man- 
ager, look on. Hagen said that dealership facilities would be expanded but that 
the present staff would remain unchanged. 








Auto Personnel 





vehicle lighting equipment and re- 
search developments, previously 
was with Mt. Clemens Metal Prod- 
ucts and King-Seeley Corp. 

* 


* * 


Permacel Post Filled 


Andrew J. Percival has been 
named director of industrial rela- 
tions of Permacel Tape Corp. He 
formerly was a director of indus- 
trial relations for Sperry Gyroscope 
Co. and for the Chef Boy-Ar-Dee 
division of American Home Foods, 
Ine. 

* * > 


Raybestos Director 


S. R. Zimmerman jr. has been 
elected a director of Raybestos- 
Manhattan, Inc. He was appointed 
assistant general manager of the 
U. S. Asbestos division earlier this 
year. 

* * * 


Likas Gets Cadillac Post 
M. S. Lester, manager of the San 
Francisco branch of Cadillac, has 
announced the appointment of 
Harry E. Likas jr. as_ branch 


“This Schrader Gauge and Certified Air Service 





Truck and 
bus convertible 
tire valves 


and your customers’ tires . . 





Standard 
replacement 
tire valves 


Schrader makes the best! 






Y 7750T Handy 
pencil-type 
tire gauge 


A. SCHRADER’S SON 


FIRST NAME IN TIRE VALVES 


REG. U S. PAT. OFF 





get me regular customers” 


This is what Oscar P. Wolff, owner of Wolff's Service Station, 
2346 Sumner Ave., Memphis, Tenn., says: 










“I show my Schrader Gauge like I show the oil dipstick. One of 
the most valuable services a station can give is correct gauging of 
tire pressure, regular Certified Air Service with the best equip- 
ment—and that means Schrader! When customers know how 
much less tire trouble and how much extra tire mileage it means, 
Air Service pays off. They come in regularly for all your services.” 


Always protect your profit-building Certified Air Service ... 
. use genuine Schrader Products. 
Order what you need from your supplier today! Replacement 
Valves? Gauges? Airline Equipment? Valve Caps and Cores? 


Division of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Avenue, Brooklyn 38, N. Y. 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


merchandising manager. Likas, 4 
native San Franciscan, has been 
with the division since January. 

* * * 


Schonfeld Gets PR Post 

Walter von Schonfeld, formerly 
editor of Auto Sport Review and for 
many years connected with the 
sports-ear and automobile racing 
fields, has been appointed director 
of public relations for Cop-Sil-loy 
Eastern, New York. Cop-Sil-Loy is 


a new brake and clutch compound. 
+ * + 


F. L. Jacobs Appoints Riggs 


Executive Vice-President 

F. L. Jacobs Co., Detroit has an- 
nounced the appointment of Thomas 
J. Riggs jr. as executive vice- presi- 
dent. Riggs for- 
merly held posi- 
tions of general 
manager and gen- 
eral sales mana- 
ger in the auto- 
motive parts com- 
pany. 

He was previ- 
ously associated 
with Ford, Bacon 
& Davis, Inc, 
management con- 
sultants of New 
York and Chicago. Before that, he 
was with Linde Air Products Co., 
Chicago. 





T. J. Riggs jr. 


* 
| DuPont Ups Cornwall 


Barry V. Cornwall has been ap- 
pointed assistant sales manager for 
the eastern district of duPont’s 
petroleum chemicals division. As- 
sociated with duPont since 1929, he 
went to the division in 1952 as 
technical assistant to the director 
of sales. oe 


Wall Joins Yale Rubber 


Leo J. Wall has been appointed 
factory superintendent of Yale 
Rubber Mfg. Co., Sandusky, Mich., 
according to Eldon H. Henderson, 
president. Wall formerly was with 
Firestone Tire & Rubber Co. 

* * 


C.LT. Chooses Hoff 


Kenneth D. Hoff has been ap- 
pointed district manager of Uni- 
versal C.L.T. Credit Corp.’s office 
at 13-15 N.W. First Ave., Minot, 
N. D., according to R. S. Olson, as- 
sistant vice-president in charge of 
the division office in Minneapolis. 
Hoff has been with the company 
since 1950. 

* * * 


Goodrich Appoints Lewis 
Car Tire Sales Manager 


Edwin J. Lewis has been named 
manager of passenger car tire sales 
by B. F. Goodrich Co.’s tire and 
equipment divi- 
sion, while Thom- 
as I. Jenkins has 
been appointed 
assistant man- 
ager, according to 
J. A. Hoban, vice- 
president. 

Lewis formerly 
was manager of 
petroleum com- 
pany sales, while 
Jenkins was man- 
ager of industrial 
tire sales. Also announced by Good- 
rich was the appointment of Harry 
|N. Roberts as manager of petro- 
leum tire sales. He previously was 
manager of battery and spark plug 
| sales. 





E. J. Lewis 





* * * 


Gulick Promoted 


Harold M. Gulick has been elect- 
ed vice-president in charge of re- 
search and development on Indus- 
trial Research, Inc., of Miami, Fla., 
it is announced by Cresswell E. 
Stedman, chairman of the board. 
Gulick previously was the com- 
pany’s chief engineer. 

* * * 


Meyer Is Sales Chief 


Harnischfeger Corp. has an- 
nounced the appointment of Curtis 
Meyer as sales manager of its elec- 
tric hoist division. Meyer was 
formerly a director and sales vice- 
president for Milwaukee Electric 
Tool Corp. 

+ a2 + 


2 Assistant Sales Heads 


Named for Detroit by Ford 


E. Ray Carter and J. O. Wardel! 
have been named assistant sales 
managers of Ford division’s Detroit 
district, R. R. Anfin, district man- 
ager, has announced. 
| They succeed L. R. Peart, who 
| (Continued on Page 57, Col. 1) 
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(Continued from Page 56) 


has been transferred to Cincinnati 
in a similar capacity, and H. M. 
Pritchard, who was promoted to the 
Ford division sales staff. 

Carter formerly was car sales 
manager for the central region. 
Wardell was head of the Central 
region’s business department. 

* * * 
Frick Receives Promotion 


In American Brake Shoe 


Raymond A, Frick has been ap- 
pointed vice-president of the brake 
shoe and castings division of Ameri- 
can Brake Shoe Co. 

Formerly general works manager 
of the division, he joined the com- 
pany as a special apprentice in 
1942. 





Plymouth Selects Newell 


As Chicago Manager 
Appointment of D. K. Newell 
as city manager in Chicago for 
Plymouth is announced by Wil- 
liam J. Bird, general sales man- 
ager. Newell joined Plymouth in 
1948 and served as district man- 
ager in the Kansas City region. 
+ * . 
Wheeling Ups Hughes 
Wheeling Corrugating Co., Wheel- 
ing, W. Va., has promoted Robert 
S. Hughes to assistant to the man- 
ager of Wheeling sales division. 
7 x * 


Chrysler Export Appoints 
Appointment of Edward D. Heins 
as chief engineer for the export 
division of Chrysler Corp. has been 
announced by James C. Zeder, vice- 
president. 
a * Eg 


LOF Advances Cox 


Ralph G. Cox, who established 
sales representation for the fiber 
glass division of Libbey-Owens- 
Ford Glass Co. in the southeastern 
states, has been promoted to dis- 
trict manager for the southeastern 
region with offices in Charlotte, 
N. C., it is announced by C. F. 
Hegg, sales manager. 

* * 


* 


Carloss to Martin-Senour 


Appointment of Don Carloss as 
automotive division manager for 
the Memphis territory of Martin- | 
Senour Co., paint maker, has been 
announced by Don A. Seeley, divi- 
sion manager. Carloss formerly was 
general manager of a jobbing chain. 

7” a os 


Atlanta Office Moves 


General Finance & Thrift Corp., 
of Atlanta, has moved its branch 
from 61 Forsyth St. to 947 Peach- 
tree St. Roscoe Brown and Vernon 
Hineline will continue as general 
manager and assistant manager, re- 
spectively. 


+ * * | 


Townsend Picks Qualters 


James B. Qualters has _ been} 
named manager of Townsend Co.’s 
Chicago plant. He replaces Ralph 
E. Johnson, who becomes plant su- 
perintendent of Townsend’s Can- 
adian affiliate, Parmenter & Bullock 
Mfg. Co., Ltd. Gananoque, Ont. 
Townsend makes metal fasteners 
and formed wire products. 

* * * 


Hudson Appoints Murphy 


Defense Projects Chief 


Appointment of John J. Murphy 
as manager of defense projects 
for Hudson has been announced 
by J. W. Eskridge, manufactur- 
ing vice-president. 

Prior to joining Hudson in 
January, 1951, in charge of the 
Washington office of the com- 
Ppany’s government contracts de- 
partment, Murphy was _inter- 
national representative for Avco 
Mfg. Corp. 

Murphy will be assisted by Paul 
E. West, who has been promoted 
to assistant manager of defense 
projects, 





Treasurer Posts Are Filled | 


In 2 Goodrich Divisions 


Wallace F. Bowman and J. G.| 
Thompson have been named treas- | 
urers of the newly formed B. +g 
Goodrich tire and equipment di- 
vision and of the B. F. Goodrich | 
industrial products division, re- 
spectively. 

Bowman assistant controller of 


B. F. Goodrich Co., and Thompson 
was manager of accounting-manu- 
facturing. 

In other appointments, Harold 
Gray has been named technical di- 
rector of the tire and equipment 


division and Robert H. Wattleworth 
|has become director of Akron 
services. 


* * * 


Hayes with Boston Hose 

Thomas Hayes has been appointed 
light mechanical development man- 
ager at Boston Woven Hose & Rub- 
ber Co., James N. Mason, director 
of research and development, an- 
nounces. Hayes formerly was with 
Canadian Industries Ltd., a duPont 
subsidiary, and Westinghouse Elec- 
tric Corp. 

+ + + 

Chevrolet Names Homchick 


Zone Business Manager 
Promotion of R. A. Homchick to 

zone business manager for the Port- 

land (Ore) Chevrolet zone has been 


Nash Honors Canadian Car Enthusiast— 

Joseph H. Gest (second from left), president of the Duster and Goggles Club in 
Montreal, has been presented with a scroll by Nash for restoring a 1904 Rambler. 
Shown at the ceremony are (from left) Councillor Ernest Mundey of Montreal; Gest, 


and Tom Adams, general manager of Nash Motors of Canada, Ltd. 


ager. Homchick was advanced from 
Portland district manager and re- 
places C, R. Moholt, who resigned 
to join Buchanan Chevrolet Co., 
Spokane. 

John M. Grow, district manager 
in Eugene, Ore., succeeds Hom- 
chick. He is succeeded by F. W. 


announced by J. C. Rice, zone man-| Hall, parts and accessories repre- 


sentative in the Eugene area. Hall’s 
former post has been taken by D. C. 
Chadbourne. 


* * * 


Panneton Opens Office 
Louis N. Panneton, former man- 
ager of the Canadian Automotive 
Wholesalers & Manufacturers Assn., 
has opened an office at 511 Plaza| 


57 


Building, 45 Rideau St., Ottawa. 
Panneton will serve as trade rep- 
resentative and counselor in mat- 
ters administered by Canada’s De- 
partment of National Revenue, 

* ++ * 


Ex-Pontiac Ad Official Joins 
Upholstery Leather Group 


Ray E. Markusen, former as- 
sistant advertising manager of 
Pontiac, has been appointed auto- 
motive director of the Upholstery 
Leather Group, Inc., according to 
E. 8. Fitzgibbons, president. 

Markusen will work with the 
sales and advertising departments 
of automobile manufacturers and 
transportation companies in pro- 
moting the use of upholstery 
leather. 

* + + 


Top Executives Realigned 
By Borg & Beck Division 


D. E. Gamble has been named 
chairman of the supervisory board 
and T. L. Knecht has been chosen 
president and general manager of 
the Borg & Beck division of Borg- 
Warner Corp. 

Gamble previously was president 
of the division and Knecht was 

(Continued on Page 60, Col. 3) 
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New Packard Dealer in Port Washington— 


Stannard Bros., Inc., is a new Packard dealership in Port Washington, N. Y. Shown 
signing the franchise is Thomas E. Maher, owner of the firm. Sitting on the right is 
C. H. Evans, zone manager. Standing (from left) are C. W. Frothingham, regional 
manager; C. H. Noll, assistant zone manager, and G. T. Grasse, district manager. 





Greatest Used Car Show on Earth.” 

During the event, the company 
stayed open until 9 p.m. Terms of 
two years to pay, with the first pay- 
ment not due until 45 days after 
delivery, were offered. 


Snyder Stages ‘Car-nival’ 


To Promote U. C. Sales 
Charles L, Snyder, Inc. (Chrysler- 

Plymouth), Lafayette, Ind., recently 

staged a “Used Car-nival” as “The 
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Legislative Roundup 


(Continued from Page 16) 


from $2.50 to $4 and permanent 
driver’s licenses from $5 to $10. 

Plans were announced in Massa- | 
chusetts for a $300 million net- 
work of state highways that | 
eventually will extend to all} 


lative action, possibly through an- 
other bond issue. 

Kentucky has retained the Auto- 
motive Safety Foundation to 
survey its road needs, with a pre- 
liminary report expected within six 











at an estimated cost of $57,252,000. 

Among new toll-road enabling 
acts not previously reported in this 
column is a Nebraska act providing 
for the creation of a three-member 
State Turnpike Authority, with the 
state engineer as an_ ex-officio 
member. The measure empowers 
the new agency to issue revenue 
bonds, acquire rights of way and 
proceed with the construction and 


operation of toll roads. 
+ * * 


sections of the state, State Public| months. A detailed report, recom-| Financial Responsibility 


Works Commissioner John A. Volpe | 
said contracts totaling more than | 
$80 million are already under con- | 
struction and that more than $64 
million additional contracts had | 
passed the planning stage and 
would soon be advertised for bids. | 
* + + 


Bay State Bond Issue 


ONEY for Massachusetts roads | 

already being constructed and | 
those expected to get under way in 
the near future will come from a 
$200 million bond issue previously 
authorized by the Legislature. Other 
funds are available from the State 
highway fund and Federal aid, but 
Volpe said the balance will have | 
to be appropriated by future legis- | 


mending proper classifications for 
all roads and streets in the state 
and setting forth needs of the vari- 
ous systems, will be completed in 
18 months. The State will hire a 
separate group of experts, possibly 
from University of Kentucky 
personnel, to make recommen- 
dations for financing proposed im- 
provements. 

New developments in the toll- 
road field include the submission 
of a report to the Virginia State 
Highway Department proclaiming 
the feasibility of a Richmond- 
Petersburg toll road. The report 
was from the engineering firm 
of Wilbur Smith & Associates, 
which favored a route 35.3 miles 
long running through both cities 
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Shock Absorbers must be 
replaced on modern cars. 
Soft, whippy springs 
require “shocks” to give 
smooth, safe ride. Many 
states now require regular 
“shock” inspection for 
safety. Now 24,000,000 cars 
equipped with direct-action 
shock absorbers. Millions 
more need Monroe easy- 
to-install “Conversion” 
Sets. Actual tests show 
you can sell 2 out of every 
5 customers. 


The new Monroe 30-Day Free 
Ride Plan provides the greatest 
profit opportunity ever offered 
the industry. Guarantee makes 
sales easy for every car that 
needs shocks replaced—two out 
of every five cars you service. 


The sensational new Monro- 
Matic shock absorber gives you 
a “leader” 
ride better than new. Gives 
automatic adjustment for all 
loads and roads. Lets you sell 
complete sets for more than 
$10.00 profit. Dealers now using 
this plan are selling up to 3 
and 4 sets a week. Get started ry 
with this money- 
making plan now. 
See your jobber 
or write today. 


Order this display, today! 
Package holds balanced 
set of 4 shocks to fit prac- 
tically every owner's car. 
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ride better than new 
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_ of providing protection 
against financially irrespon- 
sible motorists again attracted 
widespread attention in state legis- 
latures this year, but with the 
trend still towards financial re- 
sponsibility laws of the so-called 
security type rather than outright 


compulsory insurance or other 
measures. 
Proposals for compulsory in- 


surance, such as now operative only 
in Massachusetts, were rejected in 
every state legislature in which 
they appeared. Massachusetts, 
meanwhile, set up a new merit rat- 
ing system for compulsory in- 
surance, under which premium 
costs will be boosted for those 
with bad driving records. 

At least nine states—Arkansas, 
Maine, Maryland, Missouri, North 
Carolina, Oregon, South Dakota, 
Vermont and Wisconsin—enacted 
new or stronger financial re- 
spousibility laws, calling for sus- 
pension of driving privileges of 
persons involved in accidents who 
are unable to demonstrate 
through insurance or otherwise 
their ability to settle financial 
damages. 

Add California and Illinois to the 
list of some 16 states which previ- 
ously this year enacted changes in 
truck size-weight laws beneficial to 
one or more types of truck oper- 
ators. 

A new Illinois law provides a 
|68,000-pound maximum weight for 
double tandem-axle tractor trailer 
| combinations. Although leaving un- 
changed another Illinois weight 
limit for tandem axles, which is 
32,000 pounds per tandem unit, the 
|new law provides that when a tan- 
dem is used on both the tractor 
and trailer, each of the axle com- 
binations may carry 30,000 pounds. 
Thus, with an allowance of 8,000 
pounds for the steering axle a 
tractor-trailer combination may 
have a gross of 68,000 pounds. 

California has a new law legal- 
izing 40-foot semitrailer lengths, 
thus providing uniform regulations 
for such equipment throughout the 
western states. 


L-M Dealers Offer 
Engine Testing 


On Dynamometer 


DETROIT. — A simulated road 
test, conducted in the service de- 
partment, is being offered by Lin- 
coln-Mercury dealers to Lincoln 





owners who want an _ accurate 
evaluation of their car’s_ per- 
formance. 

Utilizing a portable dynamo- 


meter, especially designed and built 
for the Lincoln-Mercury division’s 
service department by Clayton Mfg. 
Co., El Monte, Calif., the test diag- 
noses power output, acceleration 
and other engine data. It pinpoints 
any malfunctioning. 

“Road testing of today’s powerful 
automobile engine is no longer 
safe or practical,” says E. D. 
| Longenecker, L-M’s national service 
|manager. “This device makes it 
|possible to analyze an engine a 
|great deal quicker and more ac- 
|curately than was ever possible by 
| former methods.” 

It is being made available to dis- 
trict service managers, who in 
|turn offer it to dealers in their re- 
|spective areas for customer 
“clinics.” 








| Jordan Motors Celebrates 


\Its Fifth Anniversary 


Jordan Motors, Inc., Mishawaka, 
Ind., is celebrating its fifth anni- 
| versary. A household appliance is 
|being presented to each buyer of 
a@ new car or truck. 

As a special attraction, a 1917 
Dodge is on display in the show- 
|room. Visitors are invited to place 
on an entry blank—in one word 
only — their thoughts on the old 
auto. The best one-word entry will 
win a trip to Florida. 
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Trend Toward Stiffer Truck Penalties Spreads . . . 


18 States Ease Size, Weight Limit 


ES in truck size and 
4 weight regulatory laws favor- 
able to one or more types of truck- 
ers were enacted this year in at 
least 18 states. Proposals which 
would have had an overall unfavor- 
able affect upon the trucking in- 
dustry in size weight regulation 
were rejected in all of the com- 


paratively few instances in which|~ 


they appeared. 

States in which  size-weight 
changes regarded as favorable 
were enacted include Arkansas, 
California, Connecticut, Delaware, 
Florida, Idaho, Illinois, Indiana, 
Iowa, Maryland, Montana, Ne- 
braska, Nevada, New Mexico, 
North Carolina, Oklahoma, Ten- 
nessee and Wisconsin. Such pro- 
posals were rejected in Georgia, 
Kansas, Massachusetts, Minneso- 
ta, North Dakota, Pennsylvania 
and West Virginia, and Vetoed in 
Utah. 

Bills proposing size-weight 
changes unfavorable to the trucking 
industry failed of enactment in 
Connecticut, Maryland, New Hamp- 
shire and North Dakota. 

A trend toward heavier penalties 
for truck overload violations .con- 
tinued to spread, however, with 
such measures enacted in Arkansas, 
Indiana, Iowa, Nevada, North Caro- 
lina, Tennessee, Texas and Ver- 
mont. A bill easing such penalties 
was enacted in Wisconsin. 

+ * * 


ENNESSEE raised the maxi- 

mum gross weight limit from 
42,000 to 55,980 pounds. This left 
Kentucky as the only state with 
a weight limit as low as 42,000 
pounds. 

Pennsylvania’s trucking indus- 
try was again unsuccessful in its 
efforts to liberalize the state’s 
weight limit of 45,000 pounds for 
the most commonly used types of 
trucks. 

On a state-by-state basis, legisla- 
tive developments affecting truck 
size-weight regulation included: 

ArKANSAS—Liberalized truck size 
and weight limits, and increased 
overall length for tractor-trailers 
to 50 feet. New law permits a height 
of 13% feet for auto transporters, 
heavy machinery and oilfield equip- 
ment, as against 12% feet for other 
vehicles. 

The law makes no change in 
18,000-pound single-axle and 32,000- 
pound tandem-axle weight limits, 
but provides a gross weight of 56,000 


pounds for combinations of vehicles | 


on load-carrying axles. 
~ * * 


Ca — Legalized 40-foot 
semitrailer lengths, thus pro- 
viding uniform regulations for such 
equipment throughout the 11 west- 
ern states. 

ConneEcTicuT—Increased maximum 
truck weight limit from 50,000 to 
60,000 pounds, effective Oct. 1. The 
new law permits the 60,000-pound 
maximum on tandem trailers of 
four axles or more under a formula 
calling for 22,400-pound axle loads. 


DELAWARE—Increased maxi- 
mum height for auto transports 
from 12% to 13% feet. Vetoed, 


however, was another bill under | 


which the front axles of trucks 
would have been disregarded in 
computation of weights under the 
state’s 60,000-pound gross weight 
limit and thus had the effect of 
permitting a gross weight limit 
of 64,000 pounds. 
FLoR1pA—lIncreased permissible 
truck weight per axle from 18,000 
to 20,000 pounds. Also enacted a bill 
to allow trucks hauling concrete 
pipe to carry loads 108 inches wide 
instead of 96 inches. 
GeorG1A—Proposal to increase 
maximum length for trucks to 50 


feet failed. 
+ . * 


[ PAHO — Logging truckers will 
benefit from two new laws. One 
grants them an overloading toler- 
ance. The other empowers the 
State Highway Board to enter into 
contracts with private firms or in- 
dividuals to build and maintain 
public highways on which over- 
loads would be permitted. 


ILLINOIS—Provided a 68,000- 
pound maximum weight for 








double tandem-axle tractor-trail- 
er combinations. Although leav- 
ing unchanged another Illinois 
weight limit, which is 32,000 
pounds per tandem unit, the law 
provides that when a tandem is 
used on both the tractor and 
trailer, each of the axle combina- 





Biggest Distribution Center 


Planned by Goodrich 


COLUMBUS.—A new major dis- 
tribution center is being erected 
here for B. F. Goodrich Co. 


Goodrich has taken a long-term 
lease on the one-story building, 
which will be owned by a private 
investor. 

The distribution center is being 
built on a 10-acre plot of land and 
will occupy 200,000 square feet of 
space, making it the largest Good- 
rich distribution center in the 
country. Approximately 12,000 
square feet will be devoted to 
modern, air-conditioned offices. 











tions may carry 30,000 pounds. 
Thus, with an allowance of 8,000 
pounds for the steering axle, a 
tractor-trailer combination may 
have a gross of 68,000 pounds. 
InpIANA—Enacted a measure im- 
proving the specifications for tan- 
dem axles and re-enacting size- 
weight regulations passed in 1949 
but later declared unconstitutional. 
Iowa—New law leaves axle load 
limit at 18,000 pounds but permits 
trucks to increase their payloads 
by two and one-third tons on the 
same wheelbase by adding a tandem 
axle. 
* + * 
ANSAS — Rejected proposal to 
increase maximum truck loads 
and apply the increase to shorter 
axle spacing. State Highway Com- 
mission, however, subsequently 
adopted a resolution providing for 
“stem to stern” measurements of 
trucks traveling Kansas highways. 
MARYLAND—Exempted trucks 
hauling “loose materials in bulk” 
from the axle load limit of 22,400 


sell the 











Pillinger Joins Packard Family— 


A firm with a 33-year-history, E. J. Pillinger Motor Co., has become Chicago's 
newest Packard dealership. Shown here are (from left) Douglass Pillinger, secretary; 
M. A. Saunders, Packard zone manager; Harris L. Undem, president of the firm, and 
E. E. Houlihan, Chicago special merchandising representative. 


trucks from 45 to 50 feet failed of 
enactment, 

MontTaNa— Increased maximum 
gross weight limit to 76,800 and 
limited axle weight to 18,000 pounds, 
al to increase gross weight from} but provided for a schedule of 
50,000 to 60,000 pounds. weights ranging from 32,000 pounds 

Min NeEsoTA — Proposed legislation|for four to five feet distance be- 
to increase permissible length of (Continued on Page 64, Col. 1) 


pounds applying to all other 
trucks. Rejected was a bill which 
would have reduced the axle load 
limit from 22,400 to 18,000 pounds. 
MassacHvuseTts—Rejected propos- 
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for automobile interiors! 


established quality of these Masland products. 
The Masland Duraleather Company 
Dept. AA, Philadelphia 34, Pa. 





Bewnrene plastic surfaces! Lovely patterns and colors! It’s 
easy-to-clean Masland Duran for auto seat-cover trim, door and kick 


panels. Resists scuffing. Wears well. Specify and sell the known, 
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Seminar Studies Consumer Credit Picture— 


Executives of consumer credit firms, bankers, educators and businessmen attended 
a five-day Consumer Credit Management Seminar at Arden House, Harriman, N. Veo 
under direction of the Columbia University's graduate school of business. Most of the 
participants believed that the volume of consumer debt had leveled off, because of 
lighter controls by lenders and a shortage of lending funds. Among them were (from 
left) John M. Chapman, professor of Banking at Columbia; Sidney R. Rolfe, of C.I.T. 
Financial Corp.; Louis J. Asterita, deputy manager of the American Bankers Assn., 
and Dr. O. R. MacKenzie, dean of the school of business at Pennsylvania State College. 


Cadillac Shifts Kortkamp 

Lawrence L. Kortkamp has been|Kortkamp had been production 

appointed product improvement | manager at the Cadillac tank plant 
engineer at Cadillac’s Detroit plant. |in Cleveland. 





CARBON 
BLAST 
Tune-up 
Service 


Ae Amare Loe Cos Weiad of Bp Cmmmeny 


“New Pep! New Power! New Improved Perform- 
ance!” That’s the action-packed theme of our brand 
new national consumer advertising campaign . . . a 
campaign designed expressly to help you make more 
money with your “Head-On” Carbon Blaster. 


Yes, take a good look at these first four “Carbon 
Blast Tune-Up” ads. They’re beamed to the self- 
interest of millions of performance-minded motorists 
. . . your best service customers! And they’re based 
upon these well established facts: (1) In just 10,000 
miles of operation, the average car’s engine loses 
11.7% of its original torque due to accumulation of 
combustion chamber deposits. (2) This rapid and 
inevitable loss of horsepower can only be overcome 


WEW “PROFITS” PLAN BOOK for “‘Head-On”’ 
Carbon Blaster Owners! Contains 
complete information on a brand new 
promotional program developed to help 
you tie in locally with the national “Car- 
bon Blast Tune-Up” consumer cam- 
paign. Send for your FREE copy today! 











Auto Personnel 





(Continued from Page 57) 


vice-president and general man- 
ager. George W. Borg will serve as 
chairman of the executive com- 
mittee of the Division. He formerly 
was chairman of the supervisory 
board. 

* * * 


Cappel, MacDonald Appoints 


Netschke to Detroit Staff 


Elton F. MacDonald, president, 
has announced the appointment of 
George A. Netschke to the sales 
staff of the Detroit office of Cappel, 
MacDonald & Co. Netschke recently 
resigned as manager of the Whit- 
tier Hotel, Detroit. 


+ * * 


White Motor Names Collins 


Portland Branch Manager 


David Collins has taken over 
as Portland (Ore.) branch man- 
ager for White Motor Co., suc- 
ceeding Joseph Knapp, who was 
promoted to assistant regional 
manager at San Francisco. 

Collins was with Pontiac as a 


district manager, and later was 
a Pontiac dealer feur years. He 
also was with White in Kansas 
City on the retail sales staff. He 
had served since 1950 as whole- 
sale manager for the western por- 
tion of White’s Kansas City re- 
gion, with headquarters in Den- 
| ver. 


* * * 


Jennings Joins Choldun 

Herbert Charles, president of 
Choldun Mfg. Corp, New Haven, 
Conn., maker of Purple Magic car 
wash, has appointed Edward Jen- 
nings as assistant sales manager. 
Jennings was formerly with North 
American Battery Corp. 


* * * 


Goodrich Auto Supply Sales 


Placed Under Harrison 


W.S. Harrison has been appointed 
manager of auto and home supply 
sales for the tire and equipment 
division of B. F. Goodrich Co., suc- 
ceeding C. T. Morledge, who has 
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by periodic removal of these objectionable deposits. 
And (3) thousands of progressive automobile service 


garages are now equipped with 


Kent-Moore “Head- 


On” Carbon Blasters ... a revolutionary new 
machine that enables them to blast-clean combustion 


chambers without removing 
amazing new service operation 


cylinder heads. An 
that actually restores 


“lost” pep, power, performance to any car’s engine! 


So if you already own a “Head-On” Carbon Blas- 
ter, make sure it’s in tip-top shape . . . ready now to 
ring up new profit records for you. And if you're 
not yet equipped to perform Carbon Blast Tune-Up 


Service, call in your nearest Ke 


nt-Moore Equipment 


Distributor . . . order your Carbon Blaster today! 


Kent-Moore 


ORGANIZATION, INC. 


5-105 General Motors Building © Detroit 2, Michigan 


Kn 


iT 


Engineers and Manufacturers of Special Automotive Service Tools and Equipment 


become general manager of mer- 
chandising for the division. 
Harrison formerly was buyer- 
merchandiser of Refrigerators, 
freezers and traffic appliances. 
+ + * 


Young Heads Division 
The Auto Lift division of Rotary 
Lift Co., Memphis, has appointed 
John F. Young as division manager 
for western Pennsylvania and West 
Virginia. 


* * * 


Mack Names Crockett Head 


Of Sales Development Unit 


Albert G. Crockett, Mack Truck 
executive, has been appointed 
director of the company’s newly 
formed sales de- 
velopment divi- 
sion, according to 
E. G. Ewell, gen- 
eral sales man- 
ager. In his new 
capacity, Crockett 
will coordinate 
the functions of 
public relations, 
advertising, sales 
promotion and 
sales training. 

Crockett for- 
merly was special assistant to the 
executive vice-president and man- 





A. G. Crockett 


ager of public relations. 


* * * 


| Highway Group Appoints Cox 


Northwest Representative 


New representative in the north- 
west for the National Highway 
Users Conference is E. E. Cox, 
formerly manager of the Wyoming 
Motor Club. He will cover Oregon, 
Washington, Idaho and Montana. 


G. H. Buenger, who was north- 
west regional representative, now 
has the same duties for Texas, Ari- 
zona, New Mexico and Louisana. 

* x * 


Blume, Wambold Elected 


Directors of Gemmer 

William A. Blume, sales vice- 
president, and Eugene F. Wam- 
bold, manufacturing vice-presi- 
dent, have been elected directors 
of Gemmer Mfg. Co., Detroit, ac- 
cording to Frederick M. Ham- 
mond, president, 


Blume become a vice-president 
in May. Formerly, he had been 
vice-president of Thermoid Co., 
Trenton, N. J. Wambold spent 26 
years with General Electric Co. 
He joined Gemmer in June of 


this year, 
* * 7 


Reo Leasing Names Briggs 


As Cincinnati Manager 


Gerald E. Briggs has been 
named regional leasing manager 
of Reo Truck Leasing, Inc., with 
offices at 4119 Spring Grove, Cin- 
cinnati. 

The company is a_ wholly 
owned subsidiary of Reo Motors, 
Inc., Lansing. The Cincinnati of- 
fice is one of 12 which has been 
established in major cities. 

* * * 


McLean Gains Promotion 


In United Motors Sales 


Appointment of James G. McLean 
as assistant general merchandising 
manager for the United Motors 
Service division of 
General Motors 
has been an- 
nounced by W. N. 
Potter, general 
manager of the 
division. He suc- 
ceeds Edward L. 
Lape, who has 
been promoted to 
| general merchan- 
| dising manager. 
McLean joined 
| United Motors in 
April, 1933, after working at the 
Delco Appliance division. Prior to 
his promotion, he was merchandis- 
ing manager for the Delco-Remy, 
Rochester Carburetor, AC and Delco 
clock lines. 





Jams G. MeClean 





* * * 


Brach Mfg. Names 2 Reps 


To Cover Eastern States 

Brach Mfg. Corp., division of 
General Bronze Corp., 200 Central 
Ave., Newark, N. J., has announced 
the appointment of Frank J. Perna 
and Samuel Hooker Co. as sales 
representatives. 

Perna will cover the mid-Atlantic 
states, while the Hooker company 
will operate in the New England 
area. 
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Truce Can Boost Prosperty, Economist Says. . . 


Economic Outlook Called Bright 


WASHINGTON. 


— The end of| “the 


output of the American 


fighting in Korea should mean that] economy increases about 3 percent 
the living standard of Americans/, year. In a normal year consum- 


can be increased more rapidly, ac- 
cording to W. Glenn Campbell, 
economist of the U. S. Chamber of 
Commerce. 

Peace should increase the 
purchasing power of consumers, 
he says, as well as injecting new 
brains, brawn and capital into 
the production of civilian goods, 
facilitating construction of new 
homes, schools and highways and 
giving a wider range to the de- 
velopment and distribution of new 
products. 


“On the average,” Campbell says, 





Spresser Heads Sales 
H. A. Spresser has been named 
sales general manager of Gary 
Walsh Motors, Inc. (Chrysler- 
Plymouth). 





ALL-METAL 
PARTS BINS 


@ SLIDING SHELVES 
@ SNAP-IN DIVIDERS 
@ SHIPPED READY FOR USE 


IMMEDIATE SHIPMENT 
ON ALL BINS BUILT TO 
1953 PLANOGRAPHS 


All Styles — All Models 


OPE 


METAL PRODUCTS, INC. 


1806 ROCKWELL AVE. 
CLEVELAND 14, OHIO 


CAMBER IN LESS TIME WITH... 

caster ay g 

TOE-IN WHEEL ALIGNMENT 
MICROMETER 


etteches MAGNETICALLY fo heb flange 


17 W. 60th STREET 


‘KWIK-EZEE Ine. NEW YORK 23,N.Y 





ER 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 
ASK FOR DETAILS 


STE NM AC 1281 SO. CHEROKEE 


DENVER, COLORADO 


ers get a large share of this in- 
crease. But when military expendi- 
tures are expanded rapidly, civilian 
consumers must pull in their belts. 


“A $10 billion cutback in military 
outlays would mean that it should 
be possible to increase civilian pro- 
duction by a corresponding 
amount.” 


Campbell admits that when 
Government spending drops, the 
total demand for goods and serv- 
ices is reduced. He says this does 
not necessarily mean a_e de- 
pression, since lower Government 
spending means that taxes can 
be reduced and people thus can 


have more money for private 
spending. 
Business, he adds, through ac- 


celeration of research, marketing 
of new products, timing and pro- 
duction of sales and flexible debt 
management, can meet economic 
consequences of reduced military 
expenditures. 

“And if these factors aren’t 
enough,” Campbell says, “the 
Federal Government could be ex- 
pected to make full use of its 
corrective programs in the event of 
a recession.” 


Campbell notes that before 





Registrations Gain 


5 Pet. in Denver 


DENVER. — Car registrations 
here during the first seven months 
of 1953 have jumped almost 5 per- 
cent over the same period of last 
year, according to Maldon V. Ad- 
cock, supervisor of the City Motor 
Vehicle Department. 


Some 144,741 plates have been 
issued, compared to 138,002 during 
the first seven months of 1952. 
Receipts from license fees rose 
from $1,124,880 to $1,192,288 over 
the same period of time. 

Ownership taxes collected rose 
from $1,776,685 to $1,873,167. Cash 
receipts of the department in- 
creased more than 6 percent, rising 
from $2,975,234 to $3,160,462. 


Munn 


(Continued from Page 3) 

stream of family life, its needs and 
aspirations. We should not interfere 
with it. As it stands right now, 
consumer credit is a very small 
part as compared with the personal 
liquid savings of the people. It is 
likewise a very small part of our 
national income. 

If we pledge our national income 
against our national debt it is only 
fair to allow and even encourage 
the individual to pledge his income 
against articles that make life more 
rewarding or increase his pro- 
ductivity. | 

It is no accident that people in 
America enjoy the highest 
standards of living. They are also 
the world’s largest users of con- 
sumer credit. I feel very strongly 
on this subject. 


Back about 1913 I produced the} 
first booklet explaining the avail-| 
ability of time payments on auto-| 
mobiles. I have seen our industry 
expand and grow on account of it. 
I have seen more and more people, 
who never could save up the) 
necessary money in advance to buy | 
an automobile for cash, purchase, | 
pay for and use automobiles. 

I don’t want to see anything in- | 
terfere with that progress. 

I am sure that if the time would | 
come when the consumer credit of | 
our nation needs to be controlled | 
that such control should be in the| 
hands of the Federal Reserve Board | 
and not be a legislative edict. 





Ridout Names Wiechern 


Howard J. Wiechern is the new 
general sales manager of Ridout 
Motors, Inc. (Ford), Dallas. Wie- 
chern, formerly associated with an- 
other Dallas Ford firm, operated 
his own Lincoln-Mercury dealer- 
ship in Henderson, Tex., for several 
years. Ridout Motors has just 
opened its new truck shop. 





Korea military outlays totaled $15 
billion annually, In fiscal 1953 
the total was $444 billion. A 
more or less permanent level of 
military spending — somewhere 
between $30 and $35 billion—is 
indicated, he says. 

Despite the favorable factors, he 
warns, account must be taken of 
the various economic problems in- 
volved. 


There is no vast backlog of de- 
mand for durable goods and hous- 
ing such as existed after World 
War II. The great expansion in 
bank savings and Government 
bonds which took place during 
World War II also is missing. 
Another unfavorable factor cited by 
Campbell is the decline in farm 
prices. 


“Both Government and business 
should concern themselves with the 








Dealers Corralling Sale 


Aiming for a two-month “roundup” of new and used-car prospects during August 
and September, a ‘sales stampede” western-style has been initiated by the Stude- 
baker Metropolitan Los Angeles Dealers Assn. Seated at the kickoff breakfast are 


problems, but there is no reason | (from left) Clyde G. Riley, regional manager; C. K. Whittaker, Studebaker vice- 
for making the Government into a| president, and Phil Rauch, Burbank dealer, who is “foreman” of the stampede. 


directing and regimenting agency,” 
he says. 


Standing are L. E. Minkel, western sales manager, and David J. Bricker, Hollywood 
dealer. 









Model 94 includes Eco Tireflator and 
Air Hose Reel with copper connect- 
ing tube. Model 95, remote Tireflator 
unit also available for converting 
any existing air reel into a precision 
inflating device. Other ECO Tire- 
flators include wall and post mount- 
ing Model 97, and Pedestal Model 
98. ECO ISLANDERS contain air and 
water reels along with ECO TIRE 
FLATOR. : 
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Car Manufacturers repeatedly stress the great 
importance of maintaining accurate tire pressures — 

it is up to dealers to supply this service with 

every lube job — you owe it to your customers. 

Yet surveys consistently show the inadequacy of 
ordinary hand and hose-end gages used in many shops. 


Eco Tireflators put absolutely accurate, dependable, 
automatic tire inflation in your shop. Remote control 
Tireflators offer overhead reel convenience for the 
lube room or any indoor department. And all 

Eco models meet Grade A testing specifications 

of the American Standards Association. 


Remember, the first step in proper wheel alignment 
is “Balanced Inflation’’— and only Eco can give 
identical pressure in all tires, automatically, 

in a few seconds. 


Write for details 


JOHN Woop COMPANY 
BENNETT PUMP DIVISION 
Muskegon, Michigan 


Foreign Sales Office: 
John Wood International Corporation, 29 Breadway, N.Y., N.Y. 
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Hydra-Matic Loss Affects 7 Makes... 





GM Fire May Ease Sales Push 


a@ score injured, was believed to, have been down for extended 


(Continued from Page 1) 


sufficiently to fill the gap for the 
other divisions, but an effort will 

be made, GM said, 

The morning after the fire, Har- 
low. Curtice, GM president, said: 
“The effect upon production is yet 
unknown. Obviously, some time will 
be required to reestablish a produc- 
ing unit, but how long cannot be 
determined until we have an op- 
portunity to examine carefully the 
facility at Livonia.” 

« * * 
FFICIALS found it difficult to 
survey the damage since the 
plant was turned into a twisted 
mass of wreckage. The fire, which 
left at least three persons dead and 


Transport Office 
To Function with 


Four Divisions 


WASHINGTON. — Plans for the 
operation of the Defense Transport 
Administration under changes in 
the Defense Production Act and 
reduced appropriations have been 
announced by Administrator James 
K, Knudson. 

The agency’s budget for fiscal 
1954 is $425,000. 

The DTA internal organization 
now consists of four offices which 
are identified with the principal 
officers as follows: 

Francis A. Silver, general coun- 
sel; Clarence Barker, administra- 
tive officer, and Robert R. Hendon, 
director of tax amortization and de- 
fense loans. The transport special- 
ist groups and advance mobilization 
planning group are composed of 
specialists and consultants assigned 
to specific problems. 

For some time, DTA has been 
participating in an ODM working 
group charged with the task of 
planning to meet national and local 
transportation problems which 
would result in case of an enemy 
attack on the U. S. This work will 
be continued. 








icy roads. 


Introduction of D-SKIDDER last year 
proved tremendous demand. 
design will make the ‘54 an even bigger 


seller this year! 


FASTER INSTALLATION —Entire unit installed 
inside car. Cable runs under mats along floor 


on left side of car — no strapping or wiring — 
no outside exposure to rust or corrosion. 

Easily accessible set screws make all cable 
connections in hand lever and hopper valves 
—hand lever pre-assembled — speeds installa- 
tion — eliminates needle-threading operation. 
Self-tapping screws fasten base plates to trunk 
floor — make installation a matter of minutes. 


CONNECTICUT TELEPHONE & ELECTRIC CORP. 
14 Britannia St., Meriden, Conn. 


I would like a D-SKIDDER for demonstration. 
Please have my jobber deliver one. 


ED 2 Sain ensncintiones 


Address 


Hand lever releases sand in front of 
each rear tire —gives driver instant 
traction for safe stops, sure starts on 


have been started by a spark from 
a welding torch which set oil on a 
conveyor line afire. The flames 
spread rapidly, causing explosions. 
Smoke could be seen 20 miles away. 

The plant also housed GM’s 
Ternstedt division, which was 
working on defense contracts 
that ran into “several millions of 
dollars.” The contracts were for 
construction of aircraft com- 

and tank sights. 

“Outside” Hydra-Matic customers 
already have made plans to allow 
for the supply cutoff. 

Benson Ford, general manager of 
Lincoln-Mercury, said production 
of Lincolns would continue on a 
reduced schedule as long as present 
stocks of Hydra-Matics lasted. Mer- 
cury production then will be in- 
creased to offset the curtailment 
of Lincoln output. Lincoln puts 
Hydra-Matic on all its cars. 

* + * 
UDSON, now in the midst of 
1954 production, will continue 
to produce with Hydra-Matic as 
long as possible. The device nor- 
mally is installed on more than 
50 percent of its cars. 

Nash and Kaiser will not be hit 

too hard for the present, Both 


2 Canadian Distributors 


Named by Ferguson 


DETROIT.—Appointment of two 
new distributors in Canada for the 
Ferguson tractor and farm imple- 
ment line has been announced by 
Curry W. Stoup, general sales man- 
ager of Harry Ferguson, Inc. The 
new distributors will provide serv- 
ice to dealers and farmers in the 
Manitoba, Saskatchewan and parts 
of Ontario. 

Kern Farm Equipment, Ltd., of 
Regina, will represent Ferguson in 
Saskatchewan, replacing Melfort 
Motors, Ltd. Huggard Farm Imple- 
ments Co., Ltd., of Winnipeg, will 
handle Ferguson distribution in 
Manitoba and western Ontario, re- 
placing Leonard & McLaughlin Mo- 
tors, Ltd. 


Perfected 


periods and should have fairly 
high stocks. 

At presstime Thursday, GM was 
in the process of checking its 
Hydra-Matic replacement stocks, 
but declined to reveal results. 


Four Wheel Drive 
Conducts Clinic 


For Mechanics 


CLINTONVILLE, Wis.—A train- 
ing school for mechanics of Four 
Wheel Drive Auto Co. dealers has 
been held at the plant here. 

Servicemen from various parts of 
the United States and one from 
Kitchener, Ont., received instruc- 
tions on transmissions, engines, 
brakes, fire engines, the Eagle earth 
auger, power takeoffs, air brakes, 
power proportioning differentials 
and carburetors. 

The service clinic was directed 
by A. J. Danley, advertising and 
sales promotion manager of FWD. 
Chief instructor was Cliff Rafoth, 
who was assisted by Norman Ben- 
son and Warren Snider. 

Other FWD men who appeared 
on the program were Robert Stieg, 
chief engineer; James Sorenson, 
chief metallurgist; R. W. Rulseh, 
director of FWD parts division; H. 
G. Engel, assistant sales manager; 
C. J. Glocke, service director, and 
F. C. Kruse, manager of the parts 
sales division. Also present were 
representatives of Bendix Westing- 
house Co., Waukesha Motors Co., 
Waterous Pump Co. and Zenith 
Carburetor Co. 


Pontiae’s O’Madigan Buys 
Dealership in St. Louis 


ST. LOUIS.—Dan O’Madigan, who 
last month resigned as assistant 
general sales manager of Pontiac, 
has purchased Byron B. Webb, Inc., 
Downtown Pontiac Co. 

He has renamed the firm Dan 
O’Madigan, Inc., Downtown Pontiac 
Co. 


SMOOTHER OPERATION — New hand lever 
gives driver fast, smooth control over his own 
sand track. 


New sliding valve (tests showed no wear or 
distortion after 175,000 consecutive opera- 
tions) releases sand or grit instantly — no 
rubber parts to stick or clog— works smoothly 
with either washed and dried sand, pulverized 
granite or small-grained truck grits. 


For summer driving, hoppers and base plates 


can be easily removed without disturbing 
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cable or hose assembly. 


Don’t Delay — Get your first order in early 
— use the handy coupon at left. 
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Truce Negotiator Drops In on Plymouth— 

Upon his return from Korea, where he was the Navy's delegate at the truce talks, 
Rear-Adm. John C. Daniel (left) and his wife called upon John P. Mansfield, Plymouth 
president, and William J. Bird (standing), general sales manager, before picking up 
a car at the Detroit plant. They learned about Plymouth's youth activities from Mans- 
field, who displays a trophy the company received for its youth work. 





Hudson Dealers Map Parking Campaign— 

The newly formed National Parking Study Council of Hudson dealers recently met 
in Detroit with A. E. Barit, Hudson president, and N. K. VanDerzee, sales vice- 
president. With the help of traffic experts and dealers, the council will gather material 
on parking problem solutions and make this information available to any com- 
munity wanting help. In the group are (from left) Phil C. Feldman, Hempstead, N. Y.; 
Ed Dearing, Portland, Ore.; J. W. Lavigne, Detroit; Tome Bourne, Richmond, Va.; H. 
H. Fulk, Canton, O.; Barit; Ed Rosen, Omaha; Ralph Harrison, Baltimore; Bill Hutchin- 
son sr., Duluth, and VanDerzee. 





In a Setting Like Its Namesake— 

Bathed in floods of light, like its famous namesake in New York City, Times Square 
| Motors, Inc. (Lincoln-Mercury), Erie, Pa., celebrated its opening in grand style. Note- 
| worthy is the used-car lot on the roof. Owner of the dealership is Joseph Halpert. 


| 





mae ic 
Baby, Its Cool Inside, Too— 


The three tons of ice between which these two cuties are shivering are said to 
be the equivalent of the air conditioning produced by a Chrysler. Within four blocks, 
the temperature in the car is brought down to the low 70s, Chrysler says. The unit, 
available in New Yorker, New Yorker Deluxe and Imperial models, is described os 
the highest-capacity system now in use. 





Tire Dealers Hear Hood Aide in Atlanta— 


“It's Tire Selling Time All the Time in 1953" was the theme of a talk given by 
Don W. Gates, merchandising manager of the Hood Rubber Co. division of B. F. 
Goodrich Co., before 100 dealers at the recent annual Hood tire meeting of Pricr 
Tire Co., Atlanta. The gathering was conducted by Leon Goldstein, son of the 
firm's owner, Abe; R. W. Cotterman, Hood's Atlanta district field representative, and 
Gates. A movie, “The Trouble With Potts," conveyed new ideas on tire selling 
techniques. 
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Dealers Take Hand in Soap Box Derby— 


Among the 125 dealers and dealership employes who attended the Soap Box 
Derby was O. E. Hilligoss, Chevrolet dealer of Hibbing, Minn., who gave encourage- 
ment to the racers from his home area. He is shown with Archie McWilliams, Hibbing 
champion, at his left and four other boys who had made some model planes during 


their four-day weekend in Akron. 


+ + 
Derby 
(Continued from Page 2) 
Atlanta, eighth; Thomas M. Koes, 
Scranton, Pa., ninth, and John B. 

Moore jr., Washington, 10th. 

The Oil Can Trophy race for ce- 
lebrities was won by Andy Devine, 
who was presented with his trophy 
by W. G. Power, Chevrolet ad- 
vertising manager. 


The spectators were entertained |; 


by Dinah Shore, television and 
radio singer, who also led in com- 
munity singing when showers 
caused spirits to sag. 


Ford Division Set 
To Open 3 New 


Parts Depots 


DEARBORN. — Three new Ford 
division parts depots will be com- 
pleted and put into operation dur- 
ing the next few months to serve 
1,100 dealerships in the east and 
midwest, according to Earl G. 
Ward, division parts and accesso- 
ries manager. 

Ward said that the new plants 
will total about 675,000 square feet 
of floor space. They bring to 17 the 
number of such installations built 
by Ford since World War II. 

The Chicago depot, containing 
204,000 square feet, is ready for 
occupancy by district and regional 
sales personnel of the Ford di- 
vision and Lincoln-Mercury. Depot 
operations are scheduled to start in 
late September. 

The Pittsburgh depot, with 103,- 
000 square feet of floor space avail- 
able for parts operations and offices 
for depot personnel and the Ford 
division’s Pittsburgh district sales 
staff, will be completed about Nov. 


1, and depot operations will begin 
| 


a month later. 


The Teterboro (N. Y.) parts de- 


pot will add 368,000 square feet of 
floor space to the parts distribution 
system and will provide quarters 
for Ford division and _ Lincoln- 
Mercury sales personnel, as well as 
for depot operations. The depot is 
scheduled to be in full operation 
in January. 


Show Stealer 


Parts on Display Cars Fixed 


To Foil Thieves 


MINNEAPOLIS. — A good deal 
of the “steel” was taken out of cars 
on display at the Chrysler “New 
Worlds in Motion” show at the 
Municipal Auditorium here, accord- 
ing to company officials. Theft pre- 
vention rules were adopted by the 
show, which ended its run here last 
week, as a result of pilfering in 31 
cities on its tour. 

Most moveable parts were “nailed 
down.” Ashtrays, lighters and gas- 
tank caps on the cars were locked 
or bolted in place to defeat thieves. 
The threads of some screw-on ac- 
cessories were cemented. 

In one large city where the show 
appeared, a thief escaped with a 
radio. At another place, a man 
Posing as a mechanic with the 
show removed a spare tire from a 
display car, but was routed by a 
floor man. 

Parts were disappearing fast 
when a group of vocational pupils 
visited the show in an eastern city. 
When the jig was up, the boys ad- 
mitted they had chosen up sides. 
Each team tried to outdo the other 
in stealing small accessories. 

Besides the “nailing down” 
routine, the show also had several 
Private detectives on hand in 
Minneapolis. 





Yesteryear's Champ— 

Greeting Joe Lunn, the winner of the 
1952 Soap Box Derby, are Myron E. 
Scott (left), assistant advertising manager 
of Chevrolet, and W. G. Power, advertis- 
ing manager of Chevrolet and executive 
director of the derby. 


Obituaries 


James S. Frazer, 69, 


Early Nashville Dealer 

NASHVILLE.—James S. Frazer, 
69, who sold cars from the same 
address here for 43 years, died re- 
cently. A Chrysler-Plymouth dealer 
for many years, Mr. Frazer had 
also dealt in American Underslung, 
Brush, Mitchell, Hupmobile, Hud- 
son and Packard. 

Mr. Frazer was president of the 
Tennessee Automotive Assn. and 
had served two terms as president 
of the Nashville Automobile Trade 
Assn. Four of his six sons are in 


the auto business. 
. ea * 


William J. Brewer 

FLINT.—William J. Brewer, director of 
purchases for Buick since 1945, died Aug. 
12. Mr. Brewer, 56, started with Buick in 
1913 as stockroom clerk. He had suffered a 
heart attack about a year ago, but had 
recovered sufficiently to return to work 
several months ago. He had entered a 
hospital earlier last week for a rest and 


checkup. 
* * * 


Louis E. McQuay 

ST. LOUIS.—Louis E. McQuay, a founder 
of McQuay - Norris Mfg. Co., maker of 
piston rings and auto parts, was found 
dead Aug. 9 in his cabin at Chautauqua, 
Ill. He was 72. Mr. McQuay was vice-presi- 
dent of McQuay-Norris after the firm was 
reorganized in 1910. He retired from the 
company in 1930 and later engaged in the 
radiator business and worked as a con- 
sulting engineer. 





* * 


* 
L. M. Klinedinst 
CANTON, O.—L. M. Klinedinst, a former 
vice-president and director of Timken 
Roller Bearing Co., died Aug. 10. Starting 
with the company in 1905, he rose to sales 
vice-president, a position he held when he 
retired in 1948. 
* * * 
Irving E. Gilbert 
MISSOULA, Mont.—Irving E. Gilbert, 75. 
for many years operator of a Dodge-Plym- 
outh dealership here, died following a heart 
attack. 


= a 7 
Oliver C, Howell 
LOGAN, Utah. — Oliver C. Howell, | 


partner in Lundberg Motor Co. here, died 
July 25 after a heart attack. 
* * - 


Robert C. Wentz 
PHILADELPHIA.—Robert C. Wentz, 55, 
general sales manager for State Automotive 
Distributors, died here recently. 
* * 
Samuel Gorson 
PHILADELPHIA. — Samuel Gorson, 66, 
a founder and president of Equitable Credit 
& Discount Co., automobile finance agency, 
died here recently. Mr. Gorson was one of 
the first auto dealers in Philadelphia, hav- 
ing opened a dealership in 1905. In 1922 he 
left the auto sales field and with his 
brother, Cyrus S.,_ started the _ credit 
company. 
* * * 
Charles M. Strawn 
JACKSONVILLE, Ill.—Charles M. 
Strawn, 66, auto dealer and auctioneer 
here for 30 years, died Aug. 1. He retired 
from the auto business 11 years ago. 
7 * - 


Ralph L. Miller 
WATERTOWN, N. Y.—Ralph L. Miller, 
56, president and treasurer of Mifflin Motor 
Co., Inc., died Aug. : after a long illness. 
* * 


W. Howard Bumstead 
ALBANY. — W. Howard Bumstead, 63, 
Troy auto dealer, died Aug. 2. He had 
been associated with the late James A. 
Bussey in the auto business in Albany 
prior to 1925. 





NADA Excise Appeal 


Calls Tax Burdensome and Unjust 
To Essential Industry 


(Continued from Page 3) 


background information relating to 
the automobile industry. 

“We have heard many sound ar- 
guments advanced in favor of a 
reasonable across-the-board manu- 
facturers’ tax; we have heard 
equally convincing arguments in 
favor of an across-the-board retail 
tax or sales tax. 

“Doubtless there are other 
methods of obtaining the revenue 
now supplied through the various 
forms of excise tax, We know 


Synthetic Supplies 
Called Ample 


DENVER.—America’s rubber in- 
dustry could operate entirely on 
domestic synthetic products in the 
event of any world crisis, declared 
Guy Gundaker jr., general sales 
manager of B. F. Goodrich Co., on 
a visit here. 

Synthetic rubber now composes 
95 percent of every tire, he added, 
and methods now being developed 
could enable almost every other 
rubber product to contain nothing 
but domestic rubber. 

Gundaker said he believes the na- 
tion’s rubber companies will snap 
up the synthetic rubber plants now 
in the process of being returned to 
private ownership from Govern- 
ment control. 


“Efficiency and competition will 
enable the industry to keep the 
price of American-made rubber at 
reasonable levels,” he said. 





that this committee is seeking 
such alternative measures. 

“We urge that you continue your 
studies and we pledge our support 
and assistance in every way possi- 
ble.” 

Spokesmen for automotive engine 
rebuilders, automotive parts re- 
builders and motor and equipment 
manufacturers had protested earlier 
that the Treasury, after promising 
that taxes would not be assessed in 
connection with repairing and re- 
conditioning of automotive parts, 
“is now levying retroactive assess- 
ments on the repair of some types 
of parts which it previously has 
held non-taxable.” 

One witness said that the re- 
sult is that the same engine block 
may be taxed four or five times. 
He said the same applies to clutch 
assemblies, generators, crank- 
shafts and other equipment. 

Previously, a spokesman for the 
National Assn. of Manufacturers 
had told the committee that one of 
the most desperately needed tax re- 
forms is in the administration of 
the selective excise taxes. 

Not only is it difficult in many 
cases to tell who is a manufacturer 
for tax purposes, the NAM speaker 
said, but often it is difficult to tell 
what Congress intended to tax. 

Moreover, he declared, so many 
unrelated changes in the excise- 
tax laws have been made from 
time to time that it “has become 
@ prime example of unnecessary 
disorder and confusion in a hodge- 
podge Federal tax structure.” 

Last week the U. S. Chamber of 


63 


Commerce stated its position on ex- 
cise taxes as follows: 

“Excise taxes equitably devised 
and nondiscriminatory as between 
competing industries should con- 
tinue to be an important feature 
of the revenue system. Such taxes 
at low rates upon articles of wide 
use, but not of first necessity, are 
needed to supplement income taxes. 


“To obtain a more balanced rev- 
enue system these should be adop- 
tion of a general excise or sales 
tax levied at either the point of 
manufacture or retail outlet. The 
war increases in excises and all 
levies of a nuisance type should be 
repealed.” 


Studebaker Sales 
Leap Ahead as 
Output Is Revived 


SOUTH BEND. — K. B. Elliott, 
executive vice-president of Stude- 
baker, last week stated that Stude- 
baker car sales showed a marked 
upswing in July after the company 
returned to full production follow- 
ing the 10-week strike at the 
Warner gear division. 


Elliott said retail sales in the 
final 10-day period of July were 
more than 65 percent greater than 
in the previous 10-day period and 
exceeded the first 10 days of the 
month by more than 60 percent. 


“During the strike, we were un- 
able to supply our dealers with our 
complete line of models and body 
types,” he said. 

“Public demand for Studebaker’s 
1953 models has been growing 
rapidly, and it was most gratifying 
that during July we were able to 
get back to a normal production 
situation.” 
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Trend Toward Stiffer Truck Penalties Spreads rr 


18 States Ease Size, Weight Limit 


(Continued from Page 59) 


tween the first and last axles, up 
to 76,800 pounds for 57 feet between 
the first and last axles of a group 
of axles. 

Nepraska — Enacted over veto a 
bill allowing trucks a 5 percent 
tolerance above the present axle 
load limits and 3 percent tolerance 
above the present permissible load 
of 64,650 pounds. 

+ + * 
VADA—Enacted a law allow- 
ing overloads on specified high- 

ways if a survey discloses the road 
can stand the added weight. 

NEW HAMPSHIRE—Rejected 
bill which would have reduced 


the legal weight of trailer trucks 
and three-axle trucks, 

New Mexico — Increased truck 
height limit from 12% to 13 feet. 


NortH Carotina—New weight tol- 
erance law allows trucks to exceed 
the 18,000-pound limit by 1,000 
pounds. Stiffer overload penalties 
also are provided by the law, which 
fixes such penalties at 2 cents for 
each pound over the first 1,000 
pounds, 3 cents per pound for the 
next 1,000 pounds, and 5 cents per 
pound thereafter. 

Nortu Dakota — Although reject- 
ing proposed truck length increase 
from 45 to 50 feet, the legislature 
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with the LEE END LIFT 


This portable, air-operated Auto 


End Lift raises and securely 


holds a car in any of 10 convenient work heights to 53”. Me- 
chanics work in a comfortable position, stationary lifts are left 


free for other work, profits increase as a result of time and labor 
saved. Capacity: 3000 Ibs. Truck lift (5500 Ib. cap.) also 


available. 


YOU CAN SAVE from 25% to 50% in job time, and 


increase mechanic's efficiency as 
the LEE End Lift. 
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Write for Bulletin 200. 


AUTOMOTIVE EQUIPMENT MFG. CO. 


11000 SO. ALAMEDA STREET « LYNWOOD, CALIFORNIA 
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"GREAT" UMBRELLA HELPS SALES in St. Louis! 

CASTLES, WILSON BUICK COMPANY, is now using a McFarland 
“Great” Umbrella to attract customers to their large Used Car Lot lo- 
cated on Kingshighway Blvd. at McPherson. The picture above shows 
how the “Great” Umbrella may be utilized with signs, lights and other 


attention getting used car items. In 


addition to attention value the Mc- 


Farland “Great” Umbrella (21 foot spread) and Whirlabout, the “Great” 
Umbrella that turns, affords shade and shelter for cars, customers and 


sales personnel—a pleasant place to close more deals and make more 


money. Get the full story of the “Great” Umbrella and how it can help 
your business in a full colored illustrated booklet. Write, wire or call 
the McFarland Great Umbrella Company, Division of the McFarland 
Awning Corporation, 742 S. W. 8th Street, Miami, Fla.—Phone—2-8153. | cars. 


continued a 5 percent tolerance on 
trucks now in service. 
+ * * 
—. .. — Raised the height 
limit on trucks to 13% feet. 

PENNSYLVANIA — Although several 
proposals to liberalize the weight 
limit of 45,000 pounds failed of en- 
actment, the fact that one such 
measure was sponsored by a group 
of shippers indicated that the truck- 
ing industry’s long fight for a high- 
er limit may receive broader sup- 
port in the future. 

TENNESSEE — Increased maximum 
weight limit from 42,000 to 55,980 
pounds, provided the space between 
the first and last axles is 37 feet. 
The new law retains an 18,000- 
pound limit for single axles and 
restricts tandem axles to 32,000 
pounds. It also increases license 





Auto News from Italy 


fees for trucks hauling the added 
weights and increases over - load 
penalties to $500 for each offense. 

TEXAS—New law provides that 

operators of overloaded trucks be 
penalized by requiring them to 
pay a license registration fee for 

the excess weight. 

Utran—aA bill which would have 
liberalized the allowance for shift- 
ing weight loads in enforcement of 
truck load limitations was vetoed. 

VerMONT—New law makes owners 
or lessees of trucks, rather than 
the drivers, liable for violation of 
overload statutes. 

West Vircinia—Defeated proposal 
which would have increased to 50 
feet the permissible length of 
trucks, and raised to 20,000 the 
permissible single-axle load limit. 

Wisconsin—New law permits ve- 
hicle combinations of up to 50 feet 
as the result of an additional five 
feet of length granted to the trac- 
tor section of tractor semi-trailer 
rigs. Also enacted was a law re- 
ducing penalties for truck vover- 
loading. 


First-Half Production Rate Passes 1951-52; 
Vehicle Exports Also Gain 


OME. — (UTPS) — According to 

official figures, automotive pro- 
duction for the first six months of 
1953 ran ahead of 1952 and 1951. 


Italian factories turned out 81,- 
572 vehicles in the first half of 
this year. That compares to 65,332 
for the same period of 1952 and 
78,236 for 1951. Best month’s pro- 
duction this year was May, when 
14,997 vehicles were built. 


Of the 81,572 assembled this year, 
65,359 were cars, 10,095 were trucks, 
4,888 were vans and 1,230 were 
buses. The biggest percentage of 


GM and Goodyear 
Among Builders 


In Oklahoma City 


OKLAHOMA CITY. — More than 
$10 million in business and in- 
dustrial construction under way 
here includes extensive building in 
the automotive field. 


General Motors is putting up a 
$350,000 building which will house 
the Chevrolet zone sales office and 
provide warehousing for Chevrolet, 
Pontiac and Oldsmobile. 


Goodyear Tire & Rubber Co. also 
is spending $350,000 for a new 
building to be completed about Oct. 
1. It will have office space and 
warehousing facilities for Okla- 
homa and parts of Texas and New 
Mexico. 


Bendix-Westinghouse Automotive 
Air Brake Co. has started moving 
into its new $225,000 plant. A total 
of $750,000 of equipment will be in- 
stalled. 


Use -Car Notes 


DALLAS. — Walter Wilson has 
been named convention chairman 
by the Texas Independent Automo- 
bile Dealers Assn. 

The convention is scheduled for 
Nov. 1-2 at San Antonio. 


* * * 


Hartford Dealers Elect 


Heymond as President 


HARTFORD, Conn.—David Hey- 
mond has been elected president of 
the Hartford Used Car Dealers 
Assn., a group which was formed 
four months ago and which now 
has 33 members. 

Other newly elected officers in- 
clude David Peltz, vice-president; 
David Gottlieb, treasurer, and How- 
ard Gitlen, secretary. 

* ” * 


Papineau Sells to Henry 
MICHIGAN CITY, Ind. — Henry 
Motors Co. has bought the Michigan 
City Motors used-car lot from Ash- 
ley Papineau jr., who is leaving the 
automotive field. 
* * * 
New Brownson Opened 
SPOKANE.—New Brownson Mo- 
tor Co. has been opened here by 
Lynn J. and Jack Brownson. The 
firm will handle all makes of used 


gain in production over the last two 
years was in trucks and buses. 
Gains were registered mostly at 
Fiat, O. M. and Alfa Romeo. 

cd * * 

HE first half of 1953 has also 

seen an increase in the export 

of Italian vehicles. Total exports 
were 16,597, compared to 14,055 in 
the corresponding period of 1952 
and 16,346 in the first six months of 
1951. 

Main export markets in 1953 
have been Switzerland, Germany, 
Egypt, Indonesia and the Union 
of South Africa. 

Further negotiations have been 
launched between Fiat and Middle 
East countries, including Persia 
and Saudi Arabia, to exchange ve- 
hicles for crude oil. 

Persia has also requested bids on 
diesel-engined rail cars to be put 
in service on the Abadan-Teheran 
railway. 

Chinese representatives in Italy 
have inquired about vehicles and 
tractors to be delivered to Com- 
munist China. 


Order for Tuneup 
Just a Start, Says 


Service Manager 


LOS ANGELES. —In automotive 
service, a policy of selling the 
customer what he asks for—no 
more and no less—would be dis- 
asterous, says Yale Lorden, general 
service manager of Greene-Halde- 
man Co. (Chrysler-Plymouth). 

Lorden says he has learned from 
long experience that most custom- 
ers think a tuneup can correct 
major performance shortcomings. 

Consequently, Lorden says, 
Greene-Haldeman service salesmen 
are instructed never to write a 
tuneup order as per customer re- 
quest and let it go at that. The 
minimum responsibility, he says, is 
to explain carefully what a tuneup 
includes and excludes, and the 
kind of improvement in perform- 
ance which can be expected if a 
tuneup is all the car needs. 

Actually, Lorden says, the service 
salesman is expected to go much 
further than that. 

“We've found that in eight of 10 
cases, a request for a tuneup ex- 
presses the fact that the customer 
has noticed disturbing symptoms 
in his car’s performance,” Lorden 
says. “We try to get at his reasons 
for feeling that his car needs tune- 
up work. 

“Once we've got him talking 
along these lines, it’s a simple 
matter to invite him to have his 
car checked on our chassis dynamo- 
meter, so that we can discover 
where the trouble actually lies, and 
what must be done to remove it.” 

A brief dynamometer check, he 
says, usually reveals defects which 
a tuneup alone would never correct. 

More than 90 percent of Greene- 
Haldeman’s service customers, Lor- 
den says, have learned that a 
dynamometer diagnosis is some- 
thing to be taken seriously, and 
gladly order work needed to re- 
store their cars to efficient oper- 
ating condition. 





Now Ginelair 
Motor Dil 
$0 GOOD 





GUARANTEED to keep engines in 
top operating condition for 100,000 
miles, provided the oil is changed 
regularly as recommended by the 
car manufacturer. 


CUTS OIL CONSUMPTION IN HALF dur- 
ing the life of an engine in good 
working condition. 


ENDS HYDRAULIC VALVE-LIFTER 
TROUBLE 


NATIONALLY-ADVERTISED in Life, 
Look, Saturday Evening Post and 
Collier's, in hundreds of newspa- 
pers, on radio and television. 


For complete details, phone or write 


SINCLAIR REFINING COMPANY 
600 Fifth Ave., New York 20, N. Y. 


POSITIVE REAR DOOR 


SAFETY LOCKS 
SUGGE 
retAit 
Per bale 


lock for all Plym- 
outh, Dodge, DeSoto and Chrysler 
cars— All General Motors cars and 
Ford and Mercury. 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear 
Doors are Always Locked From In- 


100% EFFECTIVE—Cannot Fail 
The perfect door 


IMMEDIATE DELIVERY 
If your cannot furnish 


direct, Weve for free catalog 
of over 200 HOUSER service items. 


Iverson Fuel Pressure Control 


CHECK WITH FIRST ORDER 


IVERSON PRODUCTS COMPANY 
2300 East 31st Street 
Minneapolis, Minnesota 








Wonder spray upholstery and paint cleaner. 
Safe. Effective. Economical. Open account. 
30 days approval. 5 gals. (25 cars) $4.10 gal. 


ZIPP-REME CHEMICAL CO. 
GREENSBURG, PA. 
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NADA’s Bell Reappointed 


To Manpower Group 
WASHINGTON. — NADA’s ex- 
ecutive vice-president, Frederick 
J. Bell, last week was reappointed 
as an industry member of the 
Government’s National Labor- 
Management Manpower Committee, 
which constitutes the Government’s 


top advisory group in the develop- 
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ment of all manpawer policies and 
programs. 


Monroe Equipment 


The appointment was announced Promotes Trio in 


by ODM Director Arthur Flem- 
ming. 


Benedict, Cline Pair Up 
J. P. Benedict and R. W. Cline 
have purchased Gibson Motors, Inc. 
(Studebaker), Mansfield, O. The 
new firm will be called Benedict- 
Cline Motors, Inc. 


OR CAUTION? 


Just how should the average investor 
regard the automobile industry—its immediate future 


and long-range prospects? 


To help you decide, we’ve just published a 32-page 
booklet, “The Automobile Industry”. 

It begins with a good look at the industry as a whole, 
traces its history and growth, explores the over-all out- 


look for sales. 


Then it takes up each of the “Big Three” in turn, tells 
how they stand—where they’re going. 


It covers the independents and some of their prob- 
lems, discusses the market for trucks and who makes 
them, goes over labor, allied industries, and the effect 
they could have on auto stocks as investments. 


And finally, you'll find individual write-ups on 31 of 
the leading auto and accessory companies—plus a table 
of important investment facts on 31 others, 


For a free copy of “The Automobile Industry”, simply 


call or write— 


Water A. ScHoLt, Department N-52 


MERRILL LYNCH, PIERCE. FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 104 Cities 
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NEOPRENE-ASBESTOS 


EXHAUST HOSE 


MOST ECONOMICAL REPLACEMENT for all types of flexible ex- 


tubing! 


ADAPTABLE—fits all types and sizes of ventilating systems (not for 


Dynamometer use). 
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CHICAGO 40 





haust hose in ventilating systems! Double layer of tough neoprene 
with crack-proof fabric wrap prevents leaks. Unique spiral steel 
wire “backbone” yields without clogging when driven over or 
stepped on. . . can be restored quickly to proper shape. Will not 
stiffen or deteriorate with use. Out-lasts, out-performs any other 


ASBESTOS-TREATED 
ot Car-Exhaust End 
for Longer Life! 


CONTACT YOUR JOB- 
BER TODAY—or write 
direct for full details. 
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Sales, Service 


MONROE, Mich.— Monroe Auto 
Equipment Co. has promoted three 
of the top men in its sales and 
service division, according to C. S. 
McIntyre, general sales manager. 

J. E. Bickel, former sales man- 
ager of the parts and accessories 
division, becomes director of mer- 
chandising. 

Walter Nash, midwest sales rep- 





je 


Walter Nash W. M. Clark 


resentative has been elevated to 
sales manager of the replacement 
shock absorber division. 

W. M. Clark, former assistant to 


Corrected Totals 
On Truck Sales 


AvuTomoTive News would like to 
correct an error that appeared in 
the Aug. 10 issue in new commercial 
car _ registrations, including 39 
states for June, 1953-1952. 

At the bottom of the table, under 
“year to date,” the 1952 figures 
should have read: 

International, 42,789; Kenworth, 
351; Mack, 3,419; Peterbilt, 118; 
Pontiac, 274; Reo, 1,467; Stude- 
baker, 13,405; White, 5,354; and 
Willys, 8,882. The total, then, should 
have read 377,552. 


Art's Choice 
26 TV Shows, 7 Films Make 


Use of Kaiser Cars 


WILLOW RUN. — An increasing 
use of Kaiser cars in television and 
movies has been noted in recent 
months, according to Kaiser Motors 
Corp. 

The firm says that during the 
past four months, Kaisers have 
been used in 26 television shows, 
five TV pilot films, seven full- 
length movies and one _ docu- 
mentary film. 

“Big Town,” Lux Video Theater, 
Hamilton Watch Jewelers’ Show- 
case, “Mr. and Mrs. North,” Chev- 
ron Theater, “I Married Joan,” 
“Life of Riley,” “Ozzie and Harriet” 
and “City Detective” are some of 
the TV shows that have featured 
Kaisers. 

Films which featured Kaisers in- 
clude “Phantom from Space,” “No 
Escape,” “Donavan’s Brain,” “Main 
Street to Broadway,” “The Moon- 
lighters,” “The Man Who Saved the 
Earth,” and “Murder Without 
Tears.” 

“Doomtown, USA,” a film of the 
Nevada atom bomb test, also 
features the Kaiser. 


New Hood Truck Tire 


Built with Spread Bead 


AKRON.—A new Hood Hi-Way 
Hauler truck tire, constructed with 
a “spread bead” principle designed 
to give more original miles and 
more recap miles, is being 
marketed by Hood Rubber Co., a 
division of B. F. Goodrich Co. 


The tire has delivered up to 25 
percent more mileage in actual 
road tests against leading competi- 
tive brands, Hood says. The new 
tire is molded with beads closer 
together so that when the tire is 
mounted, inflation spreads the 
beads to the full width of the rim. 
This flattens the tread, puts more 
rubber on the road and gives 
better load distribution, the maker 
says. As the tread is flattened, the 
rubber becomes more compressed, 
giving it greater resistance to 
friction, abrasion and growth, Hood 
declares. 


Goodwin Named 
Douglas Crashley, president of 
Elgin Motors, Toronto, Ont., has 
announced the appointment of Gus 
Goodwin as service manager. 


Bickel, becomes sales manager of 
the replacement power steering di- 
vision and service manager of the 
company. 

According to McIntyre, the pro- 
motions were due to increased 
sales and the addition of a power- 
steering unit to the Monroe line. 


McIntyre said sales volume for 
the fiscal year ended June 30 was 


65 


Packard Dealers Announce 
Twin City Contest Winners 


Winners of a sales contest on 
new and used cars conducted by 
Twin Cities Packard dealers were 
announced at a banquet in St. Paul. 

Winners were Al Olson, of Loop 
Motor Co., Minneapolis, first prize 
of $300; Edward O’Neill, of Pack- 
ard Minneapolis, Minneapolis, 
second, $200, and Mickey Rose, of 





the highest in the company’s| Royal Packard Co., St. Paul, third, 
history. $100. 
Write for Your Copy! 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week 
Ended 
Aug, 15, 
1953 
18,571 
2,623 
2,067 
3,894 

9,987 4 


CHRYSLER ................. 
Chrysler . 
DeSoto 


Plymouth 

I icc disicseoivebsecs scuba 
Ford 
Lincoln 
Mercury 

GENERAL MOTORS .. 63,655 
Buick 


Chevrolet 
Oldsmobile 
Pontiac 

KAISER MOTORS 


828 


PACKARD. ..............0..... 
STUDEBAKER ............. 


Total Cars, U. S. 
*Revised. 


Same 
Week, 
1952 


4,279 


"4,279 


13,674 
3,014 
2,215 
3,956 
2,214 
2,275 
2,165 
1,494 

671 


22,776 


Jan. 1 Jan, 1 


to 

Aug. 16, 

1952* 
531,278 
71,998 
54,616 
141,223 
263,441 
526,863 
403,185 
19,262 
104,416 
1,031,218 
188,377 


Week 
Ended 
Aug. 8, 
1953* 
4,250 

50 
117 


Total 
Aug., 
1953 
22,821 

2,673 
2,184 
3,894 
14,070 
75,232 
57,826 
1,245 
16,161 
128,454 
22,315 
5,024 
65,053 
16,744 
19,318 
2,067 


Aug. 15, 
1953* 


838,328 
117,470 
88,264 
207,595 
, 424,999 
“$98,540 
687,431 
’ 33,708 
% 177,406 
1,944,898 
, 845,148 
59,517 78,875 
490,981 (978,774 
132,384 (()250,144 
159,959 (7°291,957 
713,346 ~ 52,022 
41,551 19,562 
31,795 32,460 
1,491 
51,006 


4,083 
37,107 
28,879 

507 

7,721 
64,799 
11,130 

2,518 
32,729 


"2,067 


54,157 

eccseee  %%j422 © 107,107 
cue 1,407 35,576 \ 68,503 
5,235 10,691 92,127( 4\129,777 


112,432 241,262 2,420,327 4,093,332 


590 


COMMERCIAL CARS 


(U, 8S. PRODUCTION ONLY) 


Week 
Ended 
Aug, 15, 
1953 


6,487 » 


Total Trucks, U. S. .... 25,738 


Same 
Week, 
1952 


976 


9,824 


dan. 1 Jan, 1 
to to 
Aug. 16, Aug. 15, 
1952* 1953* 
176,407 

203 
5,049 
1,990 

95,463 
1,019 
132,672 
64,374 
83,422 
6,472 
11,020 
35,252 
7,851 
61,843 
9,243 


Week 
Ended 
Aug. 8, 
1953* 


* Total 
Aug., 
1953 


70,820 
1,361 
180,360 
83,230 
80,662 
7,536 
10,407 
— 28,933 
9,383 
53,141 
9,618 


3,648 
6,112 
421 
576 
1,216 
297 
3,948 
535 
48,721 692,280 796,390 





U. S. 154,573 
Total Cars, Trucks, 


4,222 


32,600 


289,983 3,112,607 4,889,722 


5,895 225,592 341,756 





Grand Total 
Cars and Trucks, 
U. S. and Canada 
*Re 
Drive, Sterling, Nash, etc. 
N.B.: 


158,101 


36,822 187,782 295,878 3,338,199 5,231,478 
. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


All U. 8S. totals include cars and trucks for military orders. 


Week’s Output Rises 
To 154,573 Vehicles 


(Continued from Page 1) 


Federal controls, as well as the 
steel strike, kept the industry’s out- 
put down to 3,112,607 units, consist- 
ng of 2,420,327 cars and 692,280 
tracks. 


In the 1952 week ended Aug. 16 
the turnout was 22,776 cars and 9,- 
824 trucks. 

The more than four million 
ears built in the first 32 weeks of 
this year equals the record pace 
of 1950 and 1951. 

The sizzling output thus far this 
year is expected to cool off later. 
The steel industry already has re- 
ceived substantial order cancel- 
lations from independents, and one 
member of the Big Three last week 
admitted that it had canceled a 


NADA Announces 
Convening Dates 


For Committees 


WASHINGTON. — The following 
list of NADA committee meetings 
was announced here last week: 

Public relations committee, Chi- 
cago, Aug. 31-Sept. 1. 

Business management commit- 
tee, Washington, in early Septem- 
ber. Exact date not yet set. 

Executive committee, Washing- 
ton, mid-September. 

Truck committee, Washington, 
Oct. 19-20. 

Employer-employe relations com- 
mittee, Washington, Oct. 26-28. 


limited order for conversion steel. 
The auto industry has been slow in 
indicating steel requirements for 
the fourth quarter, steel sources 
say. 

* 7 cs 


ANOTHER sign is that A. O. 
Smith Corp., Milwaukee, has 

started to lay off workers in its 
auto frame division. The firm sup- 
plies frames to a dozen auto 
makers, mainly GM divisions. A 
Smith spokesman said _ readjust- 
ments in output schedules of its 
customers caused the layoffs. 

Also, makers are busy prepar- 
ing for model changeovers. In 
the past two weeks, several firms 
have had staffs preparing 
pictures of their 1954 offerings. 

Nash, which has been down since 
July 6, has extended its shutdown 
through the vacation and inventory 
period this month, but indicated it 
would reopen in the first week of 
September. Kaiser, shut since June 
26, has said it will not resume pro- 
duction until a new labor contract 
is drawn up. 

. 7 * 


euce output rose last week 
with the return to production 
of Dodge and White. 

The former was down a week 
for inventory and White was 
closed two weeks for its annual 
vacation. 

International Harvester has laid 
off 6,500 workers, but only 300 work 

in the truck division. More layoffs 
are expected, however. 


New Units Average 13.2 


er Dealer... 


Car Stocks Hit Postwar High 


(Continued from Page 1) 
over-production by manufactur- 
ers. 

“Detroit sales executives are too 
busy attending conventions, com- 
mittee meetings, ceremonials, etc. 
to travel enough to find out what 
has happened to the sales picture.” 

A Southern dealer suggested that: 

“Perhaps, state ‘make’ commit- 
tees, now being formed under 
NADA sponsorship, can wake up 
factories to the realization that a 
dealer’s investment should be taken 
into consideration and protected, 
too.” 

+ + * 
| appa all over the country there 
was evidence in the latest 
survey that volume new-car sales 
are being supported by generous 
discounts and high tradein allow- 
ances. 

Such selling practices appear to 
be costing dealers between $100 and 
$300 per new-car deal. However, 
there was the extreme instance of 
a volume Midwest dealer who said 


he was surrendering 90 percent of 
his gross. 

On the other side of the picture 
were a few dealers who said they 
were giving none of their profits 
away, either on the new-car price 
or in the way of excessive tradein 
allowances. 

One of those dealers, in a small 
West Coast city, had this comment: 

“The factories should slow down 
a little, but dealers are going to 
have to make legitimate deals, too. 
Many of those who have been giv- 
ing away their discounts this year 
are already in trouble out here.” 

+ * * 

N THE opinion of a Nebraska 

dealer, sales can be kept profit- 
able for all dealers and production 
kept high, if factories will exercise 
more careful distribution methods. 

And, a Kansas dealer com- 
mented along the same line: 

“Current economic tightening 
will force factories to become more 
realistic about production and dis- 
tribution policies, However, a great 


Sales Soar Along with Balloons— 


Andy Howlett (left), assistant sales promotion manager of Kaiser Motors, discusses 
detailed plans for a ‘Kaiser Used-Car Karnival" with Ron Norris, head of Norris 


Motors, Ypsilanti, Mich., and his partner, 
into a sagging used-car market. 


Sam Lambdin. The campaign pumped life 


10-Day Blitz Moves Cars 


Factory Helps Stage ‘Kaiser Karnival’ as Answer 
To Dealer’s Overstocked Lot 





YPSILANTI, Mich.—What to do 
when the used-car market rolls over 
and plays dead in a city was dem- 
onstrated here a few weeks ago 
when Norris Motors (Kaiser) was 
confronted with such a problem. 

“Our lot was jammed, people 
weren’t even looking and you 
know what the 9,000-worker lay- 
off at Kaiser’s Willow Run plant 
did to business psychology in 
Ypsilanti,” says Ron Norris, deal- 
ership head. 

Norris took his troubles to the 
factory. 

“We told the factory we'd like 
some kind of a program that might 
stir things up a bit,” says Norris. 
“We weren’t too optimistic, but we 
were willing to try.” 

Andy Howlett, assistant sales 
promotion manager at Kaiser Mo- 
tors, came up with a “10-Day Blitz 
Campaign.” For the public, how- 
ever, the program got the nom de 
plume of “The Kaiser Used - Car 
Karnival.” 

Kaiser people drew up a 1,400- 
line ad in which no prices were 


Ford Purchases 


N. J. Plant Site 


NEW YORK.—An agreement to 
purchase a 177-acre site at Mahwah, 
N. J., for construction of the Ford 
division’s biggest assembly plant 
has been signed by Ford Motor Co. 

L. D. Crusoe, general manager of 
the Ford division, announced the 
signing of the agreement to buy 
the land from Erie Land & Devel- 
opment Co., a subsidiary of the 
Erie Railroad. 

The plant will have more than 
1,500,000 square feet of manufac- 
turing space and will be designed 
for two-shift operations. Negotia- 
tions began several months ago to 
purchase the Mahwah site, which is 
just opposite Suffern, N. Y., 21 
miles northeast of the George 
Washington Bridge. 


quoted. Customers were invited to 
“make an offer.” Other ads were 
amplified with splashy yellow and 
red, hand-lettered window ban- 
ners. 

Four large multi-colored window 
disks were designed, emblazoning 
such sales jargon as: “Write Your 
Own Ticket,” “No Reasonable Offer 
Refused,” “10 Days Only” and “Ter- 
rific Values.” 

Twenty radio spot announcements 
were scheduled for the first three 
days of the campaign. One thou- 
sand door-handle tags were printed 
and wired to car doors along the 
city’s streets. 

Several thousand balloons were 
set aloft after salesmen filled them 
with helium and tied on strings. 

Balloons were attached to every 
car in the lot and, according to 
Norris, the dealership was prac- 
tically waving in the breeze on 
the day that the 1,400-line ad 
broke in the papers. 

Norris had already held special 
salesmen’s meetings. 

“My partner, Sam Lambdin,” says 
Norris, “helped me shoot a charge 
of pep into our salesmen. We really 
talked it up. We talked to our serv- 
ice personnel, too. In fact, we talked 
it up all over town.” 

Norris had sold but four used 
cars in the previous two weeks, but 
he says the tide began to turn fast. 

At the end of the first day Nor- 
ris had sold seven used-cars. Two 
days of the program netted the 
12th used-car sale. At the end of 
the 10-day period, Norris’ stock of 
used cars had been cleared, 25 
cars in all, 

“It proves,” says Norris, “that 
there is no such thing as a dead 
market if a dealer will pump some 
of his own brand of life into it. 
For less than $500 we bought our- 
selves a complete revival program 
and sold $20,000 worth of cars.” 

And, says Norris, his used-car 
sales have been holding up over 
what he had previously considered 
a normal! level. 


many dealers appear likely to go 
out of business, largely due to poor 
management.” 

An Indiana dealer said he was 
patiently waiting for “the men to 
be separated from the boys.” 

“Lots of dealers are closing their 
doors now,” he _ reported, “and 
business is bound to be better be- 
cause of their leaving. Let’s let 
nature take its course.” 

* * * 
PENNSYLVANIA dealer had 
this to say: 

“It’s obvious that production has 
caught up with demand. But I’m 
too busy getting customers into my 
showroom, and then selling them, 
to have much time to worry.” 

It was the opinion of nearly all 
dealers who responded to the 
latest survey that it will be the 
“used-car merchant” who will 
stay in the automobile business. 

A Massachusetts dealer empha- 
sized that: “The customer today 
must be sold a fair tradein allow- 
ance, and dealers should rate this 
job higher than selling the new- 


car.” 
A WEST Coast dealer opined 
that there are too many “flash- 

in-the-pan” dealers still in business. 

“Too many such dealers,” he 
said, “are swallowing the line of 
factory roadmen that they can 
give away their discounts. Al- 
ready, the banks are closing in 
on such dealers and more than 
a few of them are in a bad way.” 

Despite stocks rising to a new 
postwar high, there were only a 
\few scattered reports in the latest 
survey of factory pressure being 
applied to get dealers to take cars 
over and above usual quotas. 

With only two exceptions, involv- 
ing one line of cars, dealers re- 
ported that factories are using good 
sales methods. 

* * s 


EVERAL dealers reported 

factory urging to take more 
cars, but said there was nothing 
about the urging that could be con- 
strued as pressure. And, in most 
cases, too, dealers reported that 
cars are being shipped them with 
optional equipment exactly as 
ordered. 

Dealers are divided into several 
categories of opinion as to the 
trend of finance company practices. 
Just as many think such practices 
are getting tighter as think they 
are holding static. Only a few say 
they can see some easing. 

A dealer’s appraisal of his fi- 
nance company relationship ap- 
pears to stem mostly from what 
kind of a merchandiser the dealer 
is himself. 

the first time in three 
months, a majority of dealers re- 
ported their used-car stocks show- 
ing a downward trend, and an 
even greater number said used- 
car sales were improving in their 
areas. 

And, significantly, fewer dealers 
than in any previous survey singled 
out used-cars as being the root of 
their current business problems. 





* * * 





New-Car Stocks 


In Field, in Transit 

(Estimated by Automotive News) 

Dealers’ 
Total 
Potential 
Inventory 
Stocks 
440,254 
434,136 
407,880 
400,042 
423,821 
404,783 
545,041 
448,306 
370,202 
327,945 


Cars Cars in 
In Transit 
Field to 
Stockst Dealers 
. 261,754 188,500 
158,000 
160,200 


255,963 
296,391 
339,674 
302,036 
277,962 
174,086 
226,091 
322,556 
399,394 
363,247 
374,973 
412,035 
476,211 
535,182 
588,08) 
537,046 
July as 82,800 *562,498 
Aug. 1, °53.. 513,413 82,200 595,61: 
+Field stocks include cars actually a‘ 
dealerships, those warehoused by dealers 
and factories and demonstrators. 
*Revised. 
TL LS 


Jan, 
Feb. 
Mar. 
Apr. 
May 
June 


1, °53.. 
1, °53.. 
1, °53.. 


87,200 
89,300 
97,700 
73,500 
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Late Models Turn Trick After 2 Months. . . 


U. C. Price Index Finally Gains 


(Continued from Page 1) 


car dealer, in that he can exercise 
more control over his stock. 
“Finance companies that have 
kept abreast of market conditions, 
and have set their terms and al- 
lowances in accordance with cur- 


§ rent values, are also better off,” 


Gorson declared. “They are putting 


} less money in cars, tightening up 


ad 


a- 
ay 
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their credit requirements, increas- 
ing net income by paying smaller 
reserves to dealers, shortening 
terms and scrutinizing each indi- 
vidual transaction. 

“The new car bought yesterday 
is a used car today. Every car on 
the street is a used car, and every 





Traffic Club on Green 
DETROIT.—The Motor City Traf- 
fic Club will hold a golf party at 
Western Golf Club tomorrow (Aug. 
18), according to Ed Durocher, 
chairman. 






automobile finance transaction is|said prices were higher on clean 


represented by a used car. 
“Think kindly of those 44 million 
used cars in circulation.” 
* oa * 


aa operators reported that 
although rough units still were 
suffering low bids and little interest 
at the sales, clean cars w«: 2 “bring- 
ing the top dollar” .1¢ were in 
good demand. 

Harold Henry, at Los Angeles, 
said last week that prices of all 
sedans were down, but that 
sports models and station wagons 
were holding firm and bidding on 
them was keen. The Los Angeles 
used-car market has been 
jammed since early this year. 


Harry Gelt, at Mason City, Ia., 
reported that prices went up there 
two weeks ago, and that they held 
steady last week. At Flint, the 
managers of the Flint Auto Auction 
said that the market was “strong” 
last week, and that the prices of 
clean cars tended upward. 

At Valdosta, Ga, Tom Hewitt 











Anthony MODEL "D" 6 BODY 
with Super MODEL 620-7 HOIST 


DUMP TRUCK SALES 


Regardless of what your customer may want most 

in a dump body—you’ve got it in an Anthony—POWER, 

PERFORMANCE, FEATURES, PRICE—all are wrapped 

up in a package. Powerful sales advantages that can up 

your volume and profit to a new high—give your 

customer service satisfaction and on-the-job 

reliability he couldn’t find anywhere else at any price. 

Get your copy of the new brochure about this ‘‘Best Seller” 

with easy-to-read “‘Hoist Selection Guide,’ from your 
Anthony Distributor, or write direct, address, Dept. 5J. 





Sell ’em 


ANTHONY 
SUPER HOIST DUMP BODIES 





NATIONWIDE DISTRIBUTION 


SALES and SERVICE 


cars last week, and that the per- 
centage of sales at his auction was 
better. 
+ * * 
THE retail side, dealers still 
are offering all sorts of premi- 
ums on used-car sales. In many 
areas, such plans are paying off, 
and dealers have used-car stocks in 
workable shape. 

Other areas say lots still are 
loaded, and that there apparently 
is no relief in sight. Sueh dealers 
are becoming more apprehensive 
about the late summer and fall 
market, especially after the new 
models begin to appear. 

At Ottawa, Canada, dealers are 
finding that “money-back guar- 

antees” on used cars are helping 
boost sales. Dealers are offering 
the customer a 48-hour grace period 
to drive the car. His tradein is not 
sold until after that period, and if 
he is not satisfied at the end of 
two days, he may return the car 
and the deal is off. 


One dealer reported that not a 
single customer had returned, dis- 
satisfied with his purchase, since 
the plan was put into effect. 

+ * * 
SED-CAR sales in the Manhat- 
tan, (Kans.) area were reported 
up for July. Dealers there sold 321 
used units during the month as 
against 275 in June. 

In Wayne County (Detroit), 
used-car sales were down for 
July, according to the Detroit 
Automobile Dealers Assn. The re- 
port said that 15,210 used units 
were sold in July, as compared 
with 16,189 in June. DADA said 
61 percent of the used cars were 
sold by new-car dealers. 

Lincoln-Mercury reported that 
last month was best July in the di- 
vision’s history as regards used-car 
sales. 

L-M dealers, according to the re- 
port, sold 43,441 used units, an in- 
crease of 20 percent over the same 
month last year. 


W. A. Keller, L-M national used- 
car manager, said that the month 
included the best 10-day period in 
the division’s history, with 17,885 
cars sold between July 20 and 31. 
—Sam Sampson. 


3 Product Groups 
Formed as Ford 
Splits Up Plant 


DEARBORN.—The formation of 
three new Ford division product 
groups and the appointment of 
their managers in the decentrali- 
zation of Highland Park (Mich.) 
manufacturing activities were an- 
nounced last week by M. L. Wies- 
myer, general manufacturing man- 
ager of the division. 

The new organizations are the 
rocket and parts machining plant, 
with N. F. Kroll as manager; the 
trim plant, with C. F. Hancock as 
manager, and the paint and arti- 
ficial leather plant, with C. L. Wal- 
lace as manager. In addition, L, E. 
Krieg was appointed planning man- 
ager and D. D. Cooper was named 
plant services manager for the 
Highland Park manufacturing area. 


Earlier, the division had an- 
nounced organization of the Ford 
tractor plant and the Detroit truck 
plant at Highland Park. 


Kroll, who previously was acting 
head of rocket and parts ma- 
chining, while Hancock had been 
head of trim, paint and artificial 
leather at Highland Park. 

Wallace formerly was on the staff 
of the assistant general manu- 
facturing manager, and Krieg until 
recently was administration man- 
ager for the division’s manufactur- 
ing operations. Cooper was as- 
sistant to the manager of defense 
production operations, whose duties 
include operation of the Kansas 
City aircraft plant. 


Price Wins Award 


W. K. Price jr., owner of Price- 
Collins Motors, Orlando, Fla., has 
received a plaque in recognition of 
five years’ service to Studebaker 
owners of central Florida. 








Se 


Richardson Offers Pedigreed Pups, Used Cars— 


Advertising that every one of the puppies in its window “is pedigreed, and so 
are our guaranteed four-square used cars,"’ Richardson Buick Co., Inc., Williamsport, 
Pa., says it obtained the addresses of more than 3,000 new and used-car prospects in 
@ puppy giveaway contest. Entry blanks were given to school children in a drawing 
for 24 puppies, and interest in the contest spread rapidly to grownups. 


Plymouth Plant Cited 


For Safety Record 

DETROIT.—The National Safety 
Council’s Award of Honor has been 
awarded to the Plymouth plant 
here for its 1952 safety record, John 
P. Mansfield, Plymouth president, 
has announced. 

The award was based on Plym- 


WHEN WILL 
BLAKE’S CAR 
BE READY? 


Auto dealers report 


outh’s frequency rate of 2.2 lost- 
time accidents per million man- 
hours worked, Mansfield said, and 
a severity rate of .05 of one day lost 
due to accidents per thousand man- 
hours worked. 


Nationa! automotive figures for 
lost-time accidents per million man- 
hours are 3.62, with a severity rate 
of .35, the Safety Council said. 





20”to50” MORE SERVICE JOBS 
with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


With Executone you just push a 
button and talk, Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 


SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 
right on your premises—whenever required ! 


XOCUIOME 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name 


Address. 





EXECUTONE, INC., Dept. H-7 

415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


a ke eee 


City 


In Canada—331 Bartlett Ave., Toronto 
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but we did take his personal check 
for the services rendered and it 
was returned to us by the bank 
indicating the account had been 
closed. We have been informed that 
other checks of this nature have 
been returned by the bank: 

The California license of this car 
is: 3 T 409. 

We would appreciate it if any 
dealer knowing the whereabouts of 
this man would advise AUTOMOTIVE 
News.—MmwEsTERN DEALER. 


+ og * 
Just Sells 

On page 43 of your Aug. 3 AuTo- 
motive News, Bernie Thomas has an 
article under the caption “A Good 
Salesman Just Sells.” 

What a story! This is exceptional 
and certainly should be an inspira- 
tion to many salesmen.—Harrison 
C. Macvona.p, Harrison C. Macdon- 
ald & Sons, Kettlehut Building, La- 
fayette, Ind. 


Credit for Soldiers 


We would like to get in touch 
with American credit firms 





Shafer Bearing Becomes 


Division of Chain Belt 


MILWAUKEE.—Chain Belt Co. 
has purchased Shafer Bearing 
Corp., Downers Grove, IIl., and will 
operate it as the Shafer bearing 
division of Chain Belt. 

R. P. Tennes, former Shafer 
president, becomes division man- 
ager; M. J. Tennes jr., factory 
manager; H. E. Tennes, sales man- 
ager; A. H. Williams chief engi- 
neer; H. R. Lucas, controller, and 
Gordon Terris, director of dis- 
tributor sales. 





In the Letterbox 


(Continued from Page 4) 


specializing in handling time sales 
for United States military person- 
nel in France. Do you know of any 
such companies?”—ForeIGN DEALER. 


Epitor’s Note: Does a reader 

know? 
* + + 

Wrong City 

Correction, please! On page 6, 
Automotive News issue of Aug. 3, 
1953, column 3, you give the address 
of the Lane-Sigrist Company as 
“Lincoln Park, N. J.” The correct 
address is “Montclair, N. J.”, where 
we have been the Packard dealers 
since 1925.—Davw E. Lane, The 
Lane-Sigrist Co., Montclair, N. J. 


Editor’s Note: Sorry. 
* * * 


Plastic Bodies 


I am interested in finding out 
where I might be able to buy plas- 
tic bodies.— Jack WINNicK, Win- 
nick’s Auto Parts, Sunbury, Pa. 

Eprror’s Nore: We suggest you 
contact Owens-Corning-Fiberglas 

Corp., Toledo, Ohio. 

+ * * 
Like Series 


I greatly enjoy the “Letter to 
Salesmen” series appearing 
currently in Automotive News. If 
you should ever publish this series 
in book form, I certainly want to 
buy a copy.—L. G. FLYNN, Wan- 
watosa, Wis. 

* 


* * 

I have enjoyed John Munn’s 
“Letters to Salesmen” very much 
and am wondering if you intend 
having them published in book 
form, If so—I would very much like 
to have a copy.—R. B. F.eicH 3Jr., 
president, Bob Fleigh (Studebaker), 
Baltimore. 





Auto Fanciers Bring Past Alive— 


Forty-nine American and foreign cars made between 1925 and 1952 last week | 
had a rendezvous in Detroit under the sponsorship of the Classic Car Club of Amer- 


ica. A gold cup for ees styling and design was —a to —s 


* 


* 


Classic Car Club Awards 
Packard Styling Trophy 


DETROIT.—The Classic Car Club 
of America last week awarded a 
gold cup for classic styling and de- 
sign to Packard. Some 120 club 
members, who are professional and 
business men and women in private 
life, drove 49 old cars to Detroit 
for the event. 

Following a parade through 
downtown Detroit, the award was 
made in informal ceremonies at- 
tended by civic officials at the com- 
pany’s proving grounds near Utica, 
Mich. Club members were invited to 
try their cars out on the test track 
and toured the research facilities 
there. 

The club is dedicated to the pres- 
ervation of foreign and domestic 
cars of the years 1925 to 1942. Mem- 
bers restore these cars to their 
original condition at costs up to 
$10,000. 

The trip to Detroit was the 
group’s first such tour. The caravan 
started from Harrisburg, Pa., with 
southern and western region mem- 
bers joining up in Toledo. 

Models represented included a 


OM CN Unt leer 
in a hurry 


ATT 


Need 


TEN 


WHEEL ALIGNERS 
WASHERS ° 


CAR 


The SKID-DEFIER 


VISUCLEANER 


ASK YOUR 


OR 


JOHN BEAN 
WRITE FOR INFORMATION TODAY 


JOBBER 


JOHN BEAN DIVISION 


Zee TGs ld a 
LANSING 
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HEADLIGHT TESTERS * 





TIRE DESKIDDERS 
ACCESSORIES AND ALLIED TOOLS 


AND CHEMICAL CORPORATION 
4, MICHIGAN 


ETT eas ia) 


1928 Bentley four-seat touring car, 
1933 Packard World’s Fair Special, 
1930 Franklin sedan, 1932 Auburn 
12 phaeton, 1930 Stutz Durham V-16 
convertible coupe, 1929 Rolls-Royce 
town car and 1938 Mercedes-Benz 
cabriolet. 


Of the 49 cars, 25 were Packards. 


Plymouth Wins 
1952 Citation 
For Plant Safety 


DETROIT.—_Recognizing the 
safety performance of the Plym- 
outh plant in Detroit as outstand- 
ing, the National Safety Council 
has awarded Plymouth its safety 
citation for 1952. 

The award was based on Plym- 





Pleased by Tribute— 


C. J. Demrick (right), 
facturing manager of Plymouth, congratu- 
lates O. W. Blenkle, safety supervisor, on 
the 1952 safety citation by the National 


general manvu- 


Safety Council. Accidents and lost-time 
rates in Plymouth's Detroit plant last 
year were well below the _ industry | 
average. 

eS a -~ 


outh’s frequency rate of 2.2 lost- 
time accidents per million man- 
hours and a severity rate of .05 of 
one day lost due to accidents per 
1,000 man-hours. 

This compares with a national 
auto industry rate of 3.62 for lost 
time and .35 for severity, the 
council said. 

Under the direction of O. W. 
Blenkle, safety supervisor, steps are 


taken to achieve maximum safety | 


in all plant operations. 


Jitney drivers of the plant have | 


to pass stiff examinations and are 
watched closely in their per- 
formance. 

A supervisory training program, 
in the opinion of Blenkle, has 
helped greatly to reduce accidents 
and make Plymouth employes 
safety-minded. 


Truck Leasers 
Meet Sept. 20 


CHICAGO. — Representatives of 
truck leasing firms from all 
sections of the U. S. will attend the 
eighth annual meeting of the 
National Truck Leasing System, 
Inc., Sept. 20-23 at the Palmer 
House here, it is announced by 
President Howard L. Willett jr. 

Preparations are being speeded 
for the meeting, Willett said, and 
a closely packed program is being 
developed. 


Oakland Buys 60 Cars 


OAKLAND, Calif.—The Oakland 
City Council has awarded two con- 
tracts for the purchase of 60 Chev- 
rolet cars at a total cost of $98,602. 
F. E. Dailey Motor Co, received 
an $J2,518 order, and the balance 
went to Val Strough Co, 
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SUN 
makes | 
easier 


...to INCREASE 
SHOP PROFITS 


and assure customer 
satisfaction through 


better repair work 


That's why 70% of the units of this 
type in use among car dealers are Sun built 
The Sun Line is complete—offering scientifi 
testing equipment of every size and type 
This enables any car dealer, regardless 
size, to have the units that best fit his sho, 
needs. Newly engineered 6-12 volt equipmen 
is now available—or your present equipmen; 
through the Sun Modernization Plan, can bs 
quickly converted to serve vehicles of bot 
voltages. Talk to your nearest Sun Repr 
sentative or write direct to Sun. 


MASTER 
MOTOR TESTER 


UNIVERSAL 


VOLTS-AMPERE 
TESTER 


COMBUSTION 
TESTER H 
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6327 Avondale Ave., Chicago 31, Illi 
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Most Makers Lose Sales Share 


(Continued from Page 1) 


followed with .76; Buick with .68, 


the first half with a 4.88 percent|#nd Oldsmobile with .52. 


gain, according to an AUTOMOTIVE 
News study. 
* + + 

ND further, GM’s divisions, with 
4% the exception of Cadillac, led 
all individual gainers. Chevrolet led 
the list with an increase of 2.42 
percentage points over the compa- 
rable period of last year. Pontiac 


TW 


with 


AUGLYDE™ 


You can get a better price for any used 
car* if the tires, rubber floor mats, and 
weather stripping have that NEW look. 
And RuGLYDE will do this for you. It 
cleans black, white, and all colors of 
rubber. Restores the original appearance 
quickly, easily and with little cost. 
dollar value to your used cars with 
RuGLYDE—ready to use—fool-proof— 
100% safe on rubber and car finish Order 


from your jobber. 


AMERICAN GREASE STICK CO., Muskegon, Mich. 


Show Room look. 


DRESS UP TIRES 
AND RUBBER FLOOR MATS 


The next largest gainer was 
Lincoln, with a .17 percentage 
point increase in its share of the 
market, and Willys gained an ad- 
ditional .12 percentage point slice. 
Total market rearrangement dur- 
ing the first half of ’53 represented 
4.70 percentage points of the total 
market. 


Make 


Sola, 


MORE on every 


Used Car! 
SS 







Add 


Also 
available in economical 


One-gallon can... 


five-gallon drum 


* Also excellent for giving all rubber on new cars a better, cleaner 
Especially recommended for removing colored 


coating from new white sidewalls. 


Ap ( 


SHOCK 


Pp ABSORBERS 
ass > — 





In actual sales, the Big Three 
took 88.83 percent of the total mar- 
ket, according to the study, leaving 
only 11.17 percent for the independ- 
ent makers and foreign cars. Gen- 
eral Motors held 46.35 percent of 
the total market; Ford Motor Co., 
21.41 percent, and Chrysler Corp., 
21.07 percent. 

* * * 

ECAUSE of the increase in Lin- 

coln’s market penetration, Ford 
Motor Co. showed a .06 percentage 
gain in its share of ’53 sales. The 
Ford division itself lost .07 percent- 
age points and Mercury lost .04 per- 
centage points. 

Ford production was hampered 
during the second quarter by a 
strike at the company’s Canton 
(O.) forge plant and by the War- 
ner gear tieup. The latter hit most 
of the independents a serious blow 
as well. 


In sales, Chrysler Corp. was the 
only loser among the Big Three, 
dropping 1.15 percentage points in 
the six-month comparison. All divi- 
sions were down for the ’53 period, 
led by Dodge (.55), Plymouth (.50); 
DeSoto (.06) and Chrysler (.04). 


* * * 


oe MOTORS lost .98 per- 
centage points of its 1.78 per- 
cent of ’52 sales to show a ’53 score 
of only .80 percent of industry sales. 
All divisions were off—Kaiser down 
.38 percentage points, Henry J down 
.58, and Allstate off .02. 

Among the independents, Stu- 
debaker reflected the most seri- 
ous drop—1.27 percentage points. 
Even so, this figure represents a 
smaller loss than shown at the 
end of the first quarter, when its 
share of the market was off by 
2.44. A late introduction of ’53 
models and difficulties during the 
Warner strike were largely re- 
sponsible, 

Losses among the other independ- 


Trailer Producers 
Label Excise Tax 


Discriminatory 


WASHINGTON. — An official of 
the Truck- Trailer Manufacturers 
Assn. has called on Congress to 
repeal the 8 percent manufacturers’ 


jexcise tax on truck-trailers as part 


of a program for equalizing the tax 
burden on competing types of 
transportation equipment. 

In a night session of the now- 
adjourned House Ways and Means 
Committee, which was reviewing 
tax policies of the Federal Govern- 
ment, John B. Hulse, managing di- 
rector of the trailer association, 
emphasized that no form of com- 
mercial transportation equipment 
competing with truck-trailers was 
subject to the excise tax. 

He cited as examples railroad 
freight cars, canal barges, pipe for 
pipelines, and cargo airplanes. 

The manufacturers’ excise tax, he 
said, “imposes a severe burden 
upon members of our industry, for 
it adds significantly to the cost of 
transportation by increasing the 
size of the investment the motor 
carrier must make to provide him- 
self with equipment. 

“In many instances,” he con- 
tinued, “the addition of 8 percent 
to the cost of motor trucks and 
truck-trailers means that the oper- 
ator is unable to replace worn and 
obsolete equipment and must con- 
tinue it in service beyond its safe 
and economical life.” 

Hulse said that Congress over 
the years has considered’ the 
Federal automotive excise taxes to 
be “temporary” in nature, but that 
new emergencies keep cropping up 


to prolong the life and raise the 





rate. 
Auto Stocks 
Aug. Aug. 1953 

12 5 High Low 
Chrysler 70% 738% 96% 69% 
GM 60 60 6934 57% 
Hudson 1% 2W 17 11% 
K-F 3% 4 5% 3 
Nash 19% 20 25%, 419% 
Packard 4% 4% 6% 4% 
Stude. 30% 31% 481% 28% 
Average 28.66 29.38 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 





ents were as follows: Hudson, .55 
percentage points; Nash, .38; Pack- 
ard, .10, and miscellaneous, .05. 

* * * 


. sales figures for the two 
periods, however, show a marked 
increase in ’53 sales as over the 
same period in ’52. 


In the first half of this year the 
industry sold 2,880,025 cars, com- 
pared with 2,139,875 for the same 
period a year ago. 

Actual sales by makes were: 
Chevrolet, 670,082; Ford, 475,500; 
Plymouth, 302,369; Buick, 236,744; 
Pontiac, 203,381; Oldsmobile, 168,- 
331; Dodge, 160,383; Mercury, 119,- 
468; Nash, 86,540; Studebaker, 84,- 
051; Chrysler, 81,555; DeSoto, 62,- 
595; Cadillac, 56,461; Packard, 44,- 
539; Hudson, 38,556; Willys, 27,355; 
Lincoln, 21,563; Kaiser, 15,438; Hen- 
ty J, 7,069; MG, 3,998; Austin, 1,942, 
and Allstate, 421. 

(Comparable figures for 1952 are 


THE 


69 


shown on Page Two of this issue 
under “Top Cars. @ 


OR the first half of 1953, the in- 
dustry sales pie was cut up in 
the following manner: 

Chrysler Corp., 21.07 percent 
(Chrysler division, 2.83 percent; De- 
Soto, 2.17 percent; Dodge, 5.57 per- 
cent, and Plymouth, 10.50 percent) ; 
Ford Motor Co., 21.41 percent (Ford 
division, 16.51 percent; Lincoln, .75 
percent, and Mercury, 4.15 percent). 

General Motors, 46.35 percent 
(Buick, 8.22 percent; Cadillac, 1.96 
percent; Chevrolet, 23.27 percent; 
Oldsmobile, 5.84 percent, and Pon- 
tiac, 7.06 percent); Kaiser Motors, 
-80 percent (Henry J, .25 percent; 
Allstate, .01 percent, and Kaiser, 
54 percent). 

MG, .14 percent; Austin, .07 per- 
cent; Hudson, 1.34 percent; Nash, 
3.00 percent; Packard, 1.55 percent; 
Studebaker, 2.92 percent; Willys, .95 
percent, and miscellaneous, .40. 


BASIC PRINCIPLES OF 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
1S YOURS FOR JUST A FEW DOLLARS. 


W. K. BRAASCH 


BETTER BUY THESE SIX MANUALS TODAY! 


THE FOLLOWING SIX MANUALS CONTAIN ALL OF THE FIELD-TESTED SALES 
PRINCIPLES WHICH WE HAVE USED SUCCESSFULLY IN TRAINING OVER 50,000 


AUTOMOBILE SALESMEN. 


FOLLOW OUR INSTRUCTIONS AND WATCH YOUR 


SALES GROW. WE'LL GUARANTEE GOOD RESULTS. 


1—The Eight 
2—The Automotive Selli 
. 3—Eighty Ways to Find 
4—Personali: 
. 5—The Techni 


. 6——Developing and Testing ‘Your Sales. Talk. 


Automotive Success Fundamentals. 
Process. 


PRICE 


$1.50 EACH 


Postpaid 


Be sure to specify which Manuals are wanted, or buy all SIX for 


W. K. BRAASCH, 332 s. MICHIGAN AVENUE 


CHICAGO 4, ILL. 





RUBBER BRITE CONCENTRATE 


Here’s the instant way to restore new tire appear- 
ance. Delta Rubber Brite Concentrate is clear, 
colorless — dries quickly. Just dilute with two 
parts water and spray on tires and floor mats. 
You'll like being able to SPRAY a clean tire 
black in SECONDS at low cost. 


GUARANTEED SATISFACTION 


Unconditionally guaranteed 


to give you complete satis- 


faction. Sprayer FREE with 30 gal. order! 


! Delta CHEMICAL COMPANY 682 South Cox St. Memphis, Tennessee 


(7) Please send me 30 gal. size Rubber Brite Concentrate at $2.35 per 
gal. Include your Delta Sprayer FREE of extra cost. 


[-] Please send 15 gal. Rubber Brite Concentrate at $2.45 per gal. | am 
to receive the Delta Sprayer for only $5.00, half the regular price. 


(ORDERS SHIPPED F.O.B., MEMPHIS) 
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Great Lakes to Up |\f _ 
Capacity of Zug 


Island Furnaces 


ECORSE, Mich.—Great Lakes ahldil 


Californie. Lew Rates: 


Steel Corp., major producer of 

automotive steels and Detroit unit readers. Count ialtials 

of the National Steel Corp., an- address at regular rates, but if signed 
nounced last week that it will 


One Dollar ($1) 
same day received. Display Ads: 
WANT AD DEPT 


ds 


rebuild and double capacity of its 
blast furnace “A”, one of four at 
its Zug Island plant. 


George R. Fink, president of 
Great Lakes and National Steel 
Corporations, said contract for pro- 
ject has been awarded Koppers 
Co., Inc. Chicago. 


Work will start next Spring. The UCT Lh MG ALLL 
rebuilt furnace will have capacity | Ben * an 
of approximately 500,000 tons per 
year. This will increase the total 
pig iron capacity of Great Lakes’ 
blast furnace division to about 2 
million tons, Fink said. 


This addition will help provide maintain the ¢ 
larger quantity of raw materials , 
required for current expansion of 
steel making capacity at Great 
Lakes and other National Steel 
units, he said. By the end of 
this year they will be capable of 
supplying the auto industry with 
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HELP WANTED 


knowledge of hydramatic, for Cadillac 


= “ agency in small seashore town, near 

- porous A om Fp een Ocean and Barnegat Bay (fishing and 
quirements. ational’s steel-ma ng boatman’s paradise). Excellent working 
capacity will reach the 6 million-| conditions. Ideal place for your entire 
ton mark at that time, an increase family. Finest = og ge —— 
4 salary, plus incentive pay for suitable 

of more than 50 percent since 1945.| jnan. ‘If applicant has experience hand- 


ling mechanics, added inducements will be 
offered. Write details to: Ocean County 
Motors, Toms River, N. J., or call Toms 
River 8-1200. 


National Steel operates 12 blast 
furnaces at the plants of Great 
Lakes, Weirton Steel Co., Weirton, 
W. Va., and Hanna Furnace Corp., 
Buffalo. They will have a total pig 
iron capacity of approximately 4,- 
800,000 tons, Fink said. 


Packard Dealers 
Lending Cars to 


Prominent Folks 


position with well established firm. Must 
be thoroughly familiar with automotive 
trade, jobbers, chain stores, car dealers. 
Capable of training men and willing to 
travel. Write giving full qualifications, 
experience, references, salary desired. 
Replies confidential. Box 2888, c/o Auto- 
motive News, Detroit 26. 


SALES SUPERVISOR, to train new sales 
force of inexperienced men who will be 
under your supervision. To qualify for 
this position you must have had at least 
5 years experience in sales training or as 
a saleemanager. New car selling ex- 
periénce necessary. Mail complete infor- 
mation of experience and photograph. 
Stovall Motor Company, 290 South 
Broadway, Denver Ford Dealer. 


WANTED EXPERIENCED AGGRESSIVE 
new car salesman. If you would like to 
live in colorful Colorado, have a guar- 
anteed income applied against a very 
liberal commission and work with an ex- 
panding aggressive dealership selling 
popular new Dodge and Plymouth, write 
Goffe Motor, Pueblo, Colorado and en- 
close recent photograph of self. 










DETROIT.—Packard and its 


dealers have launched a 30-day 
prestige campaign. 

Main activity of the program will 
be an invitation to local business 
and professional leaders to spend 
a “guest weekend” with a Packard. 

Dealers have suggested names of 
prominent local families who will 
receive invitations direct from of- 


ficials at the factory. The families | WANTED. so alge ol MANAGER $y 4 
lected will be offered a Packard Chevrolet-Buick dealership in nor 
selec central Indiana. Thirty-one years in 
for their personal use over a week-| business. Opportunity for advancement 

with liberal salary and annual bonus. 


end. Courtesy rides for community 
leaders also will be a part of the 
campaign. 

In announcing the program to 
dealers, Fred J. Walters, marketing 
vice-president said prestige awards 
will be made to salesmen during 
the period for sales above the new 
national average of the company. 

The demonstration activity is the 
major third-quarter phase of Pack- 
ard’s announced plan to increase 
car sales. With sales and earnings 
for the first half of the year double 
those for the same period last year, 
the company has scheduled pro- : 
duction at a continued high level oi 
during the third quarter, Walters| Ieee 
said. 

Dealers are being provided with 
window trim, outdoor building and 
window posters, newspaper mats, 
radio and television announce- 
ments, and publicity stories. The 
program will extend through Au- 
gust. 


1,400 GMC Units 
Go Out to Navy 


PONTIAC. — GMC Truck & 
Coach has completed delivery of 
nearly 1,400 GMC trucks under a 
$3,740,000 contract to the Navy, it 
was announced last week by P. J. 
Monaghan, general manager. 

The GMCs were regular com- 
mercial Model 450s with a 302- 
cubic-inch gasoline engine of 145 
horsepower, two-speed rear axle 
and five-speed constant mesh trans- 
mission. The model is rated at 19,- 
500 pounds GVW. 

The trucks included stakes, 
dumps, vans and tractors. 


Labor sales potential $10,000 monthly. 
Box 2894, c/o Automotive News, Detroit 
26. 


SERVICE MANAGER capable of taking 
complete charge of shop of Buick agency 
handling 700 new cars annually—located 
in Pennsylvania. Man with General Mo- 
tors experience preferred. The right man 
can command a good salary. Write to 
Box 2862, c/o Automotive News, Detroit 
26. 

WANTED SERVICE MANAGER, Ford 
dealership. 10 man shop. Must be able 
to take complete charge of service shop 
operation. Salary and incentive. Johnson 
Motor Co., Ford, Iowa Falls, Iowa. 





POSITION WANTED 





OFFICE, BUSINESS, GENERAL MAN- 
AGER—Several years experience in Ford 
dealership. Thorough knowledge of re- 
commended accounting procedure,  fi- 
nancial statements, daily operating con- 
trol. Also considerable finance experience. 
Graduate of Ford Merchandising School. 
Family man, 32 years of age, no drink- 
ing. Available at once and no territory 
preference. Can furnish good references. 
Reply Box 2895, c/o Automotive News, 
Detroit 26. 

MANAGER—SALES— GENERAL. Highly 
qualified former dealer, college graduate, 
age 39, married, with successful back- 
ground in all phases of dealer operation 
desires position with established and pro- 
gressive dealer, preferably on the Eastern 
seaboard. Hard worker, reliable, neat ap- 
pearance, excellent references. Box 2899, 
c/o Automotive News, Detroit 26. 

EXPERIENCED FORD PARTS MAN- 
AGER,. 8 years with same dealer. Pres- 
ently employed. Married. Can give good 
local references, Box 2893, c/o Automo- 
tive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 


Paycheck Grows 


OTTAWA.—A Government survey 
shows that the average weekly 
wage of 25,022 employes of the mo- 
tor vehicle parts and accessories 
industry was $67.39 as of May 1. 
Average weekly pay a year ago 
was $65.20. 


number ads, we suagest you send your 


replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be «‘e- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 


Wanted Ads accepted et half-rates te encourage this 
Prt ia | a ie i ee ha Te ee) es et eT 


insertion for 


aD 
EXPERT CADILLAC MECHANIC, with 


cee etait a ED 
ASSISTANT SALESMANAGER, Steady 





CLASSIFIED WANT AD DEPARTMENT 


Reaching en estimated 156,000 readers engaged ia all branches of the astomotive industry from Maine to 


CENTS (20c) PER WORD for each 


Box No 
address and extra 


$11.20 per inch, per insertion 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 





POSITION WANTED 


MANAGER 100-175 units. Desires to 
locate permanently with dealer who 
wants to retire partially, Experienced in 
all phases of operations. Chevrolet-Buick 
trained. Completed post graduate school 
of merchandising and management. Age 
37, married, references. Write Box 2889, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER with ability to build 
and maintain a quality and profitable 
organization. Have obtained a thorough 
knowledge in every phase of a retail 
operation over a period of 25 years with 
General Motors and Ford dealers. Age 
41, Married, Presently employed as 
general manager of 1000 car franchise. 
Seeking similar position with volume 
dealer who desires relief from responsi- 
bility and who offers opportunity to buy 
into business from bonuses. Box 2908, 
c/o Automotive News, Detroit 26. 


FORD DEALERS—General or sales man- 


ager. Managed Ford deal handling 2,500 
new and used units annually. Have been 
new car manager, used car manager. 
and service manager. Have educational 
background and practical experience to 
expand existing operation or establish 
new location. Thoroughly familiar with 
Ford procedures. Married. Desire lo- 
cation in middle Atlantic or southern 
state. Available after two weeks notice. 
a 2866, c/o Automotive News, Detroit 
6. 


EXPORT 


AMERICAN KNOW-HOW in Europe. 
Veteran in auto sales, service and parts; 
writer for outstanding American and 
European auto publications; energetic, 
top-notch producer and organizer; Ameri- 
can citizen, is interested in new connec- 


tion with export organization or factory 
branch—will travel all Europe. Sober, re- 
liable, age 48 with 30 years of them in 
the automotive field in Europe and U.S.A. 


At present in western a where he 
would like to headquarter. If you want 
to get things done please write Box 2898, 
c/o Automotive News, Detroit 26. 


TWENTY-FOUR years in Buick dealer 
organization. G.M. Tech graduate 1929. 
Service manager 15 years with same 
dealer in city of 3 million. East coast, 
west coast, or Texas location desired. 
Nothing under 250,000 population or 
under ten thousand salary, plus com- 
mission considered. Can give references 
from National Service Executives. Box 
2896, c/o Automotive News, Detroit 26. 


SALES MANAGER, twelve years with 
large Buick dealer, past seven years a 
Nash dealer, all phases, take complete 
charge of new and used car business. 
Know how to manage sales force with- 
out bossing men and get results. Age 42, 
married, honest, sober, reliable, good 
appearance, character and ability will 
bear strict investigation. Best of refer- 
ences. Resident of Yonkers, N. Y. Lo- 
cation desired, Westchester County, New 
York, N. Y. or Long Island, N. Y. Write 
= 2897, c/o Automotive News, Detroit 
6. 


TRUCK SALES MANAGER, 44 years of 
age—18 years’ experience in truck 
business, wants position as sales man- 
ager or a good commission setup on 
retail selling where the potential earnings 
will run above $15,000 yearly. Write M. 
G. Dermody, 1820 Nassau Blvd., Char- 
lotte, N. C. 


DEALERSHIPS AVAILABLE 


WELL ESTABLISHED, PROFITABLE 200 
car dealership, now handling Chrysler- 
Plymouth. Gross $1,000,000 1952, Excel- 
lent service business and used car 
territory within 50 miles New York City. 
No used cars, with or without real 
estate. Box 2892, c/o Automotive News, 
Detroit 26. 


WILL SELL automobile business, one of 
Big 3, with cars and trucks. Excellent 
Southwest market and city well over 
100,000 population. Handling 500 to 1,000 
new units annually. Net worth over 
$500,000. Factory approval necessary. 
Give detailed information. Box 2900, c/o 
Automotive News, Detroit 26. 


GARAGE. DUAL BIG 3 agency in fine 
Ohio city of 15,000. Can be purehased at 
a real bargain. $18,000 cash will handle. 
Davis T. Bohon, Broker, 505 Central 
Bank Bidg., Lexington, Ky. 


SOUTHEAST COAST DEALERSHIP. 
Dodge-Plymouth, modern brick building. 
Excellent service facilities. Tourist and 
industrial trade area 35,000. Good lease. 
$20,000 cash will handle. Box 2891, c/o 
Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING STUDE- 
BAKER. Good year-around Florida town. 
$25,000 at inventory. Clifford Jordan, 
Box 746, Palatka, Florida. 


OPPORTUNITY FOR AGGRESSIVE auto- 
mobile man in a well established dealer- 
ship. handling Chrysler. The present deal- 
er is retiring after having owned the 
Chrysler - Plymouth deal for nearly 30 
years. It is located in a progressive mid- 
western city of 60,000 and has a 300 car 
potential. A worker may purchase for 
under $40,000. The inventory will check 
out considerably higher. Financing and 
factory details arranged for you by us. 
Call or write Rosemore and Jacobson, 
Sioux Falls, 8. Dak. for interview. 


DEALERSHIP, handling Nash—San Fran- 
cisco Bay area, California. Did $775,000, 
1952. Higher this year. Box 2871, c/o 





Automotive News, Detroit 26. 
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DEALERSHIP WANTED 


WANTED CHRYSLER, G.M. or FORD 
dealership in California, Arizona, Oregon 
or Idaho. Factory approval assured. | 
am dealer at present. Will pay cash. 
Absolutely confidential. Give details. Box 
2907, c/o Automotive News, Detroit 26. 





Cash im advence. Position 


the benefit of or 


Ford or General Motors 
Dealership 


| am at present an automobile dealer with 
a 250 car allotment and | am desirous of 
selling this one and buying a deal with at 
least a 400 car allotment. | am only interested 
in a going concern and will consider only 
Ford or General Motors. | will have available 
approximately $200,000 to invest in your 
proposition. An immediate, personal reply 
will be sent you upon receipt of any and all 
replies. Being a dealer now, | have been 
assured of the factory okay and will of course 
keep all replies strictly confidential. 

Box 2815, c/o Automotive News, Detroit 26 


employing 


rT Fe} 


DEALERSHIPS AVAILABLE 


AUTO DEALERSHIP in heart of Nation’s 
capitol. From Jan. 1, 1952 through July 
31, 1953 earned owner $160,000 net. Will 
sell for inventory plus $10,000, Tools, 
equipment, used cars depreciated. Modern 
building nearly new with 13 years to go 
on lease. Completely staffed with sales- 
men, mechanics, body men, bookkeepers. 
Ready to operate without interruption. 
About $90,000 will buy it. Probably the 
best dealership in the U. S. for sale. 
Owner wants to retire to Florida. Box 
2909, c/o Automotive News, Detroit 26. 





DEALERSHIP WANTED. Chevrolet—North 
Jersey. Write full particulars Box 255, 
c/o Paterson Evening News, Paterson, 
N. J. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 





FOR SALE. Dealership, handling Pontiac— 
120 car contract. Established eleven 
years. Grossing above national average. 
Complete, modern facilities. Prosperous 
growing southern city. Confidential 
factory approval necessary. Box 2839, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, handling Lincoln-Mercury, 
consisting of two franchises and ad- 
jacent territories in California. 350 and 
150 cars respectively—total of 500 cars 
per year. Will sell for physical inventory 
of parts, machinery, equipment and im- 
provements. All properties under good 
leases. Sales last year were over §2,- 
000,000. Total price, both deals—$98,500. 
Write to P. O. Box 3285, San Fran- 
cisco, Calif. 


TEXAS DEALERSHIP! Fully equipped, lo- 
cated industrial and farming area. Good 
income trade territory. Complete facilities 
including used car lot conveniently lo- 
cated. 150 car deal. Handling Chrysler- 
Plymouth. No real estate. Parts and 
an cee. ten oe opportunity to|{ am at present an automobile dealer with 

y. » ¢/o Automotive | 4 250 car allotment and | am desirous of 
News. Detroit 26. selling this one and buying a deal with at 

NECESSITY FORCES SALE of direct deal- least a 400 car allotment. | am only interested 
ership, handling Dodge-Plymouth, in nor- |i" a going concern and will consider only 
thern California. Approximately 50 ve-| Ford or General Motors. | will have available 
hicles per year potential. Sell or rent | @Pproximately $200,000 to invest in 
building well equipped. No blue sky. Fac- immediate, personal 
tory approval necessary. Write Mrs. Alice 
Hewer. Colfax, Calif. 


AGENCY HANDLING FORD. Ford dealer, 
retailing 120 new units, desires to sell 
in order to purchase a 400 car deal now 
pending. Old established location with 
new corner building on % block, all 
paved in the heart of town, completely 
modern. Sell for inventory and long lease 





FLORIDA, GEORGIA, Carolinas, Virginia; 
150-250 car GM single or dual franchise. 
Factory approval assured. Many years 
service in GM field. Box 2901, c/o Auto- 
motive News, Detroit 26. 


WANTED—FORD OR GM dealership on 
Main Line or other immediate Philadel- 
phia area. References and proof of fi- 
nancial responsibility furnished if prop- 
osition interesting. Replies kept in con- 
fidence. Box 2902, c/o Automotive News, 
Detroit 26. 








Ford or General Motors 
Dealership 


replies. Being a dealer now, | 
assured of the factory okay and will of course 
keep all replies strictly confidential. 


Box 2815, c/o Automotive News, Detroit 26 


BUSINESS OPPORTUNITIES 


on building if needed. Box 2881, ¢/o| VERY ATTRACTIVE USED CAR LOT 
Automotive News, Detroit 26. located on principal Automobile Row, 


Miami, Florida. In operation now, corner 





location, approximately 25,000 square 
WHEN BUYING or SELLING feet completely paved. Air-conditioned 
sales offices. Very low rent, long term 


AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 


lease. Do not need all cash to swing 
this deal. Terms to right party. Box 
2890, c/o Automotive News, Detroit 26. 





TRUCK EQUIPMENT BUSINESS available 
on State Route large city northern Ohio. 
Owner retiring after twenty years. Fully 
equipped shop. Will lease building and 
parking lot. No book accounts. Will sell 
for physical inventory plus $10,000. Box 
2903, c/o Automotive News, Detroit 26. 





DETROIT SUBURB WOODWARD AVE. 
sales and service location, used car lot 
with office and signs adjacent, customer 


USED CAR LOT—Corner location 250’x350’ 
in heart of Crenshaw automotive center. 


and new car parking 60 cars in rear. Newly and fully equipped. Lights, modern 
Favorable leases, equipment and lease-| Offices and black top. Excellent lease to 
hold items for sale. Several new car| fight party. Big Town Motors. 400 S. 
dealerships available up to 500 cars. Vermont Ave., Los Angeles, Calif. DU 
$37,500 cash or terms. Write, call, 2-8255. 


Fletcher Parks, 22600 Woodward, Fern- 


dale, Mich. Lincoln 3-5000. DEALER SERVICES 





ee 

FRANCHISE NOW AVAILABLE, handling 
Packard, for metropolitan Oakland, Cali- 
fornia. Well established service and sales. 
Owner retiring. Apply Reynold Johnson, 
2321 Broadway, Oakland, Calif. 


CALIFORNIA DEALERSHIP AVAIL- 
ABLE. Coast city. Population of 75,000. 
Handling Nash. Sell or lease building. 
Used car lot adjoining. Will keep used 
cars and accounts. Box 2880, c/o Auto- 
motive News, Detroit 26. 


MICHIGAN DEALERSHIP, population 70, - 
000, one of ‘‘Big Four,’’ 300 cars, two = 
— = a engage Four year lease, 
excellent facilities. Investment returned 
in one year. Please do not answer un- vENTOSY SEENCE 
less you mean business. Factory ap- Large as Small Dealerships 
— a 2803, c/o Automotive News, | tnventories taken, price extended and sum- 
<a ecaabeiipaeseip innate icecream marized within 24 hours. Expert partsmen 
DEALERSHIP HANDLING two GM lines. | 40 all the work. Accurate, unbiased and 
Located in prosperous Ohio community confidential, Inventories accepted by all 
on U. 8S. highway. Trading area of 10,- | 2ccountants and by the government. 
000. Attractive lot, modern building and ALLIED INVENTORY CO., INC. 
equipment. No used cars or receivables | 1831 £. 79th St. Chicago, II. 
involved. Box 2910, c/o Automotive ESsex 5-8300 
News, Detroit 26. 


INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 














HELP WANTED 


GENERAL MANAGER 


Mid-West Metropolitan G.M. dealership requires General Man- 
ager capable of complete charge operation over 1,000 cars. 


Good incentive for results. Will earn over $25,000. Furnish 
complete details in reply. All answers confidential. 


JOHN W. STOKES & CO. 


Certified Public Accountants 
1775 BROADWAY, NEW YORK 19, N. Y. 
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DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories, Top type personnel, organized 
procedures. up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 1951 and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA. 
1. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 








USED CARS 
WHOLESALE 


100 CAR SELECTION 
AT ALL TIMES 
Clean and Ready for Sale 
MAKE YOUR OWN DEAL 


H. D. MAGGIO, INC. 


Dodge-Plymouth Dealer 


1637 N. Cicero Avenue, Chicago, 
Phone BErkshire 7-3122 


Ilinois 











KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
"a ee a INDIANA 
Grandi, Auctioneer 
CORNER CAPITAL’ AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 














AUTO AUCTION 
TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenecta y Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





= 


NEW PLYMOUTHS, 
DODGE, DeSOTO, CHRYSLER DEALERS ONLY 
One or more if you need them. 
Invoice plus $50 handling F.O.B. our place. 


Write Box 2859, 
¢/e@ Automotive News, Detroit 26. 


SS 
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CARS FOR SALE 


USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Two Lots and 200 Cars 


14601 E. Warren 
13130 Gratiot 
Detroit—Tuxedo 1-5840 





DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 


ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 


SHERWOOD 7.1700 | Sale—Tow Bar Service—Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 


Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles" 





CARS WANTED 





FAIR MARKET PRICES 
for 


YOUR LATE MODEL CARS 


Premiums for Caddies and Hardtops 


R. S. HENRY 


Phone 6230 New Brighton, Pa. 





PARTS FOR SALE 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


Quantity Shippers—All GM Parts 
Shipped Same Day 


WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 
Formerly 
ROBERTSON. BUICK 
“EDGE OF THE LOOP” 

1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WAbash 2-1030 





Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 








GENUINE 
STUDEBAKER 
PARTS 


* Large Complete Stock 
* Ship Anywhere—Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 
















PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 
ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 















TRUCKS FOR SALE 





1951 CHEVROLETS—ONE TON 
PANEL TRUCKS 


Excellent Condition 


All: trucks have complete 
front grill guards. 


Good Tires — Solid Bodies 
Will Sacrifice 


FERRIS AUTO SALES 
5100 Genesee Street 
Phone Regent 8000 





BUSES FOR SALE 


SCHOOL BUSES — IMMEDIATE DE- 
LIVERY. Pa., N. J., Del. specifications. 
Three Int. R- 183, ‘60 passenger. Two 
Dodge RS-229, 60 passenger. Two Ford 
B700, 60 passenger. Two GMC 450-30, 60 
passenger. Two Int. R-1853, 66 passen- 
ger. Two Ford B750, 60 passenger. New 
and used units of \ll sizes on hand. 
National Bus Sales Co., Inc., 101 N. 
33rd St., Philadelphia 4, Pa. Phone BA 
2-7605. 


BUSES WANTED 


WANTED NEW 54 or 60 passenger school 
bus, fully equipped, send full information 
first letter. Might consider a clean 1951 
or 1952. Box 2905, c/o Automotive News, 
Detroit 26. 


SHOP EQUIPMENT FOR SALE 
ONE CYCLE WELD brake, bonding, ma- 


chine. Condition ‘‘New’’ at $100. Parts 
Specialties, 5984 Lincoln Ave., Detroit 8, 
Mich. 


SHOP EQUIPMENT WANTED 


BEAR ALIGNING and balancing equip- 
ment. Fair price if in good condition. 
Woodmore Motor Co., North Tarrytown, 
ay Ws 


MISCELLANEOUS 


FOR SALE OR TRADE: Almost new 
Lempco head planer, 60 ton hydraulic 
press, drum lathe, wet pin hone; Van 
Norman boring bar with S. O.; Chicago 
riveter; Winona crank grinder; other 
equipment. Box 2906, c/o Automotive 
News, Detroit 26. 


ATTN. DEALERS 
& DISTRIBUTORS! 
National Concern 
Will Pay All Cash 
for Your 


AUTOMOBILE 
Leasing Contracts 


All replies held in 
strict confidence 
Box 2790 


c/o Automotive News, 
Detroit 26. 


DUAL CONTROLS 
DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS e ene, St. 
119 Snow St. GAs 





































Buffalo, N. Y. 



















MISCELLANEOUS 


Motor Co., 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
inc., 


800 Commerce 


Lynehburg. Virginia. 


Cars—$25. 
Keyser, W. Va 
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.—— ee a ee 





FACTORY 


Our New Model 


DRIVER TRAINING DUAL controls. Most 
AADTA Engineering, R 2, 


BARS 


Cannot Be Matched 
At Any Price 
Write Today For 
Illustrated Catalog 
SALES DIVISION 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 
“Leaders In The Industry" 
Since 1939 
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MISOELLANEOUS 


Don’t Delay— 
PHONE COLLECT 


TODAY 
Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY .. . $5145 sure 


Meets 1.C.C. Strength ential 
* o * 
COMPLETE with 

Guide Cables and 


$6145 
BRAKE HOOK-UP ......... 
Meets ALL 1.C.C. Requirements! 


TOW BAR SALES CO. 


Exclusive Factory Distributors 

AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


FOR SALE 


1 AND 2 YEAR OLD CHEVROLETS 


ALL COLORS - - - - ALL MODELS 
DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 
ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 


You Appraise the Units 
If Your Price is a Fair One, They're Your Automobiles 
if Interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. 
EVergreen 3-4800 
PLEASE — SUPPLY BANK REFERENCES — PLEASE 


WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 


Brooklyn 22, N. Y. 


AUTO AUCTION 


CLEVELAND, OHIO 
Every Monday at Noon 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [_] or send bill [] 


PO ET OEE CORT PE EET EO EN ree Zome Mei. discs 
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Looking uphill at Derby Downs, 
grandstands are filled with capacity 
crowd of 60,000. 


Freddy Mohler receives his award 
for becoming the 1953 All-American 
Seap Box Derby champion. The 
trophy is presented by W. E. Fish, 
general sales manager, Chevrolet 
Motor Division. A $5,000 college 
scholarship goes with it. 


Freddy Mohler of Muncie, Ind., crosses the finish line in the championship heat to 
provide a thrilling climax to the 1953 All-American Soap Box Derby. 


Chevrolet Dealers and Co-Sponsors Again 


Bring Great Nationwide Program to 
American Boys 


Another Soap Box Derby season ended in a 

blaze of glory on August 9, when the spectacu- 

lar All-American Soap Box Derby at Akron, 
Ohio, led to the crowning of a new national champion. Sixty thousand 
spectators hailed the victor. 


The wholehearted cooperation of more than 150 leading newspapers, 
Chevrolet dealers, civic organizations, community groups and hundreds of 
individuals is gratefully acknowledged. Their untiring efforts have made the 
Soap Box Derby “the greatest amateur racing event in the world.” More 
than that, it has become a national institution demonstrating the great 
American way of working together toward a common objective. Chevrolet 
Division of General Motors, Detroit 2, Michigan. " 








